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SPEAKING OF 


N order for the “world’s small- 

est wedding ring,” received from 

an American soldier for his English 

bride-to-be, was recently filled in 

San Francisco, says a United Press 
dispatch. 

Ralph Ruthe, wedding ring sales- 
man for Albert S. Samuels Co., Inc., 
was stumped when the letter ordered 
a ring less than a quarter-inch across. 

Size 5, a little over three-fifths of 
an inch in diameter, is about the 
smallest wedding ring stocked. Once 
a size 2 was made for a midget—but 





from the size of the circle drawn in 
the soldier’s letter his fiancee must 
wear something smaller than a 000. 


“This must be the Cinderella among 
all sparklers,’ the United Press 
quoted Mr. Ruthe, who looked again 
at the miniature circle and then de- 
cided: 

“Change signals! The letter is V- 
mail and the bride’s ring size has 
shrunk.” 

Mr. Ruthe phoned the post office, 
which advised him to double the cir- 
cle and then add a bit more. This 
resulted in a 51/4 size, and Albert S. 
Samuels Co. could cancel its call to 
Mr. Ripley. 


© © 
“TYROM rubies ... to rubber... 
for War” was the title of Car- 


rier Corp. national advertising in 
consumer publications last month. 
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Handing orchids to Tiffany & Co., 
the text said: 

“Here is an almost unknown chap- 
ter in America’s war record. 

“It is the story of owners who vol- 
untarily relinquished equipment— 
who in a very special way put aside 
self-interest to speed victory. 

“In the store of Tiffany & Co. oa 
Fifth Ave. there was a Carrier air 
conditioning system. Its heart was 
a Carrier centrifugal refrigeration 
machine. 

“This machine was needed for the 
manufacture of synthetic rubber— 
that ‘America & ‘Co.’ might have tires 
more rapidly. 

“And so Tiffany & Co. permitted 
this essential part of their store 
equipment to forsake rubies for rub- 
ber. 

“But this is only one chapter of 
the story. Many of America’s great 
stores have rendered similar service 
.. . have given our country a price- 
less gift: Time! : . . the months it 
would have taken to build new Car- 
rier machinery. And in war, time 
saved means lives saved.” 
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HE Miller family, whose jewel- 
ry store is in Odessa, Tex., is all 
up in the air over this war. 

Mrs. T. L. Miller teaches aviation 
cadets blind flying—flying entirely 
by instruments. She instructs at 
Love Field. Son Dolph is an Army 
Air Corps lieutenant, and a flight in- 
structor at Curtis Field. Pretty 
Florene Miller, 22, has also taken to 
wings. She’s doing her part as a 
ferry pilot, and handles swift pur- 
suit ships and heavy bombers with 
the greatest of ease. Florene is com- 
mander of the WAFS at Love Field. 


Jewelers 


Circular: 


Keystone 







JANUARY — 1944 


Garnette Miller is also working for 
victory—she’s secretary to an Army 
officer at Dallas. 

Mrs. Miller’s father is managing 
the store while mother and children 
attend to their war work. 
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NE of the strange little facets 

of the war involves 20 British 
naval officers who were taken prison- 
er during a combined attack some- 
where on the European mainland, 
and lost their watches during the 
action. 

Taking a long shot, one of the 
captives wrote to a Swiss firm asking 
for a supply of new watches, but 
pointed out that the only security 


NOW WRITE FORA 
SWISS CHEESE 





they could give was their word of 
honor to pay at the end of the war. 

Before many weeks, the watches 
—worth about $800—arrived at the 
prisoners’ camp. 

“Reflecting credit in equal parts,” 
editorialized the New York World- 
Telegram, “upon British honor, 
Swiss faith therein and British-Swiss 
confidence as to how the wind is 
blowing and how the war will end.” 
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ROBLEM: How can a jewelry 

store save 20 per cent in its use 

of electricity, when ordinary econ- 

omies could only account for 10 per 
cent? 

Wright, Kay & Co., Detroit jewl- 

ers, like other merchants in that cen- 
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ter of war industry, wanted to help 
the Detroit Edison Co. reduce the 
current load so that at least one 
generator could be idle for “stand in” 
setvice. 

Solution: Turn out the window 
lights soon after closing; this brought 
the total saving in electricity to 20 
per cent. And anybody who wants to 
see the displays has only to press one 
of several buttons installed on pillars 
along the store front, to light every 
one of the windows! 

“We recommend this system high- 
ly, not only as a means of saving cur- 
rent but as a valuable way of calling 
attention to the windows,” says 
Percy K. Loud. “Naturally, it 
wouldn’t be dignified for us to have 
a flasher in the windows, but this 
operates with the same effect—the 
sudden turning on of the lights sur- 
prises all pedestrians into looking. 

“And when they find that they can 
actually turn on the lights them- 
selves, their enthusiasm is very gen- 
uine. Most adults like to play with 
toys. What gave me the idea origin- 
ally was a self-serve exhibit at the 
New York World’s Fair, where you 


pushed a button and started a whole 


JOE JEWELER IN UNIFORM 





little city into operation.” 

Thus, Wright, Kay & Co. both 
saves current needed for war indus- 
try and gets added attention for dis- 
plays after dark. 
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ITH an eye on Seattle’s war 

workers, Weisfield & Goldberg, 
credit jewelry firm, is featuring a 
series of “Monday night specials” 
designed to catch the trade of work- 
ers who can’t shop during the store’s 
day-time hours. 

Every Monday evening Weisfield 
& Goldberg stay open until nine. The 
day before, the firm advertises its 
“special” in a fwo column ad in local 
papers. Each “special” is an item 
which is on sale at a low price on 
Monday night from six until nine 
only. Each ad is headed by the words 
“Monday Night Specials” in bold 
white script on a black background. 
Customers have learned to watch for 
the familiar heading in their Sunday 
paper. 

Items of a practical value are 
often featured, such as dinner sets, 
crystal breakfast sets, coffee makers, 
pen and pencil sets, and so on. Jew- 











"He sends out my time signal and an advertising message." 








es, 
How Old Is Your Store? 


As we have explained in re ‘ 

The Jewelers’ Circular-Keystone Pepto, 
to publish this year, in connection with rs. 
own 75th anniversary, an honor roll of all 
the jewelry stores that were in existence ef 
the time of the founding of the magazine . 
in 1869, and that are still doing business 
today. 
. Are you one of them? If so, we shall be 
glad to have a line from you, stating the 
year in which your store was established 
and mentioning any changes in ownership 
or location that have taken place since thes 
time, so that your name will be included in 
the roster. 

Also, we wish to take this means of thank. 
ing the many jewelers who have already an. 
swered this request—so many of them that 
it has been impossible to acknowledge each 
one of them individually. 

If you are eligible, we shall be glad to 
hear from you. 
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elry has also proved popular, hoy- 
ever, and the firm has included gold 
set birthstone rings in its sales, 
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EVERAL Japanese soldiers who 

are now enjoying the company 
of their dishonorable ancestors have 
unknowingly helped out a retail 
jeweler in Ohio, U.S.A. 

Jeweler Frank T. Garrett of Cin- 
cinnati is displaying in his store win- 
dow a collection of Japanese war 
trophies brought home from the 
South Pacific fighting area by Pat 
O’Dennis, former errand boy in Mr. 
Garrett’s store. Pat is now in the 
Navy. 

Mr. Garrett worked up an inter- 
esting and timely display with the 
souvenirs, which include a Jap hel- 
met, a hara kiri knife, a Japanese 
prayer band (worn around the sto- 
mach to protect the wearer from 
harm), and several other articles. On 
each item he placed a card telling its 
story. 
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N Akron, Ohio, jeweler, James 

M. McClanahan by name, has 
received yards of newspaper pub- 
licity because of his insurance policy 
on Adolf Hitler. 

If the perils of blitz, tornado, 
windstorm, riot, fire, civil commo- 
tion, collapse of bridges or overturn. 
of a vehicle befall Adolf, Mr. Mc 
Clanahan gets paid $100. 

The policy, underwritten by 
Travelers Insurance Co., reveals that 
“Adolf Hitler” is Jeweler McClana- 


han’s mule. 
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TOWARD VICTORY IN 1944 


The United States is now entering upon its third year as an active participant in the 
present war. 


Already we have been fighting for six months longer than we did in all of World 
War I, and no one can yet say how much longer we shall have to fight before the forces 
of evil are at last compelled to surrender. 


Till then the road will be hard, and our effort must be unremitting. In a total war, 
as this one is, nobody can sit on the side lines and let the other fellow pull the load. 
Everyone of us must do his share in whatever it is given him to do. 


And that includes us jewelers no less than everyone else. The jewelry busines may 
seem far removed from the grim business of war, yet there is much that jewelers can 
do to help to speed the day of victory. If everyone of us will truly do whatever lies 
within our power—every day throughout the yvear—our contribution toward victory will 
be far from negligible. 


What are some of those things? First and most apparent is the help that we can 
give in the sale of War Bonds. The Fourth War Loan Drive begins this month, and the 
active cooperation of every retail merchant is needed. Some jewelers have done magni- 
ficent work in previous bond selling drives, But they still are all too few. Many more 
could do the same. 


Then there are the annual campaigns for such things as the National War Fund and 
the American Red Cross. We in the jewelry business have been especially fortunate 
in recent years. Let us give generously of our abundance when the call comes. 

Another and vital activity in which every civilian can help is the effort to conserve 
and to salvage essential materials. Let us resolve that throughout 1944 we will save and 
turn in our waste paper and our scrap metals—and do it regularly and systematically. 


And then there are the things that may seem far removed from the prosecution of 
the war but that are among the most vital (even though the least spectacular) contribu- 
tions that the merchant can make toward preserving the American way of life, and the 
things that America means. Those things can be summed up in one phrase — honest 
observance of war-time regulations. 

The man who violates price ceilings, or restrictions on materials, or who deals in black 
market or bootleg merchandise as cither buyer or seller is perhaps unthinkingly, but 
none the less surely, undermining the very things that America is fighting for—by help- 
ing to breed inflation and chaos on the home front. 

It wins no medals—it reaps no glory—-it makes no headlines—but this day in and 
day out self-discipline in all our business conduct is one of the biggest things that every 
one of us can do toward winning the war-—and winning the peace. 


Let’s make those things our New Year’s resolutions as our part in the all-out drive 
for Victory in 1944, 


net V Gb 


Editor 
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No Furlough for War Windows! 


With two more fighting years ahead, your window displays 
should be Bond sellers, this week and every week: 


here’s a dramatie idea for the Fourth War Loan Drive 





This 4th War Loan display ties in with the drive opening 
Jan. 18. Plane silhouettes are glued against “search- ° 
lights" made of long strips of paper in three shades of 
blue, pasted against a curved, midnight blue background. 





by VIRGINIA DIXON 





HE news from the war front grows increasingly of the war, rather than permitting a let-down, calls for 
encouraging, but this does not mean that we can af- increased support from the home front. 

ford to relax our “Windows at War” program for a . 

single installation—or any other part of our war effort, "THIS MEANS YOU" 

for that matter. More than ever our Government re- Such Government problems must not be considered 
quires our continuous cooperation and effort, to combat as Government’s alone, but personal problems for each 
inflation, complacency of public opinion and waste of of us. Failure to meet them will mean personal hard- 
precious materials and man hours. The mounting tempo ship and difficulty for us all. This must be made cleat 
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¢ ; Foot-high figures, easily cut 
in the appeals we make to the public. Our presentations from plywood, draw atten- 


must be personal and dramatic enough to impel recogni- tion to scroll and jewelry. 
tion of the importance of individual effort. ““This means 
you!” might well be emblazoned across the plate glass 

of every war theme display. Have a photographer en- 

3 ; large sketches four times size 

The Office of War Information stresses the importance at left for jigsaw pattern. 
of directing these wartime appeals to women. Many 
women who never worked before are now proudly cash- 

ing weekly pay checks and these women and.their sis- Below—"Bright Stars for 1944 


(Please turn to page 108) Shopping,” cut into false 
background close to glass. 
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This man's yawn is a danger signal—to the store's public 
relations right now,.to his selling abilities after the war 


Don’t Forget Salesmanship 


The war is going to end some day, and careless selling habits, 


if allowed to ingrow now, may stand in the way of success 


when business again demands the highest standards of performance 


by H. R. SIMPSON 


RECENTLY completed a shopping project which 

took me into 60-odd stores—quite a few of them 
retail jewelers—of a dozen communities. I posed as a 
customer, of course, and after a few calls built up con- 
siderable ingenuity in testing employees for salesman- 
ship. It was an interesting experience, but also a shock- 
ing one; I knew that salesmanship had declined with 


90 


war conditions, but I had no idea that it had sunk, as 
an average; to such low levels! 

Of couse many of the people behind the counters of 
our stores today are what might be called “emergency” 
workers, but also there is still a high percentage of peo 
ple with experience extending over a period of years. 

But even these salespeople who know how to sell, are, 
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Posing as a customer, H. R. Simpson sampled the salesmanship of 60 stores 


in a dozen cities. 


What he found, in three cases out of five: Short-cut 


answers, bored voices, ignorance of new goods, even the wish to kill sales. 


What he recommends: A retraining program in professional tact and tactics 


to a startling extent, simply going through motions now. 
Their handling of a typical sale hardly rates 40 per 
cent of normal, in case after case that I found. Most of 
these people know how to sell. But salesmanship under 
present-day conditions has become the “forgotten child” 
of retail merchandising. 

To one salesman who had done a very fair job of sell- 
ing, I explained my mission, congratulating him on his 
performance. His reply was significant: 

“Maybe I was all right—but, Mister, if I had only 
known you were checking me, I really would have 
shown you some salesmanship!” 

Just another way of saying that he had not been sell- 
ing to the maximum of his ability. This man was a good 
salesman even when he didn’t try very hard. But most 
store employees, as is the case with salespeople in gen- 
eral, become at best fair, and usually poor, when they 
‘don’t do their best. 


ANSWERING TO "RUSH THE SALE" 


What are the principal ways that retail jewelry and 
other salesmen are falling down? What can the mer- 
chant do about the general condition? We'll answer the 
first question, then make suggestions. 

“Rushing the sale” is a universal evil. One can see 
how, in a quite natural way, this habit has been formed 
under the emergency conditions of war. It is the rare 
sales organization which has not, at times, and often for 
long periods, had to carry an abnormal load. In order 
to get customers cared for, salespeople have had to 
speed up. Now, in the degree that the art of very rapid 
service is practiced at times when needed, this new skill 
is all to the good. 

The damaging thing is that the salesman has carried 
it over, and made of it a habit, so that he treats almost 
every customer the same way. Specifically, he shortens 
all sales conversations, even when there is ample time 
to go into details which would build the sale. He is 
abrupt when the opportunity exists with pleasant social 
conversation to build good will for himself and the store. 
He passes up opportunities to make the kind of careful 
inquiries out of which a jewelry store can size up a cus- 
tomer situation, and, choosing methods, build the ac- 
count perhaps a great deal. 

When salesmen “rush the sale,” they are constantly 
passing up good opportunities to build the sale. They 
become expert in making the reply, which, instead of 
best serving the customer, hastens the end of the sales 
interview. Deliberately, they kill off interest, when a 
fundamental principle of good salesmanship is the skill- 
ful kindling and nourishing of interest. 

Among salespeople, the “don’t care” attitude is almost 
universal. They show by the expression on their faces, 


FOR JANUARY, 1944 


the tones of their voices, that they have no interest at 
all in serving the customer—in fact, they are bored. If 
they are tired, they show it. Salesmen who, in normal 
times, were determined in their attitude, anxious to 
build their sales record, and felt genuine disappoint- 
ment when they failed in a situation, now are entirely 
philosophical. It doesn’t matter to them whether they 
make a sale or not. 

Again, as with the rushed sale, it is possible to ana- 
lyze and find causes. Everybody knows now that it is 
a buyers’ market. The tough job is to get merchandise, 
not to sell it. 

But, of course, the general attitude is all wrong. It 
may be true that, with certain lines, the store’s problem 
is not to get them sold, but to divide up sales most equi- 
tably. But there are always other things that are in 
adequate supply, and which permanently will be in this 
category. In other words, there are still ample oppor- 
tunities to build store sales in one way or another. What 
would one think of the spiritual condition of a physician 
who didn’t care whether he saved a patient or not? The 
salesman who has the right professional attitude toward 
his job should feel that the challenge is always with 
him to increase sales, when such is possible—and if 
shortages are an obstacle, to handle the matter with the 
customer in such a way as to hold the latter’s good will. 

Objectionable practices of one kind and another are 
observed far more often now among salesmen. There 
is a carelessness in personal appearance, a carelessness 
in speech which amounts often to actual rudeness; 
voices are raised; patience gives way quickly to im- 
patience. 


DO THEY KNOW FACTS ABOUT NEW ITEMS? 

Salesmen have lost interest in their merchandise. 
They do not master the facts about new items, and 
shamelessly get information from printed inserts, or 
from another clerk, when the shopper puts questions, 
Normally, a salesman with any professional pride what- 
ever is depressed when he has to reveal his ignorance. 
Not so today. 

The tones which salesmen use in conversations with 
customers have deteriorated. Everybody knows that 
tone of voice is tremendously important—even more 
important, perhaps, than the words spoken. When a 
shopper can make a dozen tests in a row, and not find 
more than one or two salesmen who put the most funda- 
mental cordiality and wish-to-please in their voices, do 
you wonder that I report the current condition as 
shocking ? 

Good salesmanship is honest. But, now, there is a 

(Please turn to page 110) 
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When customers for fine dinnerware overcrowded the old 
section in the mezzanine, Klein & Son, Montgomery, Ala., 
jewelers, installed this spacious third-floor department. 
As they step from the elevator, visitors are invited to 
browse as they please; some enthusiasts take two hours! 


HOUGH many jewelers, even since the beginning 
of the present conflict, regard china promotion as 
successful only in larger cities and on a seasonal basis, 
Klein & Son, Montgomery, Ala., have thoroughly dis- 
proved the theory. They believe that china and glass, 
properly handled, are one of the jeweler’s most fertile 
fields—and what is more important, that they can be 
- consistently profitable without such a thing as a “dull 
season.” 

Located in a city originally of 45,000 population and 
now burgeoning around the 100,000 mark with war 
industries and aviation cadet training at nearby fields, 
Klein’s is currently selling one of the South’s most re- 
markable volumes of fine dinnerware in the top-price 
brackets. Although 95 per cent of the stock showing is 
open-stock china and glass priced by individual pieces, 
the store is selling not only one complete dinner set, but 
often two and three to the same person! A good half of 
this leading Alabama jeweler’s promotion, including 
window displays, radio programs and newspaper adver- 
tising, billboards, direct mail and other methods, is de- 
voted to de luxe china and glass. As a result, President 
B. H. Klein hasn’t found it necessary to go into “side- 
lines” or new merchandising fields; and he feels that 
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China Section 
Has Whole Floor 


And *“Alabama’s most beautiful 
ehina department’ needs four 
additional salespeople 

to handle the new business 


by ROBERT A. LATIMER 


the dinnerware, glassware and gifts carried will sell 3 
efficiently with or without war stimulus. 


NO MERE "SIDE LINE" 


There are many reasons for the outstanding success 
Klein & Son have achieved with china. One of the most 
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i is the fact that Mr. Klem refuses to regard 

jas “side line” adjunct to other merchandise. “The 

jewelers job is purveying beauty and a sense of lux- 
* he indicated, ‘and beautiful china and glass fits 
> . ” 

into that pattern as well as diamonds.” Other reasons 

are the placing of china promotion on the same basis as 

watches and gems, location of the stock on a separate 

floor for “browsing women” and finally, a pattern selec- 

tion which can’t be matched elsewhere in the state. 

A year or so ago»when the number of dinnerware 
customers began to exceed the mezzanine space used for 
display, Mr. Klein took over an entire third floor of his 
downtown building, and transformed it into “Alabama’s 
most beautiful china department.” Following depart- 
ment-store principles, he laid out a large room with 
bleached wood display cabinets open to the customer’s 
touch, pastel walls, fluorescent illumination, tile floor 
and convenient table settings. Following jewelry-store 
principles (an ideal combination by the way) he set up 
a “greeter system” whereby any visitor entering the 
floor from the small elevator connecting is met by an 
experienced saleswoman chosen for her pleasant man- 
ner. Her job is not hovering over the customer nervously 
and “pushing sales” but merely putting the visitor at 
ease, inviting her to “browse” as long as she wishes, 
and answering questions. This simple bit of psychology 
has caught on well with Montgomery women; is respon- 
sible for the steady stream of women who spend up to 
two hours in looking over the stock. 


HANDLE ALL THEY WANT 


Along with the informal atmosphere of the room, Mrs. 
Bess Houston, whom Mr. Klein appointed sales man- 
ager, stresses the “self service” angle. Nothing is under 
glass or out of arm’s reach. Everything from tiny 
demitasse cups to huge meat platters is price-marked, 
bears an identifying tag, and is classified in relation to 
companion glassware nearby. Klein’s doesn’t worry 
about breakage; encourages visitors to handle the china 
and glass as they please. “We simply let them sell 
themselves for the most part,” Mrs. Houston smiled, 
“giving them displays of all pieces in affinity to experi- 
ment with, and plenty of clear table space to set up 
their ideas.” A few pieces are broken, naturally, but it 
is well worth while to charge this off to “atmosphere.” 


PROMOTE HIGHER PRICED LINES 


Variety of stocks and patterns is another “must” in 
china promotion which Klein’s observes to the letter. 
Shown on the third-floor shelving and tables are 50 
open-stock patterns including some English, but con- 
centrated for the most part on fine American ware. 
“Moderately priced” lines are not featured, Klein’s be- 
lieving that when a customer comes to a fine jewelry 
store it is to get something betier than ordinary. Con- 
sequently it is the higher priced lines that are empha- 
sized. The only low-priced line is a breakfast set at 
$6.85. 

Every pattern and maker is identified by small 
colored cardboard signs set amid each display, with a 
convenient price list at the side. All merchandise is 
quoted at piece prices, without “set” figures. However, 
the majority of customers buy complete sets, according 
to Mrs. Houston. “Our Southern girls want all. the 
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pieces in the pattern and usually get them,” she ex- 
plained. “They want all the famcy pieces such as cas- __ 
seroles, center pieces, extra service plates, and so on. 
Perhaps the greatest factor in their buging is that in 
conformity with the atmosphere of the Old South, which 
is still preserved in most of our homes, even the most 
modern of brides insists on two complete china services, 
and some of them even buy three—urging their wedding- 
gift friends to choose from three patterns. We have 
attempted to comply with this desire by spending more 
time per bride, and showing her smaller services which 
will not exhaust her funds.” 

Brides, however, do not constitute the heaviest mar- 
ket at this leading store—although they are a substan- 
tial.part of it. The biggest volume is done with women 
who are already married, who love fine furnishings, and 
who buy for themselves. There is a tremendous amount 
of out-of-town traffic on Saturdays and week-ends, when 
small-town and plantation people throng the china 
department. Invariably the middle of each week sees 
a large number of mail orders, telephone orders, and 
even orders by telegram for sets examined. the previous 
Saturday afternoon. Billboards featuring the Klein 
name and the simple slogan “Fine China” are respon- 
sible for much of the visiting trade, Mrs. Houston be- 
lieves. “We cannot trace our traffic down to any one 
specific origin,” she said, “but it doubled when we. set 
up the new facilities; proving to us that women like to 
tell one another about such things.” 


A NEW WINDOW DISPLAY ALWAYS 


Display promotion is héavy. One large window is 
always devoted entirely to china and glass, and is 
changed twice a week. In addition, there are nine mes- 
zanine windows around the first story facade of the 
store filled with gifts, china and glass visible many 
blocks away, and glowing with indirect lighting at night. 
Outdoor billboards, these windows, and the radio pro- 
gram constantly remind Montgomerians of the gift and 
homefurnishings possibilities of Klein’s newest venture. 

“We've discovered that radio has a good influence on 
this merchandise,” Mrs. Houston added. “We have a 


lecturer, Mrs. Camille Brown, who talks on her own 
(Please turn to page 182) 





About half of Klein & Son's promotional activities is devoted to 
china and crystal. This large window display is: part of the program 
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listening whem a jeweler hears somebody get up at a q 
Rotary lunchéon or a Chamber of Commerce’ powwow 
and advise merchants to switch from “selling” advertis- 
ing to the “institutional” kind. Jewelers know that an 
all-time high of spendable dollars is circling round and 
round, and being spent—after War Bonds and taxes— 
for an ever-narrowing selection of consumer goods. 

Not only is there no need to “sell” the desirability of 
jewelry, watches, clocks, silverware, gift merchandise 
and the like; there can be positive danger in continuing 
ordinary peacetime advertising appeals. This is because 
many manufacturers are scraping the bottom of the in- 
ventories they built up before the War Production 
Board shut off or severely limited their production, be- 
cause wholesale jewelers’ stocks (and sales) have 3 
started to drop considerably below the levels of a year ance a 
ago, and because retail jewelers themselves may soon be Ks pore mate ee 
pinched harder than ever when they try to replace much p. Boert 
of what they sell. 
This situation of big demand vs. scant supply has led Four-column advertisements picture 

many advertising-minded retail jewelers to put their ns Mar = = periak: = 
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Shelving Its Merehandise Ads, 
Gensler-Lee Sells a Slogan 7 


by JAMES MORRISON 
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the duration. The question uppermost in lots of jewel- 
ers’ minds is not whether to advertise institutionally, but 
how to. 

Gensler-Lee, with credit jewelry stores in 16 Cali- 
fornia cities, has worked out a satisfactory wartime sub- 
stitute for its usual sales-persuading campaign in 25 
newspapers. The idea is simple and dramatic, involving 
a series of pen and ink sketches of various scenes and 
all stressing one slogan: ‘“‘Gensler-Lee Sells More Dia- 
monds Than Any Firm in the West.” 

In mentioning diamonds, Gensler-Lee does not add to 
the rush to buy scarce merchandise, for—unlike most 
everything else in the jewelry business—diamonds are 
available in steady and ample supply and can be han- 
dled without regard to OPA or WPB. 

Behind Gensler-Lee’s new advertising campaign lay 
considerable counseling among the jewelry chain’s 


executives. Their attitude was summed up thus by Budd- 


Rosenberg, vice-president and advertising director of 
the Gensler-Lee organization: 

“Business for jewelers has been rolling in so fast a 
barricade couldn’t stop it. Buying power of unprece- 
dented scope and the inability of people to buy other 
goods brought millions to the doors of the jewelers— 





Same drawings used for the newspaper 
ads are reproduced on counter cards 
for the 17 Gensler-Lee stores as 
part of the institutional campaign. 





and, fortunately, most had had merchandise to sell, re- 
gardless of shortages in many of their lines. 

‘“‘Wiser merchants, by this time, are not ‘promoting’ 
their business, but are contented to take what comes to 
them. In most instances the usual ‘merchandising’ ad- 
vertising has been eliminated. There has been a notable 
amount of War Bond advertising by jewelry manufac- 
turers and retailers, and this has built much good will 
for the industry. ; 

“But those who know the value of advertising and 
good will and keeping their name before the public have 
a problem. We at Gensler-Lee think we have solved it 
in some manner. We don’t want to advertise ‘merchan- 
dise,’ but we do want to keep the public informed of our 
existence, so they won’t forget us when the war is over. 
And, too, especially in the Far West, there are millions 
of newcomers to whom we wish to become known. 

“The advertising campaign we have created empha~ 
sizes one slogan—that ‘Gensler-Lee sells more dia- 
monds than any firm‘in the West’ and this one basic idea 
is developed in a series of unusual and interesting pic- 
tures to convey the idea.” 

Here are some of the situations depicted in a poster- 

(Please turn to page 116) 


Gone are the usual pictures and prices from the advertisements 


of this big California jewelry organization. But Gensler-Lee Keeps its name 


before the public with an ingenious “institutional’’ series 


that hammers one slogan home to everybody who reads the newspapers 
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Sure, “teo little and too late” 
is a problem, but this St. Joseph 
jeweler still steers by: 


style, quality and name brands 


by ANN GALT 


PERATING a jewelry store in wartime is no 

laughing matter. We take for granted the chorus 
of “Amen, brother!’ from every reader of Tue JEwEL- 
gers’ Circutar-Keystone. The headaches abound even 
if, as in the case of Kirkpatrick’s at St. Joseph, fore- 
sighted long-range buying have put the jeweler in a 
position where he still has something to sell. 

Suppose, like W. F. Kirkpatrick, you did anticipate 
changes and bought a liberal supply of French and Eng- 
lish silver in ’39 on a fortunate last trip to the continent. 
Suppose you did lay in what seemed at the time like an 
extravagant stock of distinctive hand-bags in silk, tooled 
leather, metallics, and petit-point. That sterling, that 
Sheffield plate, those charming continental bags, won’t 
last forever. 

However, Mr. Kirkpatrick refuses to resort to indis- 
criminate buying in the effort'to maintain his stock. He 
still sticks to his long-established policy of buying only 
good merchandise from known sources. Upholding the 
standard of: quality which the store has established 
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A single place setting 
may be all that condi- 
tions will allow her to 
sell at one time—but 
with all the tact and 
finesse she'd use in sell- 
ing a 200-piece service. 


This is the 
Room in the W. F, 
patrick jewelry s 
where customers 
shown French and § 
lish silverware Mr, § 
patrick bought « 


throughout its fifty-one years’ operation in St. Joh 
comes first. 

“Moreover, we find we get along better by not heck 
ling our suppliers,’ declares this retailer, “and we try 
not to put them on the spot. When we put an order of 
the files, we let it stand. Time marches on. Just whew) 
we think that order is all washed up, we get a package, 
and inventory blues vanish.” 

Mr. Kirkpatrick insists it is important for retal 
to keep the factories informed of their needs. Midwes! 
ern jewelers obviously can’t be in New York every, wee 
and by personal magnetism—and a copious check book= 
extract a bouncing order of merchandise from a scamt 
supplied resource. But by frankness and a spirit’ 
fair play they can enlist the cooperation of tht 
suppliers. Hiliift 

Moreover, every retailer can maintain a degree of st 
vice to his own home-town customers. He can spre 
the merchandise without emphasizing shortages. For 

(Please turn to page 120) a 
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Before shortages—Nathan's Credit 
Jewelers, San Angelo, devoted: an 
entire window to display of fine 
luggage and other leather goods. 


And now, with a restricted supply 
of top-flight luggage — Nathan's 
trims the amount of space, but not 
frequency of display, or quality. 


by ERVIN HICKSON 


O jewelry store owner has to be told that the war 
has cut the available supply of merchandise. 
Jewelers recognize; however, that shortages and difficul- 
ties are inevitable when there’s an all-out war to be won, 
and are doing their best to readjust their operations to 
war-time conditions, so that when the war is over they'll 
still be in business and able to help provide the jobs 
and the commercial activity that are going to be so 
necessary in the post-war era. 

Nathan's Credit Jewelers in San Angelo, Tex., is a 
case in point. This progressive firm is doing an out- 
standing job in the merchandising of leather and lug- 
gage goods which at first helped substantially in making 
up for the searcity of merchandise in other lines. But 
now luggage, too,—at least in the quality brackets—is 
getting scarce. Nevertheless, because they consider the 
long range well-being of the store more important than 
immediate business and profits, Nathan’s has refused to 
lower its standards. 

“We find that quality customers are still quality 
minded and want quality goods,’ says Nathan Donsky, 
the owner of the store. 

“While there are plenty of concerns selling more lug- 
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gage than we are, their type of sales do not appeal 
u.e, because these fellows who are now dealing in cheap 
leather and luggage are not looking for repeat business, 
Therefore our No. 1 consideration is main- 
taining our reputation for quality luggage.” 

Despite current shortages, Nathan’s still maintains a 
consistent advertising schedule. Neither the volume of 
newspaper advertising, nor of spot radio announce 
ments, nor of direct mail has been decreased. “In faet, 
our advertising appropriation for 1943 has actually 


and we are. 


been the largest we’ve ever expended in a single year,’ 
Mr. Donsky emphasized. 

“Jewelry stores should never let down in their adver 
tising simply because there is a shortage of one or more 
lines,” he pointed out. “A jeweler must keep his name 
before his customers—and only advertising can @ 
that,” he declared. 

Nathan’s takes the view that the primary purpose of 
advertising is to keep people reminded of the store # 
that it will be the place that will come to their mind 
when they want to make a purchase. That function® 
just as necessary today as it ever was, says Mr. Donsky 

(Please turn to page 118) q 
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| First Call... Again for 1944 


| § LEADERS of the lighter industry, RONSON has for Store traffic is the life blood of your business. Identify 
your store as headquarters for RONSON Lighter Accessories 
and benefit by the continuous, steadily increasing -call for 
these fast moving, goodwill- building items. 

War-time production makes it urgent that orders for RONSON 
Accessories be placed well in advance. Send your order 


yeats kept faith with the public in maintaining the 
highest quality standards for the ‘flints’, wicks and fuel 
bearing its name. These fine Lighter Accessories enjoy tre- 
mendous demand throughout the world. 





; Press—I’s Lit! 
§ With the scarcity of new lighters, owners are tak- . through your jobber or fill in and saaill dau 
ns far better care of these irreplaceable possessions. pon below. It will bring you complete details regarding the 
,,f That's why many smokers today, realizing that top- Nh various packagings of extra-length RONSON * REDSKIN 











+ § quality RONSON Accessories will make their lighters |  ‘Flints’, RONSON high absorption Wicks, RONSONOL 
serve better and longer, will accept no substitutes. [Relesse—t's Out} = Fyel and RONSON Servicer Kits. 

a 

f FOR ALL LIGHTERS 


: RONSON’ 


i LIGHTER ACCESSORIES 


Manufacturers of RONSON, World's Greatest Lighter 





























- P RONSON LIGHTER ACCESSORIES ILLUSTRATED ABOVE: r mam CLIP THIS COUPON AND MAIL = “" 
a i, TOP ROW BOTTOM ROW 
F Re aS EXTRA. -LENGTH No. 2009—RONSONOL Art Metal Works, Inc., 400 Aronson Square, Newark, N.J. 
‘FLI ONS REDSKIN pg ie dee. pS ine fluid SPEED Send, without charge, descriptive sheet, listing all 
) velope, Retail 10¢. aa as SS Ce. in SOU, Hees 29 - available RONSON Accessories, prices, packaging de- é 
N No. 2006—RONSON SERV- at tails, displays, etc. 
RamronTitnoT: Nieenmetate | mere , 
3 oO chree extra- 
P| fcr neeSizoee, SEB RONSON Wik wen ieoiues ; 
via etail $1.20 per ints ick wit 
L < Inserters pa ang. eg ni Street and No j 
©. 2008 ee! eaning Brush; gen- ; 
Ne BOR gt On aN eral inegruction book. ‘Retail City State | 
4 Five extra-length  50¢ per Servicer her's N 
1 | RONSONSREDSKIN'Flints’s No. 2014—RONSON Silers etn j 
5] in | safe-deposit holder. Re- | WICKS. One in envelope with Address 
5 15¢. Inserter. Retail 10¢. J 
‘ pea —ommmnmenemt «= “Trade Mark Registered _— a ee ee ee a ee ee cee ee 
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RADITIONAL design in modern tempo: Number One, Chinese. This is the first in a new 

series of 12 studies, adapting the principal ornamental motifs of ages past to today’s fine 
jewelry. The style flair and brilliant artistry of their creator, Sol. P. Kaufman, outstanding 
American jewel designer, with studios at 562 Fifth Ave., New York, are already known to J C-K 
readers through the birthstone jewel collection presented in these paggs last year. This first plate 
in the 1944 series, in tribute to our gallant battle ally, ancient China, cradle of Asiatic culture, 
shows such classical Chinese design favorites as the pagoda, the peacock, the dragon and the lotus 
as distinctive themes for present-day, highly-styled jewelry. In harmony with the ancestry of 
these designs, the principal stones are jade, long-time love of the Chinese, set in natural gold and) 
trimmed with diamonds. Next month, traditional designs of ancient Egypt. 
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} STONE HEADQUARTERS 


POR JANUARY, 1944 


Bunica Gnanatum 


7 


THE DEEP RED OF THE POMEGRANATE 


%. 


The Garnet takes its name from the pomegran- 
ate; for the deep red of this precious stone glows 
with the color of the seed of the rare fruit. 





Come to see us when you need. garnets; get in 
touch with us when you need any precious, 
semi-precious or synthetic stones, no matter 
what size or color. Our sources of supply in 
all corners of the world, developed since 1901, 
make us truly Stone Headquarters. 


S’ Nathan Ge Mee 


610 FIFTH AVENUE, NEW YORK 20, NEW YORK 


~ 
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resin opal. Common opal with a 
resinous luster and a wax-, honey-, 
or ocher-yellow color. 

resist. Electroplating. Any lacquer to 
be painted on surfaces where no 
deposit of metal is desired. Most 
resists used are nitro-cellulose lac- 
quers; occasionally, shellac dis- 
solved in alcohol, or asphaltum 
varnish. 

rest. 1. A term used® by European 
writers on horology, denoting the 
type of contact at the locking 
points in escapements; as: “fric- 
tional rest,” “tangential rest,” etc. 
See ESCAPEMENT. 2. A support for 
a cutting tool in a lathe. See SLIDE- 
REST; T-REST. 

Retger’s salt. Silver-thallium nitrate, 
which, in a molten condition (at 
a temperature of 75° C) is a clear 
yellow liquid with a gravity of 4.6 
and miscible in all proportions with 
distilled water. 

retinalite. A honey-yellow serpentine 
with a resinous luster. 

reverse. That side of a medal, coin or 
other object opposed to the one 
upon which a portrait or action is 
represented. On the reverse side is 
usually engraved an inscription. 
See OBVERSE. 

reveil. On Swiss alarm watches or 
clocks, indicates where to wind or 
set the alarm. 

reversed fuzee. Motive power design 
in which hooking of the mainspring 
is reversed so that the chain pulls 
on the side of the fuzee between 
center pinion and fuzee center, to 
lessen friction on fuzee pivots. 

reversible case. A watch case made 
with an inner case with glass over 
dial, which fjts into an outer case 
of which one side is open and the 
other has a hinged lid with lift- 
and-catch-springs as in a hunting 
case; the movement in the inner 
case can be turned either way, to 
form at will an open-face or hunt- 
ing-cased watch. 

revolution. See ROTATION. 

rewinder. See REMONTOIRE. . 

rhaetizite. White prismatic kyanite. 

Rhine diamond. Said By King to be 
a name given to colorless beryl. 

rhinestone. Theoretically, quartz 
(Rheinkiesel) from the gold wash- 
ings along the Rhine in Baden; but 
—as generally used today—glass. 

Rhodes, Cecil John (1853-1902). 
Founder of the DeBeers Mining 
Co., which, under his leadership 
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gained control of the South Afri- 
can diamond industry and later be- 
came the DeBeers Consolidated 
Mines, Ltd. One of the great men 
in the development of South 
Africa, Rhodesia was named for 
him. 

rhodium. A white metallic element of 
the platinum group, used as an 
alloying addition to platinum and 
palladium jewelry and chemical 
ware, and as an electroplate finish. 
Melting point about 1966° C.; spe- 
cific gravity 12.4; chemical symbol 
Rh. Its high resistance to corro- 
sion, coupled with its exceptional 
reflective power, make it desirable 
as a finish for searchlight mirrors, 
silverware, etc. See also PLATINUM 
GROUP. 

rhodizite. An exceedingly rare min- 
eral of interest to collectors. It is 
a potassium (caesium-lithium) alu- 
minum borate which has_ been 
found in rose-colored masses ‘in the 
Urals and in greenish crystals, 
with tourmaline in Madagascar. 
R.I. 1.69, S.G. 3.40 and H. 8, luster 
vitreous to adamantine. 

rhodochrosite (ro-do-kro’site). Man- 
ganese carbonate, one of the ores 
of manganese. It is a soft mineral, 
H. about 4 but has an attractive 
pink color and has been used as 
a decorative stone. Banded masses 
have been found in the Argentine 
and marketed under the name 
Rosinca or Inca Rose. 

rhodoid. An amber imitation made of 
cellulose acetate. 

rhodolite. A rose-red to pale violet 
variety of pyrope garnet coming 
from Macon County, N. C. A simi- 
lar stone has been found in Ceylon. 

rhodonite (ro’don-ite). A pink man- 
ganese silicate, opaque to trans- 

- Jucent. Frequently used as a deco- 
rative stone, especially in Russian 
carved objects, as in Easter eggs, 
plates, etc. H ca. 6, S.G. 3.4-3.68. 
Found at many localities and asso- 
ciated with some ores. Fowlerite 
and bustamite are varieties. 

rhombic dodecahedron. The ordinary 
dodecahedron of the isometric sys- 
tem, which has rhomb-shaped faces. 
The name distinguishes this com- 
mon garnet and diamond crystal 
form from the pentagonal dodeca- 
hedron ' characteristic of pyrite 
(pyritohedron). 

rhombic facet. A facet with four sides 
of equal length, having its angles 
oblique. 





rhombic system. The oRTHORHO 
SYSTEM. 

rhombohedral system. A subdiyis 
of the hexagonal system ¢h 
terized by the three-fold, inst 
of a six-fold, symmetry. It jg ; 
veloped from the hexagonal by { 
extension and suppression of g 
ternate faces. Many minerals, 
cluding quartz and tourmaline, g 
in this system. 

rhomboid facet. A _ parallelogra 
shaped facet in which the ang 
are oblique and the adjacent si 
are unequal. 

R. I. Refractive index. 

riband agate. Agate with wide 
allel bands. 

riband jasper. Jasper with broad rb 
bon-like stripes of alternat 
colors. 

ribbon jasper. Riband jasper. 

Riccia diamond. A rose-colored 15 ¢ 
diamond belonging to the P 
de la Riccia. 

ricolite. Banded verde antique. 

Riefler clock. Precision clock 
astronomers’ and other scientifi 
uses, invented (1891) and made} 
Siegmund Riefler of Munich, whic 
eventually established a reputati 
as the most accurate clock maf 
until this was eclipsed by the pe 
formance of the English She 
clock. The Riefler clock has i 
pulse given the pendulum by j 
rocking movement imparted to 
suspension by the pallets, doing 
away with friction of a fork ¢ 
pendulum rod, because this con 
struction is eliminated. 

riffer. A file with teeth cut on sho 
portions of the two ends, the ste 
between the ends serving as ah 
dle; used largely for die-making 
and for relief-work where ordin 
files would have insufficient cle 
ance, 

right-angled escapement. Lever ¢@ 
capement in which the balance ce 
ter is planted on a line that stant 
at a right angle to a line that 
nects the pallet center and 4 
escape wheel center. See STRAIGHT 
LINE ESCAPEMENT. 

right ascension. In astronomical ¢ 
termination of time, this ce 
sponds in the celestial sphere 
longitude on the earth; it is st 
in hours, minutes and seconds @ 
sidereal time, instead of in 
grees and fractions of arc. Its 
is a point in the sky called the m® 
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The engagement diamond on her finger is bright as a tear—but not with sadness. Like her 


ft hope eyes it holds a promise—of cool dawns together, of life grown rich and full and tranquil. 


ste 

: ‘ Its lovely assurance shines through all the hours of waiting, to kindle with joy anew 
j 

J 
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at their reunion. It will hold doubly precious significance throughout their happy life to be. 
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Facts About Diamonds: These are average current 
prices for unmounted quality diamonds, includ- 
ing federal tax. (The exact weights shown occur 
infrequently.) Size alone does not determine dia- 
mond values. Color, cutting, brilliance and clarity 
have an equally important bearing. You should 
have a trusted jeweler's best advice at all times 
when buying diamonds. 


DE BEERS CONSOLIDATED MINES, 


LIMITED, 


Industeial Diamonds —a key priority for high-speed 
war production — come from the same mines as 
gem stones. Millions of carats are used in United 
States industries today. The occasional gem dia- 
monds found among them help defray production 
costs for all these fierce little “fighting” diamonds. 
Consequently, there are no restrictions on the 
sale of diamond gems. 
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A JEWELERS’ DICTIONARY 
(From page 102) 


point of Aries, just as zero of longi- 
tude is the meridian of Greenwich. 
Celestial latitude is called declina- 
tion. See LATITUDE; LONGITUDE; 
TIME; TRANSIT. 

rim. 1. The circular part of a watch 
balance, carried by the arms. See 
SEGMENT. 2. The center of a watch 
case, to which the lids or backs and 
bezels are hinged. 

rinceau. A classic ornamental device, 
favored by the Brothers Adam, 
composed of intertwining stalks of 
acanthus or other foliage. 

ring. Jewelry in form of circlets, 
usually of precious metal; ear- 
rings worn suspended from the 
ear-lobes, and finger-rings worn on 
any of the fingers, also (rarely) on 
the thumb. Finger rings are of 
ancient Egyptian origin. First 
often associated with superstitions 
or religion, later uses included sig- 
nets or seal-rings for personal iden- 
tification and signatures on docu- 
ments; today, finger rings are 
probably used mostly for personal 
adornment, but often combined 
with such purposes as being tokens 
of betrothal, marriage, school or 
college matriculation, membership 
in fraternal organizations, or to 
display family crests, or birth- 
month stones, etc. Many rings are 
worn as mountings for gem stones, 
both as ornament and as a con- 
venient way of carrying realizable 
assets of value. Also see JUMP- 
RING; SPRING-RING. 

ring adjuster. A gold spring with ears 
to clamp inside a finger-ring that 
has to be oversized to go over an 
enlarged knuckle, used to keep the 
ring from turning on finger; or to 
decrease the size of a ring with- 
out cutting and resoldering it. 

ring agate. Agate with concentric 
rings, but without the great color 
contrasts characteristic of eye 
agates or Aleppo stones. 

ring arounds. American pear] fishers’ 
term for pearls with a discolored 
band around them. 

ring bender. A bench machine with 
dies for forming metal strips into 
circles for making finger rings, 
etc. 

ring buff. A tapered felt buff for pol- 
ishing inside of rings. 

ring clamp. Handvise to hold rings 
during setting of stones, made of 
wood, with leather-lined jaws at 
one end and a wooden wedge at 
other end to close the jaws. 

ring sizes. In the U. S., since about 
1880, a set of numbers designating 
the inside diameter of a finger ring, 
expressed in decimal parts of an 
inch. The interval between full 
sizes is about .032”, between half 
sizes, about .016”, and between 
quarter sizes, about .008”. Rings 
for infants usually range from 
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sizes 000 to 2 (.888 to .522), for 
children from 2% to 4 (.534 to 
.586), for women from 4% to 7% 
(.597 to .701), for men from 7% to 
13 (.697 to .880). Table shows U. S. 
ring sizes, with low and high limits 
of tolezance: 


-— Diameter in Inches—, 


Ring Size Low Limit H ar 
4 


British ring sizes substitute letters 
for numbers, ranging from A, 
equivalent of the U.S. % size, to Z%, 
equivalent of the U. S. 12% size; 
usually though not always, the in- 
terval between the British letters 
is the same as a U. S. half-size. 
Continental ring sizes are desig- 
nated by millimeters, the French 
measuring millimeters of circum- 
ference and the German millimeters 
of diameter. 

ring stick. A tapered rod of wood cov- 
ered with metal, graduated in 


Ring Stick 


diameters, for measuring sizes of 
rings, by pushing a ring on the 
stick and reading the size-number 
at place where ring stops. 

ring watch. A very small watch 
mounted to be worn as a finger 
ring. 

ring pearl. Pearl with a fine orient, 
in contrast to those with a poor 
sheen known as unripe pearls. 

rise-and-fall. Type of clock regula- 
tor, in which a key-square or hand 
on the dial is operated to raise or 
lower the pendulum suspension, 
with an effect of lengthening or 
shortening the pendulum. 

Rittenhouse, David. (17382-1796.) 
Clockmaker who became America’s 
first noted astronomer; surveyor 
of “Mason and Dixon’s line” and 
arbiter and surveyor of: other 
colonial boundaries; built and di- 
rected first U. S. Mint, Philadel- 
phia; scientific writer; a plane- 
tarium of his making is at 
Princeton University; and one is at 
University of Pennsylvania, where 
he was professor of astronomy, 
1779-1782. 

river agate. Moss agate pebbles from 
stream beds. 

river bort. Alluvial poor quality dia- 
monds. 

river diamonds. A widely and ambig- 
uously used term; actually only 
alluvial diamonds are indicated by 
the word. However, it is often 
used to mean the finest quality 
blue white stones, “river” and 
“blue river” are the common 


& 


designations of such stones j 
Williams’ remarks (1924): 
so-called difference i in charae 
tween the ‘river’ stones an 
‘mined’ stones cannot, with ¢] 
formation now available, e 
lished, in fact evidence inc 
ing that the majority of the 
identical to the diamonds % 
kimberlite. Most alluvial ¢ 
carry some diamonds which ¢ 
be identified as the products 
known mine, but their pre 
easily explained as being diag 
derived from undiscovered kj 
lite occurrences.” 
river diggings. Alluvial working 
river pearl. Fresh water pearl, — 
river sapphire. Light-colored _ 
phire from the Missouri Riy 
Montana. ,. 
rivet extractor. Special punch 
stand for removing rivets ¢ 
without cutting off heads. 
riveting. Fastening parts toge 
by pins through holes in p 
ends of pins hammered into ; 
of heads larger than the ho! : 
by using a bolt with a head ¢ 
end and the other end h 
into a rivet. Special kin 
riveting are used for faste 
staffs to balances, by punchin 
circular rivet on a shoulder of 
staff with its heading overla 
the upper end of hole in b 
arms center; or for attach 
wheel to its pinion by riveting 
of pinion leaves over the h 
center of the wheel. 
Roberts-Victor mine. A _ dian 
mine in the Orange Free 
whose stones are characteri 
well-formed dull octahedrons 
bluish-green hue. 
rock crystal. Clear, colorless qua 
often masquerading under | 
names as Arkansas diamonds, 
hemian diamonds, Bristol dia 
Cornish diamonds, Herkimer” 
monds, ete. ; 
rock glass. Obsidian. 
rocking bar. The yoke in a k 
watch which carries the @ 
mediate wheels connecting ~ 
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A GLOSSARY OF TRADE TERI 


This is the 38th installment 
comprehensive dictionary of 
and technical terms u 
jewelry industry. Each defir 
of interest to some _ particu 
branch of the trade, is writte 
a recognized authority in that 
including Dr. Frederick H. F 
(gems), John J. Bowman (he 
ogy, engraving), E. M. 
(smelting, refining, metallurg 
Joseph D. Little (silverware), € 
Succeeding sections will be 
lished every month in these pa 
It will be useful to preserve a 
of the numbers containing the 
ous installments. Following pul 
cation here, the dictionary will 
issued in book form. 
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A JEWELERS’ DICTIONARY 
(From page 104) 


winding stem wheel or pinion with 
the setting or winding gears when 
the lever is operated. See LEVER- 
SETTING, 

rock ruby. Red pyrope garnet. 

rock turquoise. Turquoise matrix 
with small disseminated grains of 
turquoise. 

Rocky Mountain ruby. 
garnet. 

‘Rockwell test. A system of testing 
and indicating numerically the 
hardness of metals, by an instru- 
ment that presses a diamond point 
into the metal and registers on a 
dial the depth to which the point 
penetrates; the softer the metal, 
the deeper the point will enter it, 
with the same pressures on the 
point. 

rococo. An elaborate and florid style 
of ornamenta- 
tion, consisting 
largely of the 
abundant use 
of scrolls, 
flowers, leaves, 
masks, shells 
and _ escutch- 
eons, popular 
in Europe in the 17th and 18th cen- 
turies. 

rod-gong. In _ striking or chime 
clocks, a straight rod that produces 


Red pyrope 


atone when struck by its hammer; . 


differentiated from the spiral gong. 

Roebling opal. A large uncut dark 
colored mass of Virgin Valley, 
Nevada, opal, now in the U. S. 
National Museum. 

rogueite. A greenish jasper found in 
gravel in the Rogue River, Oregon. 

Rohrbach’s solution. A barium mer- 
cury iodide solution with a density 
of 3.588 and a R. I. of 1.78, which 
has been used as a heavy‘ liquid for 
S. G. determinations. 

rolled edge. See LAPPED BORDER. 

rolled gold plate. Quality mark, used 
in the U. S., to indicate. an article, 
usually of base metal, upon one or 
more surfaces of which a sheet of 
karat gold of at least 10 karat 
fineness is mechanically affixed, the 
weight of the karat gold covering 
being less than 1/20th of the total 
weight of the article. GOLD FILLED 
denotes a heavier coating of karat 
gold. 

roller. Metal disc set concentrically 
on the balance staff, in which is 
set the roller jewel, and through 
which motive power is given to the 
balance by a lever escapement; the 
edge of the roller, with the guard- 
point, provides safety action in the 
eScapement. The two forms of 
roller are the single roller, with 
one disc; and the double roller, with 
one disc. for roller jewel and a 
separate dise for safety action. 
See FORK; LEVER ESCAPEMENT; 
ROLLER JEWEL. 

roller jewel. Pin, usually of ruby or 
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sapphire, set perpendicularly in the 
roller, that works in the slot of the 
fork of a lever escapement, during 
unlocking of the escapement and 
impulse. See FORK; LEVER ESCAPE- 
MENT; ROLLER. 

roller jewel setter. Tool for holding 
in correct position a roller jewel, 
during the operation of cementing 
it in its hole in roller. 

roller remover. Tool for applying 
pressure axially on roller tables, 
to withdraw them from balance 


TS 


Roller Remover 


staffs. The pressure is applied 
either by a screw or by levers. 

roller-shake. The slight play or mo- 
tion of fork and guard-pin between 
contacts on one side of lever 
against banking, and on other side 
of guard pin (or point) against 
roller edge. 

roller table. See ROLLER. 

rolling barrel. A machine for polish- 
ing quantities of metal articles in- 
expensively prior to electroplating; 
these are placed in a barrel turned 
by motor power, and containing 
also abrasive powders and oil or 
water; the pieces of work rub on 
each other acted on by the abra- 
sive. This process is used for work 
without sharp corners, and for 
which hand-polishing would be too 
costly. 

rolling friction. 
CATION, 

rolling mill. A pair of hardened steel 
rolls, geared to turn together in 
a frame, the rolls adjustable to- 
ward each other, used in jewelry 
shops for reducing the thickness 
of bars of gold, silver, etc. 

Roman gold. A finish on _ gold 
jewelry, etc., produced by matting 
or frosting the surface, then elec- 
troplating it with pure gold; the 
appearance of it is a soft, rich yel- 
low without polish. 

Roman numerals. One of the two 
principal styles of numerals used 
on dials of timepieces; for example, 
I, II, III, ete. See ARABIC NUME- 
RALS. 

Roman pearl. An imitation pearl. 

romanzovite. Dark brown grossula- 
rite garnet from Finland. 

rondelle. Small flat discs which sepa- 
rate the larger stones of a neck- 
lace. 

rope chain. Chain for watches or 
jewelry, made of fine wire arranged 
in closely massed links to resemble 
rope. 

rosaline. Thulite. 

rosary. A chain with beads arranged 
according to a prescribed pattern 
and used in the Roman Catholic 
church to count prayers of devo- 
tion. 

rose beryl. Morganite. 

rose cut. Early type of diamond cut- 
ting, probably originated in India 


See FRICTION; LUBRI- 


and introduced into Europe by 
Venetians; now used only for 
diamonds. This cut has a flat by 
with a series of triangular f 
terminating in a point on the | te 
of the stone. Various forms g 
the Antwerp rose, 12 facets or le 
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Forms of Rose Cut 


the Half Dutch rose, 16 tacatal 
Dutch rose, 24 facets; the Dou 
Dutch rose, as many as 36 ace 
They may be circular, elliptical 
oval. Stones cut in this way F 
commonly called simply roe I 
monds in the trade; an undesirab 
usage because of the poaaibie oC 
fusion of color with cut, rose cut 
preferable. Also said to. be 
plied to diamonds that are so smi 
that they can only be slightly o 
if at all. a 

rosée (roe-zay’). A _ pinkish p 
hue, the most popular variety, ; 

rose engine. An engraving machif 
for producing geometrical des 
on jewelry, watch cases, etc., in? 
forms of engraved decoratiol 
called engine-turning, barleye 
ing, etc. 

rose flour. Pink fluorite. 

rose garnet. Incorrectly applic 
rhodolite; also a trade name fo 
the rock from Xalostoc, Morel 
Mexico, consisting of rosolite, vest 
vianite, and wollastonite. a 

rose gold. A finish on gold jewelry 
etc., on modeled or heavily chase 
or carved work, obtained by @ 
troplating with pure gold, or duh 
red gold, then polishing the highet 
features of the design, to contras 
this bright polish with the dull gok 
remaining in the lower parts 0 
the work. 

rose kunzite. A misleading term f 
pink synthetic sapphire. 

rose moonstone. Pink scapolite. 
Burma. 

rose opal. See QUINCITE. 4 

rose quartz. Pink quartz, common 
used as a decorative stone. Fart 
pink but well asteriated rose quart 
has been used in the construction of 
imitation star sapphires. It is 7 
pegmatitic variety of quartz 7 
occurs in many places, notably 
Brazil and South Dakota. a 

rose recoupée (ray’koo-pay’). Doubie 
Holland rose. 7 

rosette. Rose cut. a 

rose water dish. A large ornamented 
basin used, before forks were intro=_ 
duced, for rinsing the fingers at 
the table. 4 

(Continued next month) 


. THE JEWELERS’ 


CIRCULAR-KEYSTONE 








=) a 


| 











aie ih atin ARSE 


woth eal Betis 

















TO OUR PATRONS 


We thank you for your warm-hearted 
loyalty and excellent cooperation, mak- 
ing us rich in friendship and our work a 


pleasure. 


We wish you a healthful and 


courageous 1944. 


. LEYS, CHRISTIE & CO. 

















NO FURLOUGH FOR WAR WIN a 
(From page 89) ‘- 
ters at home still do the greatest part of our nat 
spending. The jeweler should find this easy, 
his peacetime efforts are also directed mainly tow, rn 
ladies! Not only is it important to enlist the suy we 
these women in selling War Bonds, stamping out b black. 
markets, keeping prices down by sensible buying an Pl 
forth, but we want also to keep these same ladies frig nly 
and interested in our stores. Here is a combina. 
which calls for some ingenuity and effort, but whi i 
capable of satisfactory solution on both counts, 
We can keep them aware of our pregence— 
urging them to buy extravagantly merchandise wh; 
many cases we cannot offer anyway—through 
and attractive window displays. Better yet, we can 
them in the store to purchase War Bonds and St 
and receive an impression of our courtesy and friend. 
liness. Have a War Bond booth in your store. fp 
press on your sales force the importance of treatin 
everyone who enters the shop with courtesy and friendly 
interest whether they come in to make a small purchase 
or a large one, to buy a Bond or to be turned away 
because their order cannot at present be filled. 





4TH WAR LOAN WINDOW 


The Fourth War Loan Drive will begin sometin i 
January. Support it fully and well. 

















The first of the accompanying sketches illustrates. 
War Bond display which may be used in connection witl 
this drive. Against a very dark blue background @ 
pasted “searchlight rays” made of long strips of pap 
in three shades of pale blue. White paper is used toi 
dicate the inter sections of light and tiny silhouettes o 
planes: are pasted against the strips, as shown in | h 
sketch. A large dollar sign cut from compo board I 
painted white stands on a dark blue platform i in the . 
center of the window. White paper strips carry the cop . 
“Put .Them Over the Target! Buy War Bonds Wi 
ularly!” The floor of the window should be a some’ 
lighter shade of blue than the background. A f@ 
background placed in front of your permanent back- 
ground will be the easiest to handle. It should be curve 
if possible, although a straight panel can be used. 

The plane silhouettes can be cut out of black ¥ 
from one or two patterns. The size of the dollar 
and length and width of the “searchlights’”’ will de 
on the scale which you decide is best for the size of 
particular window. 





















































































EASY-TO-MAKE FIGURES 


A combination of merchandise display and patriotic | 
appeal is illustrated in the second sketch. Small cut-out 
figures draw attention to the merchandise and to 
copy on the scroll. The human figure, particularly 
action poses, is always an effective attention-getter 
fully-modeled mannequins are expensive and some 
hard to procure. The figures indicated here cam 
readily executed. 





















Using the figure diagrams accompanying the skett 
have a photographer enlarge them to 12 inches in hey >| 
(this will be approximately four times the size on me 
magazine page). Paste the prints on 14 in. plywou 
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and cut out with a jig-saw. Dresses can then be painted course. Copy such as—"Bright Particular Stars f% 
in, in solid flat color. Small blocks attached back of the Your 1944 Shopping’’—may be lettered on a card places 
feet can be nailed to the floor with small brads and will at one side of the window. The construction problem g 
hold the figures up-right. Several sets of figures can be this display will be dictated by the size and shape 9 
made at one time with very little additional effort and your window, but your local carpenter and show cay 
expense. artist should be able to work it out satisfactorily, 
If you have several windows, a set could be shown in aioe 
each window with varying copy messages and seen DON'T FORGET SALESMANSHIP 
groups can be used inside the store to tie in counter dis- ; 
plays with the window feature. In painting the figures, (From page 91) . 
use bright colors, picking up colors in the merchandise wide-spread disposition to take all kinds of liberty wig 
which will contrast well with your background. Copy the facts. ‘The final touch of irony, perhaps, -is 
such as “Buy Quality, Buy Sensibly, Buy War Bonds!— . lying tactics are actually used, not to make a sale, ee 
Visit our Bond Booth!” should be lettered on the paper to get out of making one. I encountered salesmen whg, 
scroll in the darkest shade used for painting the figures. to get rid of me in the quickest time, actually disclaim od 
the fact that the store stocked certain items, which, ks 
AN ALL-STAR SHOW more than 20 feet away, were on display! o 
The starry sky effect of the third sketch is achieved I could go on with a long discussion of other sing 
with a false background placed closed to the plate glass | omission and commission, all coming to this terrible faet 
of the window. On it are painted the shading of the Retail salesmanship, in 1943, is in the worst state it ha 
sky and the toy-like village houses. The star-shaped ever been, in modern times. 4 
openings cut in the background have small shelves at- I found an occasional store where the salesmanshi 
tached behind the background so that each “star” may was so much better, as an average, than in the rank ni 
frame a piece of merchandise. Lighting from behind will file that I went to special pains to investigate. I foum 
of course be necessary. The number of stars may be in- invariably, that such stores traditionally had develope 
creased or decreased from the number indicated in the salesmanship programs. If a salesman, given the oppo 
sketch depending on the size of your window back- tunity, didn’t measure up to high standards, the s or 
ground and the number of items of merchandise you replaced him. When the manpower shortage came alom 
wish to feature. The stars may be cut to frame almost these scattered stores suffered along with others, Bu 
any size piece of merchandise and have the advantage they didn’t drop their salesmanship standards. 
of framing even the smallest distinctively. War Bonds kept up regular sales meetings. They continued bon 
and War Stamp corsages may also be included, of plans in some cases. They revamped their sales train 
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with 
SAPPHIRES, 
RUBIES & CATSEYES 


Wwe appreciate that travelling to 


New York these days is hard... 


But since now is the time when 
you may need our stones for 
stock, or maybe to fill some 


sial orders, we're coming 


Merchandise is scarce, and 
feleseckabeletste-b d- Mie p ¢-1-1am Cole l-b ame oleae 
whenever you need colored 


es, be sure we can help you. 


Harold Cohen 


IN THE BRITISH BUILDING 
S-KEFELLER CENTER 


620 Sith Luvenue, . lew York 


ing to spotlight the special problems, and Pitfalls ¢ 
these crowded days. 

“Reforming” a store organization which has lost 
its morale is no simple thing. The way to start is } 
establishing something in the way of a formal program, 
The store with only two or three employees can do this, 
There can be meetings, dinners together. One of the 
best initial ideas is to bring in an outside speaker, som 
one with fresh, inspiring personality—a man who, } : 
a heart-to-heart talk, can deal wth the dangers of today 
for the individual salesman. si 

You know, these people who are going to pieces a 
their job have no right to contemplate a rosy future, 
When the war is done, and retail business demands } 
standards of performance, they will be victims of habite 
too ingrown to break. 

The right sort of outside speaker can discuss 
matters. Then, specifically, the serious faults in pre 
ent-day selling I have mentioned, can be frankly ¢ 
cussed. 

The road back to good salesmanship is likely to be 
long and a hard one for a great many stores. There 
all the more reason why a program of regeneratio 
should be started at the earliest possible moment. 


BALLET WINDOW STARS FINE JEWELRY 


Ballet, while practically unknown to most Ame can 
a few years back, now has loyal fans from coast § 
coast. Several excellent companies have toured most 0 
the principal cities, season after season, and now “S 
Lake,” “Peter and the Wolf’ and other ballets are @ 
widely known as that old-fashioned operetta standby 
“Blossomtime.” Hence the appropriateness of the ballet 
theme which recently won attention in a window display 
by Bagley & Co., jewelers of Duluth, Minn. ° 

Two framed prints of Degas paintings of ballet 
dancers set the theme for the display, one being placed 


"Swan Lake" . . . and diamonds! 


at either corner of the background. Two figurines of 

ballet dancers were posed on a lucite stand, atop the 

center elevation, backed by a mirror for extra grace” 
and visibility. Even the floor of the window contributed 

to the theatrical, floating-cloud effect. Transparent the- 

atrical gauze with silver dots woven into it was draped 

over pale, pink cloth. 

All this provided an interesting setting for fine 
jewelry, shown on lucite and glass stands. Platinum ~ 
and diamond jewelry were center stage; ruby, garnet” 
and topaz pieces set in gold, at the sides. i 

The big attention value of this “ballet” window J 
proved once again that the public responds to imagina-§ 
tion and timeliness in display. 
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Put OVAL-created gem-like glass stones in rings or jewelry pieces, and watch your customers thrill 
to their bright, sparkling gleam, to their rich, true colors. Product of superlative skill and all-around 
scientific ‘‘know-how,"’ these stones resemble genuine, cut stones so closely even experts are hard 
put to distinguish one from the other. Small wonder, then; that we’re working virtually night and day 


to supply the demand for them! 


MADE IN AMERICA BY AMERICAN CRAFTSMEN 


Cushion, Octagon and Oval Shapes in 12 BIRTHSTONE COLORS, all 
staple sizes, Buff Top in RUBY, GARNET and SAPPHIRE only, size 12 x 10 


and 10x8 only. ideal for Military Rings. Sold in wholesale quantities. a tt 7 


OVAL MANUFACTURING COMPANY OVA L 
64 West 36th Street + New York 18, N. Y. a ~~. 


PROVIDENCE: OVAL IMPORTING CO., Inc. 


212 Union Street Providence, R. |. 








True Color. Gem-like Glass Stones 
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URPLUS commodities, distribution policies and 

trade practices are three vital post-war problems, 
reminds A. L. Garniss, executive vice-president of the 
New York Council on Retail Trade Diversion, 60 E. 
42nd St., New York. 

“The first of these problems about which much talk 
and writing is taking place, is primarily one which 
follows a war. The other two problems in distribution, 
about which little talk or writing is taking place, have 
been with us for years and will be increasingly greater 
problems after this war than at any other time. 

“These last two will be with us after war surplus 
commodities have been forgotten, and will give all ele- 
ments in distribution a greater headache than ever 
before if something is not done to find a solution. 

“In varying degrees these problems are being dis- 
cussed by separate industries, resulting in plans, reso- 
lutions, etc., being set forth by each. Manufacturing 
groups are having their meetings and wholesaling and 
retailing groups theirs, all of which are commendable 
efforts. However, these are not the problems of any 
one group in distribution, but are the problems of all, 
and will be solved only when all these elements meet in 
joint sessions to discuss them as such. 

“Nothing has been done, to my knowledge, to bring 
such representative and vitally interested manufactur- 
ing, wholesaling, and retailing groups together. Such 


FLAN NOW FOR POST-WAR FAIR TRADE 


groups could be the National Association of Many. 


facturers, the principal wholesale groups, and the 
American Retail Federation. 

“As manufacturers, wholesalers, and retailers are the 
ones to be most harmed by any mis-handling of surplus 
war commodities, a plan by these combined groups 
should have been submitted to Congress long ago ty 
forestall the confusion which has resulted from dozens 
of plans from individual groups. It is still not too late 
for some group like the Committed for Economic Dg 
velopment to initiate such a conference through the 


coordinated efforts of their local committees throughout. 


the country. 

“Concerning the subjects of distribution policies ang 
trade practices, a much better understanding and higher 
degree of future cooperation might well come from , 
general discussion of these matters by such a combined 
group. 

“There would be other equally important problems 
of distribution to which this group might give ep. 
sidered thought, and no better time may ever present 
itself for such deliberation and remedial action. 

“Through new discoveries, greater demand for goods 
and increased production, consumer, retailer, and mane 
facturer should be greatly benefited, provided the dig 
tribution of this merchandise is on a fair and orderly 
basis.” 
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Cutting Works: 








64 West 48th Street 


Established 1866 





Importers and Cutters of 


\MONDS 


608 Fifth Avenue, New York 20, N. Y. 





London 


23 Holborn Viaduct 
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RUBIES 
STAR RUBIES 
SAPPHIRES 
CAT'S EYES 
EMERALDS 
PEARLS 
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Star Sapphires 


We have a large stock of Precious Stones,—mounted and unmounted from 
which to make your selection. Let us cooperate with you on your special calls. 


We are in the market for Diamond Jewelry and can offer good prices on any small 


or large pieces which your customer may desire to dispose of. 


‘JEROME RICHHEIMER 








GEMS OF 
THE MODE 


608 FIFTH AVE. NEW YORK 20, 


N. Y. 
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Genuine “Trublak” 


TRADE MARK 


LACK 
~— ONYX 


RINGSTONES 


ANY SIZE « ANY SHAPE 
ANY QUANTITY 


Flat Top, Buff Top 
Single or Double Bevel 


PLAIN, DRILLED, SLOTTED 


Made to Order 


Solid all through Black honey-dyed color, su- 

perb finish, accurate uniform size, unqualifiedly 

and permanently guaranteed. None finer made 
anywhere. 


Adolf Meller 
Company 


Operating 
America's First Complete 
Cutting Plant for 
Black Onyx & Synthetic Ringstones 


400 Charles St., PROVIDENCE, R. I. 


require rai pe } s1ze 
300 pre Cea. 
a 


Vinimium quantity 


and shape aha 


VO JOBBING ...NO.RECUTTING 











GENSLER-LEE SELLS A SLOGAN 
(From page 95) 


Ao, a eres 


like style of advertising, which has been fairly com 
in Europe for many years but has been little used 4 
the U. S.: 3 

—A girl and a boy, standing at the cornice of 4 tall 
building overlooking a broad thoroughfare, gaze at 4 
huge sign spread across the street: “Gensler-Lee Say 
More Diamonds than any Firm in the West.” 

—Another couple look at a midnight, sky-seraper 
silhouette. A huge neon sign atop one building says, 
“Gensler-Lee Sells More Diamonds than any Firm jp 
the West.” 

-~-Two young lovers, in the midst of a hike through 
the mountains, see the same message, this time appar- 
ently chiseled into a mountain-side: “Gensler-Lee Sel}, 
More Diamonds than any Firm in the West.” 

—Boy meets girl at street corner. On a billboard 
across the way, workmen have just finished pasting wp 
a large poster which reads: “Gensler-Lee Sells Moy 
Diamonds than any Firm in the West.” 

Cleverly, the same theme was worked out in other sit 
uations, each time with a young couple who presumably 
are thinking of buying an engagement ring, shown face. 
to-face with the Gensler-Lee slogan. In one advertise, 
ment, the boy and girl see the message written in smoke 
from a sky-writing airplane. In another, the slogan js 
spelled ‘out by a planting of flowers in a meadow, 

Bride and groom appear in at’ least one advertise 
ment, speeding away on their honeymoon. Sure enough, 
the luggage compartment of their open coupe has i 
slogan, “Gensler-Lee Sells More Diamonds than ay 
Firm in the West.” & 

A short text appears below the illustration in @ : 
advertisement, developing the idea of Gensler-Leg 
diamond merchants. One message says: “Yes, t 
must be a reason why Gensler-Lee sells so many dim 
monds! Our quality is supreme and values are top 
Call in at our friendly store and see the new designt 
diamond rings and matching wedding rings. Every: 
mond sold with a written guarantee and full exchange 
privilege.” i 

Another text below picture points out, “There ate 
Gensler-Lee jewelry stores to serve you. Call at your 
nearest and see the exquisite blue-white diamond 
and matching wedding rings. Values are supreme aif 
liberal credit terms, too! We invite you to drop inal 
time you are down town. A friendly place to shop.” 

With its surprising lack of merchandise pi rare 
with its effective reiteration of one confidence-buildil 
theme, Gensler-Lee’s campaign shows one ingenious 4 
swer to the question: How can a jeweler apply in tit 
tional advertising to his business? 5 

Most advertising-minded jewelers could single out 
important facet of their own business that could be 
tured in somewhat the same way. Suggestions to? 
ture: Length of service to the community, repute a8 
merchants, precision horological repair, convenient 1@ 
tion, prestige of name. 3 

Yes, this is the day for jewelers’ institutional ad¥ 
tising. Find out what makes your business an “inst 
tion” in your community, and you've got your warll 
advertising theme! a 
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.. by Jean Ritz-Woller 


Beautifully designed earrings of 14 Kt. 
gold, studded with precious and semi- 
precious stones . . . styled in the modern 


trend . . . fine craftsmanship and finish. 





Available for immediate delivery. 


Also a complete stock of Rings, Clips and 
Pins . . . featuring genuine colored stones 
. . . Topaz, Aquamarine, Amethyst, Star- 
Sapphire, Star Ruby, Emerald, etc. 


Write for complete information. 


JEAN RITZ-WOLLER COMPANY 


220 WEST FIFTH STREET LOS ANGELES 13, CALIFORNIA 


























FOR JANUARY, 1944 117 











TOP QUALITY IN LUGGAGE 
(From page 98) 


if a store intends to stay in business. For the same rea- 
son, a store should not be allowed to get that run-down- 
at-the-heels look just because the stock is not as large as 
usual. The psychological effect on the trade of a pros- 
perous store appearance is worth all the extra time and 
thought that it requires. 

“We don’t discourage quality luggage sales, but we 
don’t push them,” Mr. Donsky said. “Our stores were 
fortunate in having a large stock of smaller leather 
items on hand wher rationing came. These include bill- 
folds, and gift items that have sold fast. We tied in 
actively with the overseas Christmas mailing period, paid 
the postage on all the leather gift items; we wrapped 
them for mailing and monogrammed them free of 
charge. Customers like this kind of service, especially 
nowadays when everyone, nearly, has some one, friend 
or relative, in the service. Many stores are short on 
paper and tape—we have plenty to take care of our men 
in the service and we told the public so through illus- 
trated newspaper advertisements.” 

Unfortunately much present-day demand is for the 
very items in luggage and leather in which shortage is 
acute, Mr. Donsky pointed out. Hanger cases, for ex- 
ample are one of the items most frequently asked for. 
Since the store has only a limited supply of these and 
finds it difficult to obtain more, patrons who ask for 
these scarce items are asked to defer their purchases till 
after the war unless they really need the article now. 

“People in this section of the country have more 





money than they ever had in their lives—and don’t seem. 
to know what to do with it,” he continued. “We try to 
show them that it is better to keep their excess money 
in War Bonds against the day when goods will again be 
plentiful and they can buy what they need at unjp. 
flated prices. We'll both profit by that arrangement,” | 

He went on to say that there should be no rea} and 
very great need for luggage right now since people cap 
not take trips or vacations and that most customers were 
willing to wait until after the war for it. 

Because the luggage inventory is smaller, Nathan's 
has cut down the amount of floor space allotted to this 
department, and has correspondingly reduced the size— 
but not the number—of window displays of this line. 
Where formerly an entire window of large size would 
be given over to a showing of luggage, that window to- 
day will be mostly devoted to other goods, with just 
few luggage pieces in one corner. (See the accompany- 
ing photographs. ) 

In short, Nathan’s is simply adjusting its merchap- 
dising efforts to conform to the inventory situation, 
while at the same time, continuing to register with the 
public the fact that the store is still the place to come 
for fine luggage, so as to start off the post-war era with 
the benefit of the prestige they have built up in the past, 

In this firm’s opinion, there is going to be an active 
demand for luggage for at least a year after the war is 
over. Donsky says there will be a pent-up desire among 
people to travel again when new cars, gasoline, and tires 
are again available. That, he believes, means that they 
will be wanting luggage—some because they post 





poned their purchases, others because they will have 








1944 
Greetings 
with 
Best Wishes 
for 
Your Continued Success 


BENJ. ALLEN & CO., INC. 


’ FOR EFFICIENT SERVICE AT ALL TIMES 
Silversmiths Bldg. 


10 So. Wabash Avenue 
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PENDANTS 
BROOCHES 
BRACELETS 
EARRINGS 
RINGS 
LINK BUTTONS 
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° MANUFACTURERS 


O. J. Somers Co. 


DIAMOND IMPORTERS 
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worn out the inferior merchandise that they bought 4 
ing the war. This latter group is also going to remem 
_ from whom the purchase was made, and that won't | 
very good ene for that firm. a 
“To sum it up,” Mr. Donsky concluded, “we feel 
those jewelers who stick to quality in their leather g¢ 
—and in their other lines—will be the ones <a W 
reap the sales when people get travel-minded. We a 
going to be one of such jewelers.” 








CHARTING IN A CHANGED SEA 
(From page 96) : 


example, one of the accompanying photographs shows , 
Kirkpatrick saleswoman, brought up in the tradition of 
quality, styling, and name merchandise, presenting , 
single place setting as skillfully as she used to present 
a complete chest. In line with the restriction of one 


| F AA 








This marks the beginning of a new knife to five other pieces, she is servicing a customer of 
year and we wish to express our today with her share of scarce goods, adding to her sales 
appreciation for your helpful coopera- presentation, “And you can go right on with this after 


Man Guarino the year iust ended the war. This identical design will be available.” 
§ y J F Similarly, in the watch department, although the 


was fortunate enough to have a strong watch inven 


It has rarely been possible for us to it is featuring skilled watch repair service rather 
serve you in your requirements as pushing the sale of new watches and depleting 
fully as we desired or to do so as cases too rapidly. 


Costume jewelry, which has always been an impo 
department at Kirkpatrick’s, is carried now in ey 
greater variety. Quality and styling are maintained 


promptly as we have in other years. 
You know and we all know the condi- 





tions responsible for this situation. the highest possible level consistent with today’s mate J— 
rials. Costume jewelry is helping to spread available € 
You, we and every jeweler in the table silver, and frequenty pinch-hits for scarce mer 
> 


: os chandise when a customer is in search of a gift and has 
United States are putting our great- sip: sepesellie inate: tin eile 


est efforts into a job far more impor- Hollowware, silver in combination with crystal ware, 


tant than selling merchandise and and crystal alone, are appealingly displayed in the mir- 
g ’ ppealingly display 

will continue to do that until the en- ror-backed walnut wall cases, serve both as prestige mer- 

chandise and something to sell to a merchandise-hungry 


tire World is free again and we can 


. patronage. 
resume our normal way of life and 


Another illustration shows a view of the Georgian 


business. room, maintained by the Kirkpatrick’s as a salon for 
exhibit and sales purposes. Here, really interested pa- 
Until then be assured of our complete trons are given leisurely demonstrations of old world 


: . craftsmanship in silver, and the best creation of Ameri- 
cooperation and best efforts in your can designers. Mr. Kirkpatrick is thus planning not 


behalf. only to “keep his shirt,” but to “keep his shirt on.” 


As a buffer between a public with new buying power, 
and resources strained to maintain even fractional pro- 
Yours for a Speedy Victory duction, he meets every day as it comes. He studies ads, 

devours trade magazines, and finds leads and resources 
in the style and home periodicals. He’s building for te 
morrow’s leadership, and keeping faith with the Big 
Three: style, quality, and name merchandise. 





Weksler & Goodman. Ine. 


Distributors rp (oe Stary Belove, and Tuis Is A Sweater Year if ever, After an apparel 
. atch “uses ‘ 


: shop lends you sweaters for various occasions, couple : 
2 South (W) Chicage appropriate jewelry with them in a display, divided im 
Wabash Ave. IMitois to “She wears sweaters for keeping warm,” “She weatt 





sweaters for looking gay,” “She wears sweaters for eye” 
appeal,” “She wears sweaters for her night-life,” 
“She wears sweaters with everything.” 
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DIAMONDS 
By Chase Rand 


SUPERB QUALITY AT THE LOWEST POSSIBLE PRICE 


All Chase Rand rough Diamonds are imported directly 
from London and expertly cut in the Chase Rand factory 
to precise scientific proportions to assure maximum bril- 
liancy. Economy of methods and personal supervision 
bring you definite savings and establish an additional 
source of profit to you. Chase Rand mountings are un- 
equaled in quality and fashion appeal. 


Write for detailed price list. 


CHASE RAND CORPORATION 


Importers and Cutters of Diamonds 
64 West 48th St., New York City BRyant 9-0120 





















BACK THE ATTACK 


36 West 47th Street New York 19, N. Y. 
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Season's Greetings 


For a Virtorious New Year 












Wholesale BUY WAR BONDS 


DIAMOND DEALERS CLUB, Inc. 
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542 FIFTH AVE. 








Effective J anuary Ist, 1944. 
The Firm of 


KRAMER & BICK 


Manufacturing Jewelers — 
will henceforth be known as 


HARRY S. BICK & SON 


Jewelry For Today—Heirlooms of Tomorrow 





NEW YORK CITY 


















VAN DAM DIAMOND Corp. 


FORMERLY 
The Original House of 


EDUARD VAN DAM 


Established 1884 


if sbnile 
Best Wishes for 1944 


ROCKEFELLER CENTER 
630 FIFTH AVENUE 
NEW YORK CITY 
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The work of the Lapidary has always required 
the skill of experts. That’s why you should 
seek the services of an established and reliable 
firm, with a background of experience. 


For cutting, 
drilling, or any special orders, consult 


NAT IAN 


Lapidaries, Inc. 


71 Nassau Street . New York 7, N. Y. jf) 


engraving, eucrusting, | F 
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IDEAS... 
sae 


ECENT SURVEYS show that, war or no war, the 

one thing customers dislike more than any other 
in a store relationship is discourtesy on the part of 
salespeople. There's still no priority on personality as 
Neiman-Marcus, Dallas, Texas, subtly reminds em- 
ployees with a sign in the personnel department, 
“Neiman-Marcus courtesy isn’t rationed!” Suggestion 
for your locker room, coat room or any other behind- 


the-scenes spot. 





” * * 


Woup you LIKE an idea that’s good the whole year 
through? Get together with a book or expert on astrol- 
and feature a window for men and women of each 
sign of the zodiac in turn. Point out what their inter- 
ests are supposed to be and dramatize with merchan- 
dise; i.e., if fond of sports, dogs, etc., show pins and 
tie clasps and fishing refinements either as adornments 
or as functional pieces. Follow through the year. Here’s 
a starter: show things for “Pisces Men” and for 
“Pisces Women” born between Feb. 20 and March 22. 
* * # 

For A REAL heart-throb of a Bond window, why not 
seat a war-mother mannequin in solid black beside a 
stand with a picture of her soldier boy. Visible to the 
spectator, should be a letter from her boy saying, “Dear 
Mother: This may be my last letter home. We are ad- 
vancing to where we know not. We need planes, tanks 
and guns. Tell the folks back home. There’s my com- 
mand. \So—Good-bye. Your son, Johnny.” Use a 
streamer for the whole window, “Back Every Mother’s 
Son—Buy War Bonds.” 

* * * 

LooKING For AN intriguing name for your collection 
of precious things? Ovington’s calls theirs, “Treasure- 
Trove Shop.” 

* * * 

For VaLENTINE’s Day, for a change divide your win- 
dow in two. Develop one side around the question, “Are 
you a sentimental softie about Valentines?” and show 
perfumes and jewelry; develop the other side around 
the theme, “Do you mix sense with your sentiment?” 
and show glassware, china, linens, etc. 

* oe * 

BEGINNING OF A NEW YEAR is always a time for seri- 
ous thoughts. That makes it appropriate for a jeweler 
todo what top-flight Wadley & Smythe, 57th and Madi- 
son, New York, florists did. The owners set up an 
attractive plaque in the center of a window and grouped 
floral arrangements about the attention-getting message. 
You might set your best pieces about the same thoughts, 
“Leadership is sometimes penalized by the false notion 
that to sell the best quality, keep the finest establish- 
ment, prices must be high. Be assured you may enter 
the store knowing you will receive the utmost value, 
regardless of the amount of purchase. The success of 
this organization for half a century is but the trust and 
friendship of a ‘clientele built up by the old-fashioned 
principle of square dealing. May we serve you? (Name 
of store.)” Believe it or not, passersby stood until they 


had read through and absorbed the plaque’s proclama- 
tion. 
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In Spite of Manufacturing Restrictions 


ILLUSTRATED: 


J2935 Exquisite diamond and ruby clip in 
a unique floral design. 206 round and ba- 
guette diamonds of fine quality, 30 round 
and pear shaped genuine oriental pigeon 
blood rubies. 

. »» $4000.00 Keystone. 








ONE-OF-A-KIND 


Pieces of jewelry advanta. 


quired. . — 


- NOw available to responsible 

accounts on consignment 

Special requirements. 
Bracelets . 


- for your 


- + Clips... Rings. 
Brooches . _ . Watches . . . Precious 
Stones, Loose or Mounted 

Artique Jewelry. mae 
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Do Black Markets Threaten 


Us With Invisible Government? 


Yes, says this detective, who names five weapons business men can use 
in combatting black marketeers, “who build American gangsterism 
while our sons fight te exterminate international gangsterism’”’ 


by RAYMOND SCHINDLER, 


Chief, Schindler Bureau of Investigation 


OR months we have been probing the billion dollar 

black market. Operators have watched the growing 
power of the underworld in the big five—gasoline, liquor, 
meat, raw materials and Nylon. 

Through tremendous amounts of money pouring into 
the coffers of the underworld, the black market is com- 
ing into a position where it can create and maintain 
invisible government in the United States—locally, state- 
wise and even nationally. Under such government, 
racketeers would dictate to many elected and appointed 
officials. : 

It is the Prohibition problem magnified many times. 
Corruption found its way into the highest places during 
the dry era. The money which made that corruption 
possible is but a drop in the black market bucket. 

Gangdom’s “organizers” already have moved in and 
are rapidly expanding their fields of power. A look at 
the illicit gasoline situation in one large eastern city to- 
day, is enlightening. Shortly after gasoline rationing be- 
gan in this city, by no means an isolated case, a stolen 
four-gallon stamp could be had for five cents—about a 
penny a gallon premium. 

As soon as the racketeers could get their machinery 
going, the price advanced to five cents a gallon extra. It 
advanced simultaneously to this exact amount at all 
black market outlets in the entire area. Today, illicit 
gasoline is ten cents a gallon extra. 

The precision of the moves proves that a highly or- 
ganized group is in charge. Investigation reveals more 
—the coupon thief today is getting three cents a gallon; 
the passer who gets them to the gas station operator 
takes two cents; the operator gets a nickel. 

Doesn’t seem like much, does it, on an individual sale? 
But let’s consider figures of more substantial size. In 
1941, the last normal year, 24,866,267,000 gallons of 
gasoline were consumed in motor travel, according to 
the United States Public Roads Administration. In 
1943, motor travel was down 34 per cent, statistics of 
the National Safety Council show. That means an esti- 
mated 16,081,736,000 gallons still is being used. 
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Black market take today is ten cents on a gallon 0 
gasoline. So if only ten per cent now being sold gt 
out through black market channels, $160,817,360 po 
into the tills of racketeers from this one activity! Even 
motorist who knows the gasoline situation in his neigh 
borhood can estimate how much higher the actual pe 
centage is for his area. a 

Gasoline is always ripe for racketeering. Some tim 
ago the American. Petroleum Institute retained our } 
reau to find out what was happening to gasoline sale 
of its members. All of the known brands were droppi 
off rapidly in the so-called “rainbow” stations e 
which sell several advertised brands. a 

We put shadows on scores of these stations which sud 
denly were purchasing only a fraction of the good, high 


be 


THE AUTHOR—The New Yorker magazine de- © 
voted three issues to his Profile," so this introduc 
tion can only hit the high-spots. Raymond Schind- 
ler's 35-year record of crime detection and business 
investigation began at the time of the San Fran- 
cisco earthquake, when he did research for fire in- 
surance companies who claimed that the earth- 
quake, not the fire, was the prime cause of damage, 
For years he managed the New York office of Burns’ 
Private Detective Bureau. Founding his own organ- 
ization in 1912, Mr. Schindler gained quick renown 
as a master of dramatized "set-ups" devised to 
trap suspects into supplying evidence or confessions. 
Though a specialist in business investigation, Mr. 
Schindler's talents have been applied to political 
mob-busting and the solution of big murder cases. 
He cleared Alfred de Marigney of the murder of 
Sir Harry Oakes. a 

THE SERIES—This is the third article by distin ~ 
guished authors especially prepared for JC-K and — 
oe business paper members of Business News ” 

rvice. 4 
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THESE illustrations are taken from our page ads which are to appear in January Illustrated below (from left to right): WiLLiAM 
; bt. & Mary, AMERICAN VICTORIAN and ENGLISH 

HARPER’S BAZAAR and February VOGUE. Strange times, these, to be advertising... SHELL. Place Settings and Table Spoons 

when you are continually over-sold? No, we do not think so! We have a stake in 

the future. Especially do we want young girls in their teens.to become acquainted 

with the desirability of LUNT STERLING. That’s developing future business, which 

we want, which you want. And because LUNT patterns are so soundly designed 

in period styles, because they are so outstanding in attractiveness, they win ever 


increasing admiration with each passing year. So build for the future with LUNT. 


eit Moermilla 


GREENFIELD— MASSACHUSETTS 
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priced gasoline they -formerly sold. For weeks oper- 
atives with binoculars watched from cars parked some 
distance from the stations. Here is a typical instance 
of what they saw: One night, the lights at a station 
went out at 1 A. M., the usual time. About 1:30 a tank 
truck with no name to identify it pulled into the station, 
flashed its lights, got an answering signal. 

While our operatives watched unobserved, the truck 
filled ali of the station’s tanks from the same hose. We 
tailed it to its own garage. The following morning, our 
cars made purchases at the station. The gas went into 
false tanks in our cars. It was turned over to the insti- 
tute for analysis and found to be the cheapest type of 
bootleg gas, capable of ruining a motor. The mystery 
of the drop in brand sales was solved and prosecutions 
cleared up the problem. 


THE CARRY OVER FROM PROHIBITION 


Black market profits do not create these gangs which 
are taking over. The nucleus has been there all the time 
like a virus in the body waiting for a lowering of resist- 
ance to strike. 

Today’s black market directors are graduates of Pro- 
hibition’s amazing school. They were the lieutenants of 
the Capones, Schultzes, O’Donnells, Diamonds, Mad- 
dens and Morans. Since their chiefs went out via ma- 
chine-gun and Alcatraz routes, they are the successors. 

Repeal and the depression spiked their guns some 
until last year. During that period, the gangster element 
might have been forced to survive on policy games, book- 
making, smuggling and dope peddling. This would 
hardly keep them in the style to which they had become 
accustomed. 

But a new gold strike was made when gangdom dis- 
covered the labor union and its, too often, easily tapped 
dues chest. Flanked by hard-eyed henchmen, gang 
chiefs muscled in on this lucrative field in more spots 
than most people would believe or that some vote-minded 
politicians would want to face as a legislative or admin- 
istrative problem. The vast sums they “took”—and are 
still “extorting’—via labor unions tided them over. 
There is no limit to corruption this gangdom can create. 

Our problem was a dark tribute to the corruptive 
power of illicit funds in the hands of men who know 
how to use them. 


BLOODY HANDS AT THE CONTROLS 


The black market is not a nebulous thing in which 
thousands of merchants make an individual profit by 
selling uninspected meat or other goods at above ceiling 
prices. It started out as that, but swiftly changed into 
a controlled racket bringing millions upon millions of 
dollars into, the hands of underworld kingpins. 

That was the story of prohibition, too. The black 
market today is retelling the bloody tale. Gang guns 
once more are blazing in Chicago. The other day two 
gunmen invaded a barber shop there in the best boot- 
leg-era style. They blasted the life from a man in one 
of the chairs. When police checked, they found. he had 
been a prohibition-days character. There was little 
doubt that his execution was in connection with the pres- 
ent underworld struggle for black market,domination. 

The growth of -the organizations which will get the 
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lion’s share of black market profits follows a def i 
pattern. No major illicit traffic, be it black market, g 
bling or vice can long exist without the knowledge 4a 
cop on the beat. a 

As the financial take mounts, he is approached, Profs, | 
are such that he can be offered a tempting figure to 
at violations. If he succumbs—or even if he doesn’t— 
the lieutenant in charge of the district must be reached, 
Other police officials are usually included in the pay-off, 

The violations go on and the gang’s war fund moun | 
But there is still the danger of arrests by out-of the: 
district authorities, state investigators or Federal men, 
Therefore lawyers are needed, shady mouthpieces with 
powerful political tieups. 

When the price is right, they can be had. J, Richand 
(Dixie) Davis, Dutch Schultz’s legal mentor, and Poli. 
tician Jimmy Hines are excellent examples. Since the 
rap could never be beaten in a fair trial, it is the task of 
these higher-ups to see that defendants are brought < 
fore “friendly” judges. 

Armed with enough money and bolstered by politi 
ties, the gang lords can create more “friendly” judges 
and cooperative sheriffs at the next election. That ig 
exactly what they do. Their bribery reaches into + 
highest places. 

If prohibition hush money could cause the kind f 
corruption it did with the subsequent breakdown in lay 
enforcement, what do you think will be the result of the 
many-times multiplied take of the black market? 


LEGAL CASES PILE UP 


Attempts to stamp out the black market have thus far 
made little headway. They have succeeded only ip 
proving that the unlawful network already is reaching 
higher and farther. Seven men recently were arrested 
for black market operations in New York City. Wer 
they poolroom hoodlums, street-corner toughs? 

They were not. One was a ration board official of the: 
OPA. Three were heretofore respected employees of 
large bank! 

At this writing, the OPA reports 55,000 legal suits: 
pending of which 38,000 cases involve revoking of com 
sumers’ rights, 4000 cases involve money settlements, 
5000 cases relate to suspension order proceedings, 2500) 
cases involve injunction suits, 300 cases are triple dim= 
age suits and 5000 cases are criminal proceedings. 

Cases are pending in all 48 states, District of Colum 
bia and in all territories. In cities, the number of suits? 
pretty well follows population lines and the size of ther 
OPA enforcement staffs. ; 

For the single month of September legal cases break” 
down as follows: Gasoline 7300, food 1000, textiles and 
apparel 200, industrial materials 100, rent 50. In he 
case of apparel, New York appears to be the hotbed, 
principally at the manufacturing and wholesaler level cs 
with “cash on the side” as the outstanding characteristi | 
and with restaurants as the rendezvous for illegal tran® ‘ 
actions. Bs 

























MEAT PAYS: BIG 


Meat obtained in the black market is prebably he 
commodity which reaches the majority of homes.: 1 dow 
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Whitesmiths of Taunton 


cA History of Reed & Barton, Silversmiths 
1824-1943 
BY GEORGE S. GIBB 


This finely detailed story of the birth 
and development of a great American firm 
of silversmiths is an entertaining and in- 
structive chronicle both of a company and 
a trade. In a larger sense it is a colorful 
reflection of the drama of America’s growth 
over the past momentous century. 

Not merely the record of Reed & Bar- 
ton’s history, this story is rich with the 
human qualities of the people of this busi- 
ness — their dreams and ambitions, their 
disappointments and set-backs, with ideal- 
ism, backed up by hard work and practi- 


cal judgment, ultimately forging success. 

Author George S. Gibb tells the story 
with keen insight into the social and eco- 
nomic aspects of the times and.their effects 
upon the development of the company. 
No less ably does he appraise the contri- 
butions of Reed & Barton to its industry 
in the form of production, management 
and marketing policies and methods, 
through years of experiment and change. 

Fully annotated and illustrated — 402 
pages. Available at leading bookstores, 
$3.50, or write 


HARVARD UNIVERSITY PRESS 


CAMBRIDGE, MASSACHUSETTS 
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if the average consumer realizes the tremendous danger 
to the nation in the extra dollars he pays out here. 

Figures of the Bureau of Agricultural Economics show 
that 15,522,723,000 pounds of meat (dressed weight) 
were consumed in the United States in 1941 (last normal 
year). As in the previously cited cases of gasoline, 
reduce this to wartime proportions, take a consezvative 
percentage for the black market and you still have sev- 
eral hundred million dollars intake going to the under- 
world. 

Heads and legs of illegally-slaughtered cattle are 
strewn along the highways today. Garages and barns 
have been found with piles of entrails. Cattle-rustling, 
now at an all time high, is done by the new technique of 
motor trucks. It is a big-time operation. Black market 
meat endangers health, we know. It causes a serious 
loss in byproducts such as leather, adrenalin, insulin and 
gelatin. 

But the packer, merchant or restaurateur who sells it 
and the man who buys it are doing something more. They 
are financing the gangs who in time will have them by 
the business throat. 


NYLON HOSE A LA CARTE 


No group seems free of this pernicious influence as 
both sellers and purchasing agents can testify if they 
merely list the “approaches” made to them which they 
turned down. Investigations by our bureau of the black 
market in Nylon were enlightening. 

A man and a girl walked into a New Jersey tavern the 
other night. They sat in a dimly-lit booth, had several 
drinks and listened to the jukebox. The waiter appraised 
them with crafty eyes. Taking the next order, he leaned 
over confidentially. “How about a pair of Nylons for the 
lady?” 

Inquiry quickly revealed that the tavern had all the 
Nylon stockings: anyone would want at $5 a pair. Yet 
there were none on the counters of the best stores. 

That is a sidelight on the black market in operation 
today. It is important specifically in that it shows the 
element which already has moved in to take control. 

Where does the Nylon come from? In some cases we 
traced it to thefts by employees of the hosiery manufac- 
turers. Some came from hijacked trucks. Sometimes 
company officials put it into the black market via wholly 
legitimate sales to black market operators in the retail 
or wholesale field. 

Suspicion ranges all the way from pinning “lost or 
stolen inventories” on resigned employees to excess wast- 
ages “slipping out” by one means’ or another of plants 
entrusted with the making of parachutes for the armed 
services. 


BLACK MARKET COPPER 


Many other commodities are involved. A large copper 
reclaiming plant called us when inventory showed a 
steady loss of copper ingots which brought high prices on 
the black market. Over $100,000 worth of ingots had 
already been “lost.” 

We got our men working inside the plant. They soon 
discovered that employees on the night shift were secret- 
ing the ingots in the false bottoms of dump trucks, put- 
ting slag on top and sending it out to a fill. There it 
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was dumped and the fence truck moved in 20 minutes 
later to cart it away. 

While Amer).an business is in the main clear of black 
mafet corrupt., a straying minority besmirches legiti- 
mate business. ‘This is especially bad at a time whey 
the propagators of “isms” quickly pin everything pos. 
sible on private enterprise. 


THE CURRENT OUTLOOK 


Black markets thrive on (1) acute shortages of prod- 
ucts for which cash demand greatly exceeds the legally 
available supply, and (2) products subject to a heavy 
excise tax which leaves a goodly spread between tax paid 
and non-tax paid merchandise (such as liquor). Hence, 
specialized black markets periodically disappear as fields 
for plunder. But new ones are likely to take their place, 
especially if the underworld fostering black markets 
entrenches itself strongly in the seats of government, 

Shortages, rationing, special taxes and price controls 
growing out of wartime conditions give tremendous im- 
petus to black markets. The extent to which gangsters 
can entrench themselves depends greatly on how soon 
the war ends and how soon shortages and high excise 
taxes can then be removed. Hence, the race against time 
—and in an election year when producers of quantity 
votes, regardless of their ilk, are being courted by some \ 
political aspirants who will sacrifice ethics to their ambi- 
tions. 

Prohibition was the underworld’s grade school. The 
survivors and their henchmen, now in the black market, 
are going to college—and to town. Let’s stop them by 
every means business can devise. 


WHAT CAN BE DONE 

The businessman might well ask himself, What Can | l 
Do About It? He can adopt this program: 

(1) Personally refusing to buy or sell in the black 

market. 

(2) Educating other people and business concerns to 
the real dangers of black markets, urging them to 
stay out of it. 

(3) Helping to form local organizations of volun 
teers to fight the black market. 

(4) Notifying the nearest office of the OPA about | 
anything apparently connected with black mar- 
kets. 

(5) Working cooperatively with local newspapers and 
business papers to expose black markets. 

The manufacturer, jobber, retailer or consumer who 
fails to do this is in effect stabbing his soldier son in the 
back. Black marketeers and their customers are build: 
ing up American gangsterism while our sons fight t 
exterminate international gangsterism. 

If millions of our young men return to find we have 
turned over the country in large part to invisible gov 
ernment, will they curse us for selling out America in: 
their absence, will they want to clean house by creating, 
an entirely new order, or will they in large numbers joi” 
the ranks of the gangsters? The query cannot be laughed” 
off, because millions of these men will have become haré 
ened to the loss of life and limb and expert in the use 
firearms. If we sell them out or permit them to be soit 


out, can we blame them for following any course tej” 
choose? (Copyright 1944 BNS) 4 
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7 The day is surely coming when we shall again 
produce the fine sterling silverware, long asso- 
ciated with the name Tuttle, which for years 
held its rightful place in our leading jewelry 
stores. And may that day come soon! We are 
ready for it—with our organization devoted now 
to war production—utilizing tools and techniques 
peculiar to the manufacture of fine sterling. 
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le we could tell you just what we have been doing 
during these busy months, we know you would 
share our pride of accomplishment. 


+ % 
+ + 





k Resr assured, when we again present the Tuttle 
line for your consideration, it will embody the 


heritage of traditional craftsmanship to which 
has been added the priceless experience we have 
| recently gained. 






































SILVER CO- INC: 


107 W. CANTON STREET 
BOSTON 
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Invest in War Bonds to the limit of your ability 
that we may have Victory—and Peace in '44— 
the New Year Wish of all of us. 


















Just as soon as peacetime production is the order 
of the day, the fine sterling cigarette boxes made 
by Smith & Smith, a Tuttle subsidiary, will again 
appear on the market. 
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UST before World War I changed the tunes of the 
nation, one of the popular songs of the day ended 
with: 
“If I knock an ‘Il’ out of Kelley, 
He'll knock the ’ell out of me.” 

All customers may not be as pugnacious as this par- 
ticular Mr. Kelley, but all of them will resent any 
mangling of their initials and names. The ultiiate “e” 
omitted from Mr. Greene’s name may seem a little 
thing, but it may result in a noisy visit by an irate Mr. 
Greene, or worse, he may bury his resentment in silence, 
but stay away from your shop without ever telling you 
why. The more prominent the person, the more pride 
he takes in his name and the greater the resentment at 
tampering with it is the governing rule. 

Newspaper men, who deal almost exclusively in the 
handling of names, learn this early or they don’t remain 
newspaper men for long. Because of misspelled names 
appearing in print, subscriptions have been cancelled, 
advertising contracts torn up and even libel suits filed— 
and reporters fired. This is why good newspaper men 
always ask “how is it spelled?”, even though it is one 
of the so-called “common names.” Common names are 
very uncommon in that there is more variety in the 
spelling of them. 


A circular letter that talks of “courteous service’ or 


“our interest in you does not stop with this transaction” 
has a ring of insincerity when the person to whom it is 
addressed finds that initials in his name are incorrect 


CUSTOMERS RESENT "WRONG" NAMES 





or letters have been changed or omitted. Address 

person by his correct name is a matter of simple, guj) 
expected courtesy. If the store is sincere in its interes: 
it would seem that someone would take enough inter 
in the customer or potential customer to get his nay i 
correct. ; 

The simplest way of getting the name correctly is te 
ask the person himself, or to copy it as he has it op g) 
personal or business card. The city or telephone dines 
tory generally is reliable. No one takes offense whey 
asked how:his name is spelled. Mr. Smith can write hy 
name in any one of fourteen ways, and all of them, whey 
spoken, sound like Smith, or so near alike that keen ear 
cannot note the difference. 

The salesman should take particular pain to get the 
name correctly. He should print it on the sales slip s 
that the bookkeeper, or whoever it is whose job it is y 
mail out statements or circular letters, will not have jy 
guess whether a letter is an “i” or a “y”. While it may 
save wear and tear on a typewriter ribbon to redug 
M. Wilburforce Psmythe to M. W. Smith, it is not mak 
ing a friend of Mr. Psmythe, who wants his name alway 
to appear just as he writes it. 

Women are no more vain about the spelling of thal 
names than men—but just as much so. Because femak 
Christian names have so much fanciness about them j 
is not safe to write a plebian “Alice’’—her mother ma 
have named her for a heroine in a novel who had a vey 
gingercake spelling of Alice. Among the so-called com 




























For afternoon tea—Dirilyte is the perfect answer. 


The table is set with 
pale pink linens, Haviland china, and Dirilyte tea service, tray and teaspoons. 





Coblen-hued Dirilyle 


| 


interests nearly everyone, 








3 
Inquiries about Dirilyte piling up here show 





that many different types of customers ate if 5 
ested. As you'd expect, modern girls planning 
marriage are quick to see the possibilities of this 
brilliantly beautiful, golden-hued, solid flatware 
and hollow-ware, that can give their tables @ 


But alsa 


families already possessing fine flatware m™ 








regal splendor at moderate cost. 


contemplate buying Dirilyte in addition, to g ) 
variety to their table settings. Finally, we oll 
get letters from the older generations, exp essillg 
delight at having received a pre-war gilt ® 
Dirilyte and emphasizing a desire to buy ™ " 





To sum up—a wide postwar public for Dim 4 
is building up. We shall be glad to help 
obtain a share of this business. For further! 


formation write to: 









_AMERICAN ART ALLOYS, INC., KOKOMO, . 





THE JEWELERS’ CIRCULAR-KE 





Sot FP RS ees SE FRS  s BEES 


mw 


‘poe ad al = 


com 
eich 
4 ° 




















has a silver lining! | | 
ND that’s peace. It’s plenty. It’s business-as-usual. 
That’s what we're fighting for. 
War Bonds will make our dreams of peace come true. 
They will win the peace for us.... They will keep you in 
business, buy your post-war stock for you. Your custom- 
ers’ War Bonds will buy their Sterling for them. 
To make it easier for you . . . for your customers . . . to 
turn that war cloud inside out all the quicker . . . we de- 
‘ signed the Towle Bond Envelope. 
We are most grateful to the United States Treasury Depart- 
ment for its award to Towle “for distinguished services 
rendered in behalf of the War Savings Program.” Thank 
you for your part in the Towle War Bond Plan... . You 
have made possible the winning of this acknowledgment. 
é <<oe \ The Towle Silversmiths, Newburyport, 
nt vant \ 
ost - . \ Massachusetts. 
KEEP BACKING THE ATTACK 
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mon names “Mary Margaret Johnson” has few equals. 
A standard reference book on Christian names shows 
58 different ways of spelling Mary, 22 ways of writing 
Margaret, and the Johnsons can pick among a minimum 
of 40 ways. Mary Margaret could have any one of 
50,000 combinations that would be correct for her, and 
she will resent any of the 49,999 ways a clerk can guess 
it is spelled. One error in one name is often all that is 
necessary to lose an account. 

Or take the “common” name Meyer. There are (and 
this can be checked in the ‘““M” section of the New York 
City directory): Mahar, Maher, Mahr, Mahre, Maier, 
Maiers, Mair, Maire, Mairs, Mare, Marer, Mares, Maris, 
Marius, Mariz, Marus, Marye, Mayer, Mayers, Mayor, 
Mayors, Mayr, Mear, Meares, Meer, Meere, Meeres, 
Meers, Mehr, Mehra, Mehrer, Meier, Meiers, Meirs, 
Meras, Meraz, Mere, Meres, Merha, Merhar, Merras, 
Mers, Meuer, Meurer, Meurs, Meyers, Meyrs, Mier, 
Meirish, Miers, Miraz, Mire, Mires, Moyer, Moyers, 
Mraz, Myer, Myhre, Myhres, Myre, Myrer and Myres. 
All of these names when spoken sound alike or so near 
alike that the correct spelling can not be guessed. 

Ascertaining the correctness of a name takes but a few 
seconds. It is a simple courtesy to the customer. It 
often saves time in bookkeeping. And it’s darn good 
business. Next time do not guess at one of the 40 or 
more ways the Smiths can write their name. 





CHINA SECTION HAS WHOLE FLOOR 
(From page 93) 


life of travel each night over our local station through 





the week and on Sunday afternoon. During each lecture 
she mentions the china or glass patterns in our Stock, ag | 
well as watches, diamonds, flatware, etc., elsewhere ‘ 
the store. We chose her because she is a fascinat; 
speaker and can invest the china stock with a good | 
deal of glamour simply by talking about it.” One of 
the most informal advertising broadcasts: on the ist 
this program is also one of the most popular. 


Original ideas in table settings encourage sales ty) _ 
brides and matrons alike—such as “‘scrambled settings” 
which Mrs. Houston has popularized with younger 
women. Around 250 or more brides are sent “Bride 
Books” each season, and taught the knack of table 
setting in the department. Mrs. Houston plans to keep 
records of all bride’s choices for many years, and ty 
follow them up regularly every year as long as it js 
possible. Shifting of families as a result of war changes 
has made this difficult, however. 


“One thing we’ve discovered about visual merchan- 
dising is that wee must change table settings every 
week,” Mrs. Houston said. “If they are not changed, 
the pattern doesn’t sell; if it is changed, it shows 4 
response.” Another important point is that Klein’s has 
encouraged every salesperson in the store to sell china— 
even the men who specialize on diamonds and gems on 
the first floor. “All our people are enthusiastic about 
china and glass, and proud of the showing we have 
made,” it was stated. 

Girl Scout troops are invited at regular intervals to 
watch Mrs. Houston set a variety of tables, and to ask 


questions. At Christmas time a similar invitation is 
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THE AMERICAN PLATINUM WORKS 


Precious Metals Since 1875 


N.J.R.R. AVE. AT OLIVER ST., NEWARK, N. J. 
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OUR 
MOST CORDIAL 
GREETINGS 


to all our friends in the trade. « We 
look forward to again supplying the 
same fine merchandise as in the past. 
* Meanwhile we are devoting all our 


energies to help in winning the war. 


BERNARD RICE’S SONS, ING. 


APOLLO STUDIOS 


MANUFACTURERS SINCE 1867 


325 FIFTH AVENUE*NEW YORK 16,N.Y. 
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extended to older girl groups. Many of them bought 
after-dinner coffee cups last December as the starting 
point for their collections. Mrs. Houston also visits 
local colleges when asked, to talk the practical side of 
china and glass in married life. 

The secret of continuously presenting a full stock of 
every pattern is to buy in large quantities, Mrs. Houston 
explained. All of Klein’s large stock is controlled by 
a perpetual inventory system. Each pattern is given 
a page or more in a loose-leaf book in which are entered 
the prices and the quantity in,stock. One girl checks 
the glassware, another the china, every day. Duplicate 
tickets for all sales go to the wrapping room, and are 
also &hecked every day. When the stock of.an item 
gets down to the minimum quantity noted in the stock 
book, a report goes to the buyer for replacing it. This 
daily check is a bit of trouble, but is the only means of 
keeping every line at full stock. 

Increase in volume? This hasn’t been mathematically 
established as yet—but perhaps the best indication is 
that Mrs. Houston was able to run the department her- 
self until a year ago; now it requires four extra sales- 
people. There are no dull seasons in china and glass 
at Klein’s! 


"CLOCK EXCHANGE" HELPS GET 'EM UP 


Necessity, you know, is generally considered the good, 
old-fashioned mother of invention. So it was with George 
D. Agard, horologist, who manages Kramer Co. Jewel- 
ers, in little Susquehanna, Pa. (population less than 





3000). 

Horologist Agard has launched a “clock exchange p 
which started with the idea of buying and repairing old 
alarm clocks for people who must be at work on time 
and have no means of awakening because new alarm 
clocks are so thinly distributed. 

“We had so many clocks brought to us for repairs 
for which it was almost impossible to get parts that we 
decided to try to do something about it,” Mr, Agard 
explained. 

“We ran a small ad in the local newspaper for clocks 
of all kinds regardless of condition, and the results were 
astounding. We have been offered chime, wall, mantel, 
cuckoo, china, weight, electric and spring-wound alarm 
clocks of all kinds, very few of which are in running 
condition when they are brought to us. Some of them 
can be repaired, and some are quite beyond hope—but 
nearly all of them have some part which can be used to 
make another clock run. 

“For example, one man brought in four alarm clocks, 
none of which would run. We repaired one of them for 
him, in payment for the three others. Of these two 
were beyond repair, but by using parts from thein we 
were able to repair the third and put it in good running 
order. We traded that one for a chime clock, which, 
when it was in turn repaired, we sold to a customer who 
had been wanting just such a clock for some time. And 
so it goes. 

“We feel that if we can make one good clock out of 
two or three broken-down ones our time is not wasted, 








May the smoke and scars of battle clea 
And those of ours whom we hold dear 
Return to us this coming year. 


May nineteen hundred forty-four, 
STalare I oX-telet-Rel ate Male] °) oil: tan CoMp ZoLUmoLILOmD Le 
Beloved, as in days before. 


May bells ring out in gleeful sound, 
And bellowing the whole world round 
Proclaim, ‘‘Thank God, may peace abounc 


somber of Americon = CHURCH & COMPANY —_— Menvioctuin 


336 Mulberry St., Newark 2, N. J. 
West Coast—G. H. OTTO, 209 POST ST., San Francisco, Calif. 
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Building Good Will... 


We take this opportunity of thanking you for 
your business and hope for the continuation of 


the GOOD WILL we have so firmly estab- 


lished over a period of years. 
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A Popular Priced Steriing and Plated Line of Quality 
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GOLD RECOVERY & REFINING CORP. 
53 WEST 47th STREET, N. Y. C. 
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BACK THE ATTACK - BUY MORE WAR BONDS 
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since the need for clocks—especially alarm clocks-—is 
really acute. 

“We have featured no window displays, no promo- 
tions of any kind. Just that small ad in the Jocal paper. 
And, our town being very small, word-of-mouth has done 
the rest. 

“We hope to be able to relieve the shortage of clocks 
in Susquehanna before too long, and believe that, if other 
watch and clock repair shops would do the same as we 
are doing, the crisis in clocks would be somewhat re- 
lieved. 

“Frankly, we don’t expect some of our jobs to last 
very long, but we fervently hope that they'll hold out at 
least until new ones are once more on the market in 
substantial volume.” 





MAKES NEW-TYPE WATCHMAKER'S LATHE 


6e HAT shall I do?—I need a watchmaker’s lathe, 

and can’t find one to buy, priority or no pri- 
ority, not even at the high price I’d be willing to pay; 
there’s just no lathe to be had!” This will sound sadly 
familiar to many. One watchmaker has' solved the prob- 
lem in his own way: he simply made himself a lathe! 
How he did it is .an interesting story, whether or not 
any others so luckless as to be latheless nowadays might 
be willing or able to follow his exmple. Anyhow, the 
point of the story isn’t merely the fact of a watchmaker 
making his own lathe, but, more than that, the kind of 
a lathe he made; the originality of its design, and the 
high mechanical quality of its construction. 





The man is J. W. Jordan, Jr., jeweler, of Dunn, N.¢ 
Far from having been without a lathe, Mr. Jordan has 
long had and used a regular watchmaker’s lathe With 
full set of attachments, and a small machinist’s lathe 
and milling machine. But he gradually formed ideas 
for improvements in his watchmaker’s lathe outfit, ang 





Improved watchmaker's lathe, with 18-inch bed and spindle 
enough for doing work six inches in diameter, designed by J, W. 


Jordan, Jr., Dunn, N. C., jeweler. Moreover, Mr. Jordan made 
every part of the job, except the ball-bearings on which the head 
stock spindle runs. 


turned these over in mind, and sketched them on paper, 
until he felt that he had the wrinkles pretty well straight. 
ened out. Then he obtained solid blocks of the high 
strength special cast-iron known as Meehanite, anj 
milled and shaped the larger parts of these, using som 
original contrivances he made in connection with hy 

















A 


Victorious 


New Year 


is our sincere wish to our country—and to our wide circle 


* 





of friends in the Jewelry trade. 


May we express our appreciation for your indulgence under 


present conditions, and we pledge to serve you in 1944 to 


the best of our ability. 








ROSENTHAL & KAPLAN 


126 WEST 46th STREET, NEW YORK, N. Y. 
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WE'VE LENT OUR PRESIDENT 
TO THE WAR 





M av manufacturers in the jewelry field have been proud— 
and rightfully so—to tell how they’ve been making this, that, or 
the other equipment or materials to help fight the war. 


We at the Quaker Silver Company, because our peace-time 
products are largely made by hand craftsmanship, do not have the 
equipment to enable us to engage in mass production or to manu- 


facture precision parts. 


But we have made a most valuable contribution of another 
kind to the war effort. A year and a half ago the Government 
called our president, J. W. Jennings, to Washington where he was 
needed for some highly important work in the War Production 
Board, and Mr. Jennings, putting patriotic duty before business, 
has been giving his time and his talents to the service of the 


country ever since. 


_ Meanwhile, we at Quaker, proud to have made this sacrifice 
to the country’s need, are carrying on, and have pledged ourselves 
to maintain unfalteringly the high standards of quality that have 
always been synonymous with Quaker sterling, and to give the 
utmost in service and deliveries that wartime restrictions will 


permit. 


QUAKER SILVER Co. 


North Attleboro - Massachusetts 
Makers of High Grade Small Hollowware 
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machinist’s lathe. He finished and fitted these cast parts 
and made the smaller parts on his light machine shop and 
watchmaker’s equipment. Apart from the extreme ac- 
curacy in all the acting essentials, the surface finish of 
the new lathe all over is of a beauty that the accom- 
panying half-tone cut cannot fully show. 

The capacity of the lathe is between that of an ordi- 
nary watchmaker’s lathe and a toolmaker’s bench lathe. 
The bed is 18 inches long, and the height of spindle per- 
mits doing work up to six inches diameter. The chucks 
are designed to take, in the largest size, rod of 8 milli- 
meters diameter through the full length of the spindle; 
and from that down to three-tenths of a millimeter. 

Among the novel features, the tailstock spindle is 
mounted on gibbed slides with end- and cross-feed screws, 
the end-feed permitting use of a very massive solid bed 
construction, with a line of -vertical holes instead of a 
continuous slot in its center, spaced 34 inch apart, 
through any of which the tailstock bolt may pass, and 
adjustments of distance between centers then be made 
with the end-faced screw. 

With the cross-feed the tailstock can be set off-center 
two inches on either side, for turning tapers, and the 
tailstock may also be used for small turning or milling 
jobs, without taking time to set up a slide-rest for 
these. e headstock spindle runs in fine ball-bearings, 
which were the only parts of the entire job not designed 
and made outright by Mr. Jordan, who has plans for 
making more attachments for his lathe, its solidity and 
accuracy promising a rare foundation for these to be 
used for producing a great variety of precision work. 





JEWELERS' ART HIGHLIGHTS TEHERAN MEETING 


“The Stalingrad Sword,” the presentation of which 
by Prime Minister Churchill to Marshal Stalin was de. 
scribed by veteran correspondents as the most moyj 
scene of the entire three-power conference at Teheran, 
is a masterpiece of the jewelers’ art. 

Ten British craftsmen labored during four months to 
make this double-handled fighting weapon, four feet two 
inches long, with its two-edged, tempered steel blade in- 
scribed, “To the steel-hearted citizens of Stalingrad, the 
gift of King George VI, in token of the homage of the 
British people.” 

The cross-guard is of wrought silver, delicately 
chased, terminating in gilt leopard’s heads. The grip 
is bound with 18 karat gold wire, with a ferrule of red- 
enameled silver at either end. The pommel is of rock 
crystal, held with a gold rose of England. 

Royal arms, crown and cypher, chased in gold, orna- 
ment the red morocco leather scabbard, which is bound 
with arches of wrought silver and further decorated 
with three red-enameled stars, set in silver-gilt frames 
and spreading tooled gold rays. 

The title Commander of the Victorian Order was con- 
ferred by King George upon R. Y. Gleadowe, who de- 
signed the sword, and upon G. R. Hughes, clerk of the 
Goldsmiths Company. To the sword’s chief artisan, L. 


G. Durbin, 29-year-old silversmith, went the distinction, 


Member of the Victorian Order. 


Let em Have It! Buy Extra Bonds! 
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MARINE RING... $3.00 § 
With Gold Crest $3.75 | 


NAVY RING 
With Gold Crest 


. . $3.00 
.» $3.95 


ARMY RING 
With Gold Crest 


AIR CORPS RING...$3.00 
With Gold Crest $3.75 















/, 
Sitsemely Sleavy ET, Sslid Silves 


PRESTIGE RINGS 


Created for the Fighting Forces of Uncle Sam 


Zila the six rings illustrated are the real McCoy, 
i. \CE PM artistically wrought, authentic in detail; a las- 
P ting joy to the wearer, a lifetime good-will 
builder for your store. You owe it to your 


i WAC RING $3.00 
| With Gold Crest $3.75 

















“REAL McCOY" for the duration. 


All Prices Net 

TANK RING $3.00 

With Gold Crest $3.75 M°COY JEW ELRY C0 
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MANUFACTURING JEWELERS > a 


103-05 E. 6th CINCINNATI 























WHY DO MORE JEWELERS 
SEND THEIR 


MAIL ORDERS 


TO 


A.G. BECKEN Go. 
peTRoIT C FLTC A GO DENVER 


than to any other wholesaler ? 
































i "BUY FROM BECKEN—AND GET THE BEST” 
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SILVER-PLATED WARE GRADE DESIGNATIONS 


To. throw. new light on the subject of grade terms, the 
National Bureau of Standards has prepared a pamphlet 
soon to be available entitled “The Grade Terminology 
Problem, Miscellaneous Publication B-173,” which sets 
forth the broad general aspects of the grade classifica- 
tion and terminology problem for 64 different com- 
modities. 

Silver-plated flatware is one of the few products for 
which the booklet reviews the evolution of the present 
grade terms, to show the effects of time and successive 
product improvements on systems of grade designation. 
Writing in the December issue of “Domestic Com- 
merce,” Iler J. Fairchild, chief of the Division of Trade 
Standards, National Bureau of Standards, tells of the 
forthcoming pamphlet and has this to say of silver- 
plated tableware terminology: 

“The grade designations for silver-plated tableware, 
known in the trade as flatware, range downward from 
XXXX. Quadruple, or XXXX, carries 8 ounces of silver 
per gross on teaspoons, with proportionally larger 
amounts on the larger items, such as dessert spoons, 
forks, and knives. The next grade is Triple or XXX, 
which carries 6 ounces of silver per gross on teaspoons ; 
the next, Double, or XX, 4 ounces; below that, AA, 
3 ounces. 

“The Al + or AlX or Extra carries 24% ounces of 
silver per gross on teaspoons, with no overlay, or 2 
ounces of silver per gross on teaspoons, plus the overlay, 
whereas Al, or Standard, carries 2 ounces per gross. 

“The Federal Specifications for silver-plated hotel 


and cafeteria tableware require 9 ounces Per gross 
teaspoons. In other words, it is a grade above al] of t 
commercial grades. 

“The purchaser may be inclined to think that bs 
grade designations were selected solely with the idea 
confusing or beclouding the situation. Who would 
pect that Al grade would be the lowest of aij , 
designated grades for a given commodity? The rec 
however, indicates that these terms or designatig 
were introduced by a natural process during the eyg) 
tion of silver plating. 

“According to the records, in 1847, Rogers Bry 
adopted the designation ‘“A1” for silver-plated flatway 
Silver was expensive in terms of purchasing power, » 
Al quality was the best then produced. Advertisemen 
in 1879 referred to a patented process taken out by th 
Meriden Britannia Co., a subsidiary of the Rog 
Brothers firm, in which an extra thickness of silver | 
deposited at the points of wear. This grade was call, 
Al+, A1X, or Extra, being distinctly better than 4 
previous Al grade, which then became known , 
Standard. 

“The trade reasons for the introduction of this , 
term illustrate an entirely natural process which } 
occurred in the grade terminology for many other items 
When a new process or new development is discoverej 
the manufacturer or seller selects descriptive terms , 
designations which will make clear to the buying publi 
that this is a superior or super article as compared wil 
what previously was considered best. It is a new ch 
and he gives it a new or different name. 





WE will BUY your BUSINESS 


V V E contemplate expanding our organization and are prepared to 


pay highest prices for jewelry stores that can be operated as one of our 


units—including Stocks, Good Will, Accounts Receivable, Repairs. This 
is your opportunity to sell for IMMEDIATE CASH if you want to retire. 


Recently we purchased 4 leading jewelry stores (names upon request) 


who will attest to our fair dealing and utmost reliability. Ask your bank 


for reference. 


One of the East's 
Leading Jewelers 


EOS Ge 


WRITE—WIRE 


Ost SSC 
MArket 3-2987 


‘ 4 BUSCH SONS 9 —PHONE 


— 


875 BROAD ST., NEWARK, N. J. ~ 
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IN WAR OR IN PEACE — 
GREEN SELECTRO-PLATERS DO THE JOB 







Before the war, the house of Harry C. Schick, 
Incorporated, was engaged solely in the manu- 





facture of fine jewelry. Now a substantial part 
of its facilities is devoted to...... (s-h-h-h) 









In making these war products, as.in making its 
jewelry, the Schick firm uses 





Green Selectro-Platers 










War needs come first, of course, and all 


the Selectro-Platers we can make are 






needed for war production. If you are 






doing such work, of a high priority 






rating, you too, can obtain a Selectro- 







Plater. 


And, although for the present our entire 






capacity is being devoted to war-time 






needs, when the war is over we shall 










again, as in the past, be able to provide 
One of a wide range of recti- 








fier equipment in sizes and ou with the finest in plating equipment 
types to fit —_ ~— y P P 
need. This is a 12 Volt, 1 ° ° 

p bia Bi — for producing your peace-time goods. 











W. GREEN ELECTRIC COMPANY, INC. 


GREEN EXCHANGE BLDG.. 130 CEDAR ST., NEW YORK 6. N. Y 


~~ 
RECTIFIER (Gt ENGINEERS 
EST ws fp 
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TO OUR CUSTOMERS 





For Immediate Delivery 
MATERIALS and SUPPLIES 





BALANCE STAFFS For all American watches—Elgin, 
coon oor Waltham—Hamilton and Illinois, etc. 


a amet Single Roller. .$1.75 
worl Per Gonen 3... Double Roller. 2.25 


Per dozen 
Per dozen 





BALANCE JEWELS—For all American watches—Elgin 
(Guaranteed to Fit) Waltham—Hamilton and [Ilinois, 
SG, 7 ee OE. v6énd ce senss wer $2.50 





FRICTION BALANCE JEWELS -—-In the following di- 
ameter and hole sizes only. 
Dia. 80 Hole 8 
9 





ee 80 “é 
¥ 80 oe 
e 90 es 8 
90 rid 9 
. 90 : 10 
- 100 wi 8 
iad 100 oe 9 
“ 100 oe 10 
EE ee ee eee er $2.50 
WATCH CRYSTALS —K.D. Brand American made 


lentille round crystals from small size and up to 


I ROP ROWED obec 0b06cdbe vcacede per doz.... 70¢ 
I NE oi a neo bw gale bib bre winks noah per doz.... 90¢ 
American made Fulton crystals fancy and military 
SEE 15 srhcesh 4 Salutes Saws piiteain Sire sa wie Ree ae SN OS:al $1.00 


(we can fill orders from any B.B. or K.K. numbers) 


Genuine—G-§ unbreakable—round and fancy viene 


GE i iin oo ted pinin 0 cgehys 0 0p obhheed ¥4 opwre depeday ed 

Also G-§ unbreakable crystals for Hunting watch 
OOS ini eeu d bowed esen Gar eRieip 90¢ 
Also G-§ unbreakable crystals for waterproof cases 
PS SG Lc Po sls ainied so eipianl ash Sawin bh'oe's Ue hha. ee $1.50 





CROWNS Gold Filled for American and Swiss bracelet 
watches—in yellow—pink and white—per doz. $1.00 





Also a complete line of American and Swiss 
materials for all makes of watches... 





STRAPS Fine quality of watch straps, ranging in price 
from $3.50 per dozen to $6.00 per dozen. 





IDENTIFICATION 

BRACELETS —In Sterling Silver for 
Gents—With heavy plate and chain........ $3.50 ea. 
Gents—With heavier plate and chain........ 5.50 ea. 


Gents—With extra heavier plate and chain 5.75 ea. 
(for He-Man) 





We still have available cases for wrist 
watches for Swiss and American watches in 
various qualities — Yellow Top, S.S.Bk. — 
and all yellow with dials to match—In order 
to obtain the proper size, when ordering 
send movement. 


ORDER NOW! 


CENTRAL WATCH MATERIALS 
& SUPPLY CO., INC. 


134 South 8th Street Philadelphia 7, Penna. 


distributors and customers that the old Al grade, fo 


























“When one looks at the underlying facts of the mar 
keter’s problem, such as the thousands of catalogs which 
have been distributed, innumerable advertisements which 
have described the article by the old grade term, the 
familiarity of wholesale and retail salespeople with that 
term and what it signifies, one then begins to appreciate 
what a Herculean task it would be to attempt to tej 


example, means something quite different than befor. 
Therefore, when the seller contemplates the relative 
difficulty of changing the meaning of an established 
term and the confusion that would result, as compared 
with the easier and more attractive method of adopting 
a super term, his course is quite understandable. 
“So, by successive improvements and the introduction 
of super grades, a time finally arrives when the Al, o 
previously best grade, is actually the lowest recognized 
grade and is overshadowed by five or six higher grades, 
What was once best may even, 


in the course of time, 
pass out of the picture entirely.” ‘ 


THIS JEWELRY STORE FEEDS ITS EMPLOYEES 


J. Jessop & Sons, Inc., San Diego retail jewelers, 
have gone into the restaurant business! It’s on a small 
scale, to be sure, but nonetheless a departure from dig- 
monds, gold and platinum. 

“Main reason for our lunch room,” explained Joseph 
E. Jessop, “was the hardship our people had in getting 
their lunch outside in reasonable time. Every restaurant 
in San Diego is tremendously overloaded, and getting 
the noon-day meal was a lengthy job.” 

Installing a thoroughly modern, compact lunchroom 
unit, complete with U-shaped counter, eight leather 
covered stools and kitchen, solved the eating problem 
for the J. Jessop & Sons staff. 

The menu includes soup, salad, sandwiches, pie, cake, 
ice cream, milk, tea and coffee. “The quality is the best 
we can obtain,’ Mr. Jessop went on, “and the prices are 
considerably lower than are charged outside.”’ 

Jessop’s new lunch-room thus caters successfully to 
an average of 100 employees a day. Only 17 of the 
store’s staff of 117 prefer to eat elsewhere—a tribute 



































No, this isn't Joe's Modern Lunch. It's the new culinary depa . 
opened by J. Jessop & Sons, San Diego jewelers, to provide ae § 
food for employees, with economy of time and price. 77 
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the story of — 
Van Heusen Charles Co., Inc. 
Albany, New York 


* 





Old mellowed silver, a modern Arabian uights of perfume; rare china, a grocer’s corner, 
madam’s handbag, Marghab linens for her tray; from almost forgotten tapestries to the 
last word in cocktail glasses, not forgetting the usual diamonds and jewels. Van 
Heusen Charles is not a store, it’s an institution, now 100 years old. And as you walk 
through, a veteran salesperson asks the stranger with pride, “how do you like it?” 


It took our Mr. J. B. Gordon just a fraction less than an hour to like it! For Van Heusen 
Charles was for sale. Bidders with inventory pads had come, carefully figured, left 
offers, and gone. Our bid was ready in an hour! and including the purchase of the 
building, the sale came to $423,406. 


“Amazing?” some call our methods that. “Crazy?” we've thought so ourselves sometimes. 
But if you have a store or stock to sell, wanting quick, direct, and [quite seriously] 
sound action, too, we think you'll like our way of doing business. 





Tl See ="5 
= SOI AB ala acct ACLS pints NTA 


4 


P. S. If you’rein Albany soon, 

why not drop in and visit 

the newest member of the 

Gordon family -- Van Heusen 
(2/2 AA thas Charles Co. 


the oldest and largest cash buyers of jewelry stocks 






WRITE, WIRE OR PHONE CAPitol 1728 - 18 Province St., Boston, Mass. 


UDUALODOADURARODOMROREODURROADOAOLOEODUAUGAUOSELOALEULSOLOOOADUAODDADGDOLADOLAOOEOARLEAESEORELOQEEEORUODOOUDOANDOOORDROODOODDOEAOOAOOCODOUDOODAOGOOOOQSDOUGUGOOUDDUUDOOUQODOONDOSODOULDONODOULNOSOONONOOONONADOOUEDOEODADEsBBcgoauBOEUDDOSOBOOONOsuAGEOUDN 
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REFINING SERVICE 


Reclaiming precious metals 
from jewelers waste is our 
specialty. 


Special equipment, a com- 
plete knowledge of complex 
precious metals and 50 odd 
years of experience has 
established the name DEE 
as the Jewelry Trades 
Refiner. 


Ship your filings, polishings, 
sweeps, washings, gold, filled and 
plated scraps—with confidence 
direct to 


(no Be A SS J. 


DEES,CO. 


Meectous Metals 
REFINERS MANUFACTURERS 


55 E WASHINGTON STREET, CHICAGO - 














to the quality, prices and speed of the Jessop food 7 
department. 4 

Top efficiency is especially vital these days for the f 
Jessop salespeople, because of business activity, Cys. | 
tomers were such a traffic problem in December that 
during some parts of the day new customers were ad- 
mitted only as fast as others went out, so that all could _ 
be properly served and not crowd the store to a point 
that the salespeople were handicapped. 













WHO PLAY FAVORITES WITH WATCHES? 


Themselves unable to buy enough watches to Satisfy 
their holiday demands, jewelers last month threw down 
their newspapers in disgust and decided they must be in 
the wrong business. Only way to get watches in abun- 
dance, it seemed, was to operate a department store! 

Sure as the first snowfall, department store after de- 
partment store blossomed forth with big-space advertis- 
ing, cleverly planned to skim the cream from the holiday 
watch business. 

In presenting themselves to the public as watch spe- 
cialists—for December—department stores were doing 
nothing new. Indeed, the typical department store’s 












KEW YORE BESALD TRIBUNE, SUNDAY. pecruR: 
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How, why such department store watch ads now? 





merchandising calendar calls for: 1 months’ obscurity” 
in the watch business, then Hurrah for Christmas! with: 
sudden expansion of the watch counters, accompanied by” 
four- to eight-column advertising. 

What jewelers wondered about the latest’ epidemic of © 
department store watch advertising was this: How could’ 
department stores manage to obtain this apparently } 
heavy volume of men’s and women’s. watches, in every k 
sort of case, even including the super-scarce water 
“§ For 
THE JEWELERS’ CIRCULAR-KEYSTONE” 















WANTED! 


$c WALTHAM & ELGIN 
$c AUTOMOBILE AND TRAVELLING 





4 WALTHAM, ELGIN, ILLINOIS, 


OPEN FACE, !|5 to 23 JEWELS 


% ALSO STOP WATCHES WITH TIME REGISTER 
% SHIP IMMEDIATELY ye CHECK BY RETURN MAIL 
% BANK REFERENCE ON REQUEST 


DELTA WATCH CO. 


New York 10, N. Y. 


303 Fourth Avenue 


USED 
CLOCKS 


HAMILTON, 17 and 18 SIZE. = AAOQVEMENTS 














ASTANDARD OF ACCURACY 
SINCE 1886 





Providing Chelsea timepieces for your 
customers after the war will be simply a matter of 
making peacetime cases for the same clock move- | 











ments we’re now making for war. Chelsea Clocks 
ll be your most fortunate choice. | 


Keep Backing the Attack! \ 
Buy 4th War Loan Bonds \ 


HELSEA CLOCK CO. 272.0" wi" 


F Por January, 1944 
























JEWELERS : 


Sell Schools, Clubs, Hospitals, Lodges, etc. 
Samples loaned. Write for illustrated folder. 
Thousands of designs. Ask for special folder on 
Service Star Pins, Rings, ete. Also Rings for 
Army, Navy, Air Corps, Marine, Coast Guard, 
etc. Mfrs.-for over 30 years. 


METAL ARTS CO., Inc. 


740 Portland Ave., Rochester 5, N. Y. 
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‘uDON’T BUY 


DIAMOND PAPERS OR JEWELERS SUPPLIES 


BUY..._ 


WAR BONDS & STAMPS 


If you must buy European or Domestic Papers, 
Wallets, Cotton, Tweezers, Diamond Cutters’ 
Cement, etc., buy them from us and we'll buy 


more Bonds and Stamps. 


Write for Catalog, Samples, Prices 


L, KASSOY ** «> 


LARGEST DIAMOND SUPPLIES OFFICE IN THE WORLD 








JULIUS GOODMAN & SON 


Julius Goodman 





After taking stock you undoubtedly will 
find odds and ends in 


STERLING SILVER 


FLATWARE & HOLLOWWARE 


in either new, used, inactive or obsolete 
patterns 


We are in the market to pay you 


CASH 


for any amount you have on hand. 
Send them to us for our offer. 


We will pay express charges both ways, 
if necessary. 


References: Jewelers Board of Trade 


77 Madison Ave. 
Tennessee 
Joseph A. Goodman 


Memphis 





a 
FOR HONEST RETURNS 


IN 


SWEEPS 
FILINGS 
SCRAP 


GOLD PLATINUM 


JOSEPH B. COOPER & SON 





f 
Refiners & 4S) PRECIOUS 
Smelters =] METALS 
OFFICE: 
FACTORY: 26 JOHN STREET, 


BROOKLYN, N. Y. NEW YORK CITY 








TANZ & GURWITT 


(Formerly associated with A. Cohen & Sons Corp.) 


» ANNOUNCE 


The opening of their showroom as wholesale 
distributors to the jewelry trade. 


DRESSER SETS SILVERWARE 
LEATHER GOODS CUTLERY 
GIFT NOVELTIES 


We cordially invite your inspection at 


253 FIFTH AVENUE, NEW YORK CITY 
A Happy and Victorious New Year! 

















GEMS AND GEM MATERIALS 


By EDWARD H. KRAUS and CHESTER B. SLAWSON 


This book describes practically every commercially 
important gem and gem material, classifies the 
material according to various properties, includes 
tables of comparative gem and gem material 
characteristics and presents available information 
on manufactured gems. Written by two outstand- 
ing authorities. Profusely illustrated. 


Price $3.00 Postpaid 


THE JEWELERS’ CIRCULAR-KEYSTONE 
100 East 4Znd Street, New York 17, N. Y. 
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in December, 1943? Sad enough, in an ordinary 
year, to see department stores march off with a high per- 
centage of the Christmas watch business—but how could 
it happen in these times of scarcity, when year-round, 
bona fide jewelers can’t lay their hands on enough 
watches to care for their customers’ needs. 

Asked many a jeweler: Who are these watch import- 
ers and watch wholesalers who play favorites with de- 
partment stores and leave jewelers for second fiddle? 
Professional watch specialists, U. S. jewelers, year- 
round watch merchandisers and watch servicers, should 
have their legitimate needs served first. 


proofs, 


"V-MAIL" INK ATTRACTS BUYERS 


It is not difficult for the jeweler to “tie in” effec- 
tively with.the war effort with other promotions than 
the same old identification bracelets, military jewelry, 
ete., provided he is willing to experiment with new lines, 
according to Klein & Son’s, jewelers of Montgomery, 
Ala. 

The Klein store has rung up sensational results 
through devoting an entire display window on the side 
of the store and a large interior space to promotion of 
“V-Mail Inks” and fountain pens for men in the ser- 
vice. This clever idea, which daily stopped hundreds 
of passersby to look over the display, came about when 
the management heard complaints from their customers 
that sons in service had been unable t3 read V-Mail 
letters which had been photographed, reduced on 
16-mm. film and sent to foreign fronts. Tracing down 
the trouble, it was found that the bulk of illegible let- 
ters were hard to decipher because of “runny” ink or 
blotches which refused to clear up when the letters were 
blown upto size on the other side of the ocean. 

Consequently, Klein’s introduced a superior type of 
fountain pen ink—and it brought in scores of new cus- 
tomers. While there was relatively little profit from the 
sale of bottles of ink, the turnover of fountain pens and 
jewelry from other departments has been considerably 
advanced. 

“The timeliness of this new line hits the public in the 
eye more than any gifts, leather goods or other mer- 
chandise we could display,” it was stated. “Many 
people too busy to think of jewelry or entering our 
store did so just because we promised that the V-Mail 
ink would help to make letters to sons overseas more 
legible. In fact it has been a constant surprise to see 
the number of parents in our city whose boys are fight- 
ing on the war fronts.” 

The store’s window showed a blowup of a V-Mail 
letter form in the center, with a huge imitation fountain 
pen. On small bracket shelves built around it were 
shown cartons and bottles of the new ink, with small 
cards provided by the manufacturer guaranteeing that 
the ink “photographs best” for reduction and later en- 
largement. 

At the front were pen and pencil sets of military 
types, with an invitation to the customer to try out the 
deep black ink in one of the new pen styles featured. 


Ir your store boasts a big clock, why not set an 
arrow pointing to it and imprint thereon, as does the 
Palais Royal in Washington, D. C., “Time to Buy An- 
“other Bond” ? 


“FOR JANUARY, 1944 














Make Friends Galore in 44 


with FRIENDSHIP RINGS 
¢ by Winey 


















Rolling up a terrific demand 
last season these rings are clearly 
headed for greater popularity than 
ever! They're faithful reproductions 
of costly designs. A variety for all 
tastes—hearts, florals, and other 
smart engravings. You'll recognize these 
WINEY Creations by their antique 
OXIDIZED FINISH effecting that expensive 
handcrafted look. All: STERLING 
SILVER. They're truly the market's big- 
gest value . . . featured by 

leading stores at... 


$1.00 
RETAIL 
FREE! 


DFSPLAY PIECE as pictured... A 
beautiful red velvet heart with -red 
border and blue background makes 
this counter display especially efec- 
tive. It’s Free with a gross order. 


Mats for your newspaper advertis- 
ing of both rings and the display 
furnished on request. 


Order a gross 
assortment today! 





Win EY 


H. WEINREICH CO., Inc. 


1321 Arch Street, Phil del 
Miami, Florida "Dal ara ding 
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SILVERWARE—SINCE 1824 


The Whitesmiths of Taunton, a History of Reed & Barten, 1824-1943. 
By George Sweet Gibb, M.B.A. Published by aay ~ University 
Press, Cambridge, Mass., 1943. 407 XXXIII pages ; 8 illus., $3.50. 


HIS is the eighth in a series of studies in business 

history conducted by Harvard Unjversity’s Gradu- 
ate School of. Business Administration, each volume 
presenting the story of the development of an American 
industry by tracing the history of a prominent com- 
pany that was a pioneer in the field under consideration. 
' The. present volume exemplifies the beginnings and 
growth of the American silverware industry by telling 
the story of Reed & Barton who started in 1824 as 
makers of Brittania ware under the firm name of 
Babbitt & Crossman. 


The early technical problems, financial struggles, and 
management problems of the early days—the new prod- 
ucts and manufacturing processes that were developed— 
the building of markets and distribution are told in a 
manner that makes the book as absorbing a story as any 
work of fiction. 


How the company changed over from Brittania ware 
to silver plated goods and later got into the production 
of sterling to meet changing conditions forms another 
interesting sidelight on the changes in the American 
business picture during the past century, while the dis- 
cussion of trends in patterns and designs shows how 
tastes and buying habits have altered through the years. 

The final section’ deals with the events of the past 20 
years showing how the production methods, the designs 
and products, the sales policies and organization, and 
the top management of the company have been modern- 
ized to keep abreast of today’s changed conditions, and 
ready to meet whatever new circumstances may arise. 


The connoisseur and buyer of silverware will discover 
in this work a fascinating story of developments in 
design, standards, and manufacturing processes over the 
past century, together with numerous splendid illus- 
trations of interesting character and of historical value. 

Those whose primary interest is in retail trade will 
find that the story of the evolution of mass marketing, 
changing style trends, price and policy data, as carefully 
recounted by the author, George S. Gibb, will prove 
most absorbing. , 


In itself, “The Whitesmiths of Taunton” is a worthy 
product arfd a work of art appropriate to its subject. 
In keeping with the companion volumes of the Harvard 
Studies in Business History, it is handsome in design 
and typography. The many excellent and rare illustra- 
tions are thoughtfully captioned, and the author has 
carefully annotated the vast amount of refererice ma- 
terial which has gone into the writing. 

As a history of the trade, a reference volume, a collec- 
tor’s companion, as a review of human affairs, a work of 
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THE BOOK SHELF 


art, and as a source of genuine pleasure and profit, “The 
Whitesmiths of Taunton” is a volume which deserves 
an honored place among loved and valued books, 

“The Whitesmiths of Taunton” should be in the 
library of everyone interested in the American silyer- 
ware industry. 








SIX WHO MADE CLOCKS 
Six Quaker Clockmakers, by Edward E. Chandlee. Published by the 
Historical Society of Pennsylvania, 1943. 286 pages; 160 illustra. 


tions. Price $10, postpaid from Book Department, Jewelers’ Cir- 
cular-Keystone, 100 E. 42nd St., New York 17. 


HE books reviewed here are usually technical books, 
written about some practical art, and not meant to 
influence thinking about the greater art of living itself, 
But in Mr. Chandlee’s book, “Six Quaker Clockmakers,” 
we have something unusual. A candid history of the 
lives of four generations of his ancestors, his book tells 
about six men who not only made a living making good 
clocks, but also tnade earnest efforts to live good lives. 
The record reflects that they were remarkably suc- 
cessful; and although unintended by the author, and 
without a word of sermonizing, this book may have in it 
a helpful lesson for our own times, in which our democ- 
racy is under attack. Perhaps we should now clarify 
our own ideas of democracy, what it is, and decide how 
best it may be preserved. There is in the book a picture 
of a society in which good public order and other ele- 
ments of civilization are produced chiefly by the indi- 
vidual’s free-willed restraint of his own conduct. How 
much more simple and successful, as compared with the 
regulation and regimentation of our present democracy! 
This question is certainly worthy of our consideration. 

And now to the clockmakers— 

The first of the six was Abel Cottey, born in England, 
who settled in Pennsylvania in 1682, the same year when 
William Penn made his first visit to his colony. Cottey’s 
successor was his son-in-law, Benjamin Chandlee, fol- 
lowed by Benjamin Chandlee, Jr.; the fourth was Gold- 
smith Chandlee, who moved to Virginia, while Ellis 
Chandlee continued the ancestral business, followed by 
hi¢ brother Isaac, the sixth, who died in 1813. 

Fine pictures of many Chandlee clocks show them te 
have excellent mechanisms in cases of good architecture 
and material. Other pictures recall the charm of the 
country that was the scene of these good clockmakers’ — 
labors; its spaciousness, clean cultivation and building 
beautiful in simplicity and strength; things still charac- 
teristic of the regions that were settled by Penn’s people. 

Other things besides clocks were made by the Chand- 
lees; surveyors’ instruments, one made for George Wash- 
ington’s nephew Lawrence, being now in the library at 
Mount Vernon; bronze sundials like one made for the 
Lord Fairfax estate in Virginia; surgeons’ instruments 
and mathematical instruments. 
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“W. retailers have made history in our War Bond 
selling up to now. All of us can be proud of the part 
we've played—but the biggest part is still to come! 
The 4th War Loan, starting January 18th, calls for 
fourteen billion dollars. Let’s decide now to break 
all records in helping to reach that goal. Here are 


some ideas for doing it—what do you think? 


“Like every retail store worth its salt, we’re going 
to make our quota in “‘E”’ Bonds—a quota of $200 
worth, bought or sold by every employee. So I’m 
lining our people up in two rival teams, with captains 
for each floor, and lieutenants in each department, 
to make sure that everyone knows just how to 
make out “E”’ Bond applications, and how best to 


sell his $200 quota to his customers and friends. 


“T’ve gone over the plan with our City War Finance 
Retail Chairman, and he’ll help us arrange our meet- 
ings and rallies. Team rivalry, and the attractive 
citations for each one making his $200 quota, ought 


to put the 4th War Loan over in our store in a big way. 


“As official War Bond issuing agents, we’re making 


Keep Backing the Attack! 
WITH WAR BONDS 


This advertisement prepared under the auspices of United States 
Treasury Department and the War Advertising Council. 








up a large banner to display on the building, and our 


windows and aisles will be so decorated that every- 
one will realize we’re all-out for the 4th War Loan. 
We’re getting some good War Boi posters direct 
from the Treasury, and from our local Retail Com-. 
mittee—and we’re making some of our own, too. 


“Our newspaper advertising will give generously to 
the drive. Mats for newspaper advertising—and good 
suggestions as to themes—come from our local War 
Finance Committee, or the papers. 3-minute and 
13-minute radio transcriptions are available for re- 
tail sponsorship. We retailers have a lot to gain by 
selling War Bonds. They soak up surplus buying 
power, and put very welcome funds in retail chan- 


nels when the war is over.” 


For the name of your local Retail Chairman, 


FILL IN THE BLANK BELOW . 
Qeseaev een ene eu see ese ee eeteeeeeesees: ee 


MAIL TO: Retail Section, War Finance Division, 
747 Washington Bidg., Washington 25, D. C. 


If you are not now—and you should be—an issuing agent for War 
Bonds, consult your War Finance Committee, or banker, for full 
details. No collateral required for “‘rated”’ stores. 


FOR JANUARY, 1944 








Parts of this history depict the everyday life of the 
Quaker clockmakers, in records of “meetings,” the 
Quaker term for congregations; in facsimiles of legal 
papers, maps, estate inventories and so on. The lists of 
workshop equipment throw much light on the state of 
the horological art in colonial America. 

In those times, many known as clockmakers hardly 
deserved the name; they assembled clocks out of parts 
imported from Europe, their craftsmanship not rising 
above fitting such parts to work together. But the work- 
shop inventories prove that the Chandlees were truly 
clock makers; they designed and made every part of 
their clocks. Lists of titles of books in their home li- 
braries show some of the Chandlees as men of culture 
and scientific knowledge; in those days a man’s books 
were more a part of himself than merely items of inte- 
rior decoration in his house. Records of meetings refer 
to customs that might for public advantage be more 
widespread today. An example concerns a Quaker who 
moved to another place. In such cases a member had to 
obtain from his meeting a “certificate of removal,’ de- 
claring that he had no debts nor other personal matters 
unsettled that might complicate a change of residence. 
Causes for being expelled—‘“put out of meeting”—in- 
clude “neglecting to pay debts; gaming; quarreling and 
fighting; the purchase of Negro slaves; scouting after 
Indians.”” .There is mention of one John Chandlee who 
evidently found the self-denying life too restraining; his 
name is not on meeting rolls; he moved to Wilmington, 
Del., to practice his art of portrait painting, and his own 
portrait shows a love for very fashionable raiment. His 
professional announcement informs patrons that ‘“‘a com- 
panion will be allowed to sit with the Lady, but none 
with the Gentleman.” 


Another quaint item is about a clock made in 1739, 
with a portrait in the dial-arch, originally with openings 


filled by eyes that moved as the pendulum swung, so that. 


the man seemed to keep looking hither and yon. But 
about a century ago the great-grandmother of the pres- 
ent owner had the eyes taken out; she “didn’t like to see 
them moving.” Is it amiss to imagine that a strict 
Quaker lady felt that a gentleman with so roving an eye 
was far too gay and flirtatious for her demure house- 


hold? 


There is harmony between the outward appearance of 
this book and the merit of its contents. Typography, 
paper and binding are beautiful; and the 160 pictures 
are in a gravure process equal to the finest photography 
in clearness of details. 

We have praised some fine clock books lately made in 
England despite wartime obstacles; and now, in friendly 
American emulation, we applaud this fine achievement of 
Mr. Chandlee’s and his publishers —-Joun J. Bowman. 





TEAMS UP WITH PHOTO STUDIO 


In smaller communities it frequently happens that the 
jewelry store doesn’t find quite enough business to make 
the display and put up the front that it would like to do. 
After all is said and done the front of a store has con- 
siderable to do with the prestige of the store in the com- 
munity and the business that it does. 

Oftentimes some sort of a combination is worked out 
with another line of business. In the case of jewelry, 
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however, it isn’t any too easy to find another line that 
combines well with the jewelry line. ¥ 

In Wellington, Kans., a combination seems to hay. | 
been worked out that is most successful and betwe va 
lines where there is at least a surface similarity, In tha 
town there is a store shared by a jeweler and a photo | 
studio. R. H. Riley is the jeweler who has one wing, : 
and more or less of the front of the store. The other 
window is used by Harry Rhea, a photographer, who 
also uses a portion of the store for the display of his 
portraits. The rear of the store, of course, is the photo 
studio. 5 

This combination has been used for some time and has 
proven unusually successful. Neither line is in conflict 
with the other, and at the same time there is so much in 
common with both lines that they seem well suited to be 
in combination. 


WHENCE THE TERM "LAVALIERE"? 


The pendant on a chain or necklace commonly known 
as a lavaliere was named only indirectly after the 
Duchess Louise de La Valliere, favorite of Louis XIV 
of France, according to a diligant bit of research by 
Dorothy Dignam of N. W. Ayer & Son. 

It seems there aren’t any pictures of the Duchess 
wearing such an ornament; the king gave her diamond 
earrings and a diamond bracelet with a medallion. But 
she is known historically for wearing a little silk scarf 
or ribbon bow rather high around the throat, and this 
frou-frou was known as a “‘lavaliere.” 


Not until more than a century after Louise had worn 
the little ribbon around her neck were jewels suspended 
from throat ribbons. In Harper’s Bazaar of 1885, when 
there was a great revival of French court fashions, old 
rose-cut diamond pendants were pictured, suspended 
from narrow black ribbon tied in a double bow in front. 

The next step in fashion seems to have been sus- 
pending the pendant on a chain or light necklace. The 
last period of popularity of the lavaliere was around the 
first World War. Does this explain the transition of 
lavaliere from bow-tie to pendant? 


FINE LEATHER GOODS 
(From page 154) 


way, games of many kinds in leather boxes are featured. 
Another case contains billfolds in many sizes, from 
common leathers to lizard and alligator. A third spe- 
cialized case shows large leather merchandise—waste 
paper baskets, large boxes for writing papers, boxes 
for pipes or cigars. Such a large variety of leather 
articles draws a likewise large variety of customers. 
Although leather merchandise is taking the place of 
many items no longer obtainable, it is not considered a 
substitute. It is offered’ in its own right, as merchandise 
of beauty and quality in keeping with the proved tra-— 
dition of the Hudson firm that anything that comes from 
this store is worthy of attention. The discriminating 
choice of ‘articles to be presented is the first step in” 
building leather merchandise to a distinct place in the | 
minds of customers. The artistic display accorded it i 
offers a concrete suggestion as to its value in adding to” 
the beauty of one’s possessions. % 
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WHAT THE NATIONAL CONFERENCE OF CHRISTIANS 
AND JEWS SEES AS ITS JOB IN y= ayy 






FIRST: To émmunize against the disease of hatred and to eradicate intolerance 


whenever and wherever it reappears to disrupt American unity. 


SECOND: To keep before all citizens the importance of spiritual and moral values 


which are the essence and foundation of American life. 


THIRD: To translate brotherhood—as exemplified in the Judeo-Christian religions— 
into better understanding among Americans of diverse races and creeds. 


FOURTH: To encourage the spirit of neighborliness and cooperation which is de- 
veloping at the present time, and to make it a permanent habit in the United States. 


The National Conference is supported entirely by voluntary 
gifts of individuals. It has no reserves and no endowments. 


Your contribution, therefore, is needed to help 
achieve the aims outlined in the four paragraphs 


above. Will you aid in this work? 


Send your contributions to: 


THE NATIONAL CONFERENCE OF CHRISTIANS AND JEWS, Inc. 


ArtHuR H. Compton, CArLTton J. H. Hayes, Rocer W. Srraus, National Co-Chairmen 
Everett R. Cuincny, President ~ . 


381 Fourth Avenue, New York City 


Regional offices in the following cities: 


1310 Liberty Bank Building, Dallas 1 907 Washington Blvd. Building, Detroit 
730 Southern Building, Washington 5, D. C. 605 Broad Street, Newark 2 

203 North Wabash, Chicago 1 185 Church Street, New Haven 10 

759 North Milwaukee Street, Milwaukee 2 703 Market Street, San Francisco 3 
1615 Chemical Building, St. Louis 1 10845 Le Conte, Los Angeles 

413 New York Life Building, Minneapolis 2 123 South Broad Street, Philadelphia 9 


864 Union Commerce Building, Cleveland 14 58 Weybosset Street, Providence 3 
73 Tremont Street, Boston 9 


* 
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These authoritative and interest- 
ingly written books on a wide range 
of subjects about your business will 
be a great help to you. 


Just put a circle around the books 
you want on the coupon below, write 


For the Gem Expert, Connoisseur and Student 
of Gemology 
1 GEM STONES (NEW EDITION) 








G. F. Herbert Smith ° $4.00 

2 DIAMONDS Frank B. Wade $2.00 
3 GEM TESTING FOR JEWELERS 

B. W. Anderson, B.Se., F.G.A. $2.00 


4 GEMS AND GEM MATERIALS 
Drs. Kraus & Slawson 
§ GETTING ACQUAINTED WITH MINERALS 
George L. English 50 
6 HANDBOOK FOR THE AMATEUR LAPIDARY so 


J. H. Howard . 
7 PEARLS _ WwW. J. Dakin $1.00 
8 STORY OF THE GEMS _ #. P. Whitlock $3.50 


¥ TEXT BOOK OF PRECIOUS STONES $3.00 


Frank B. Wade 
10 A KEY TO PRECIOUS STONES LL. J. Spencer $2.75 
11 THE SECRETS OF THE DIAMOND 
A. Monnickemdam $2.50 
12 DIAMOND AND GEM STONE INDUSTRIAL 
PRODUCTION Paul Grodsinski $4.00 
13 FIRE IN THE EARTH, THE STORY OF THE 
DIAMOND James R. McCarthy $2.50 


13A PRACTICAL GEMMOLOGY $2.00 
Robert Webster, F.G.A. 


On Silver for the Jeweler, Collector and Anti- 





quarian 
14 THE STERLING FLATWARE PATTERN INDEX 
With Binder $15.00 
Without Binder $10.00 


15 MARKS OF EARLY AMERICAN SILVERSMITHS 
WITH NOTES ON SILVER SPOON TYPES AND 
LIST OF NEW YORK SILVERSMITHS 


(1815-1841) By the late Ernest M. Currier $16.50 
16 ENGLISH SILVER (1675-1825) 
Stephen G. C. Ensko and Edward Wenham $2.50 
17 OLD SILVER, ENGLISH, AMERICAN AND 
FOREIGN s. B. Wyler $3.00 


37 TRADEMARKS OF JEWELRY AND KINDRED TRADES $7.50 


(SSS SSS SSS SSS SSS SSG SS SSA SSS SSS CASS GSS SSS S SSS SSS SSS See eee 


Please send the following books: 
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HAVE YOU READ THESE BOOKs?| 


THE JEWELERS’ CIRCULAR-KEYSTONE 
100 E. 42ND ST., NEW YORK 17, N. Y. 


|—2—3—4—5—_6—7—_8—9— | 0— | | —12—13—13A—14— 15—16—17—19 
20—2 | —22—23—24—25—26—26A—27—27A—28—29—30—3 | —32—-33—-34—-35—-36—-37 


CO CHECK C1) MONEY ORDER 0 For $......is attached. 
RCN re 8 tin Ree Go ee we od ENS a eee eS Seen eee eid de obs fe 
BBS ap a RRR Te Pa A oe Ie a ee | ERECT Te PARED er Ie are 


b, ce RES SS SSS SSS SS SS SSS SS SSSSSSSSSSHSSS SAS Geese eeesses ee eeeeseseeeeesseeeess . 


> be 


| 


ad 


in your name and address, attach 
your check, and send it to us, We 
will send them postage prepaid any. 
where in the United States. Remit, 
tance must accompany all orders 
No books sent on approval. Prices 
subject to change without notice, | 


For the Skilled Watch and Clock Maker, ty 


Apprentice and Student 


19 JUNIOR WATCHMAKER 4. Gideon Thisell 
20 TIME AND TIMEKEEPERS W. 1. Milham 
21 MODERN METHODS IN HOROLOGY 
Grant Hood 
22 PRACTICAL BALANCE AND HAIRSPRING 
WORK W. J. Kleinlein 3, 
23 RULES & PRACTICE FOR ADJUSTING WATCE 
W. J. Kleinlein 
24 PRACTICAL BENCHWORK FOR HOROLOGIS 
Louis and Samuel Levin } 
25 MODERN WATCH REPAIRING & ADJUST 
Bowman & Borer 
26 IT’S ABOUT TIME Pas! M. Chamberlain 7! 
26A WITH THE WATCHMAKER AT THE BENCH | 
Donald De Carle x 
27 KEYSTONE WATCH REPAIR RECORD BOOK $2! 
27A SCIENCE OF WATCH REPAIRING SIMPLIFE 
A. G. Thisell 


For the Jewelry Repairer, Engraver, Plater 


Enameler 
28 JEWELRY REPAIRERS’ HANDBOOK 


J. G. Keplinger 313 
29 JEWELRY, GEM CUTTING AND METAL 


. W.T. Baxter 

30 JEWELRY AND ENAMELING _ 64. Pack $20 
31 JEWELRY MAKING & DESIGN Rose & Cirino S10M 
32 REFINING PRECIOUS METAL WASTES 

C. M. Hoke 
33 ART MONOGRAMS AND LETTERING (PAPER 

COVER) J. M. Bergling 52.0 

34 METALCRAFT AND JEWELRY 

Emil F. Kronquist 
35 TESTING PRECIOUS METALS WITH THE 




























TOUCHSTONE CC. M. Hoke $1.0 
36 A B C OF MODERN ENGRAVING 
William Kassel $1.0 
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PUZZLED BY TRADE-MARKS? 


Then You Should Have a Copy of This Authoritative Book 
Trade-Marks of the Jewelry and Kindred Trades | 


a 








Over 300 Pages of Vital Information ro § 4 5O POSTAGE pee 
J 





Names in This New 1943—Fifth Edition. Get your copy NOW! 


The only book published containing jee am om ee ee ee 
Trade-Marks and Trade Names used 1 
by Manufacturers, Importers and 


i 
: Thousands of Trade-Marks and Trade 
00 
A) 
A] 


The Jewelers’ Circular-Keystone 


! 
Wholesalers of Jewelry, Rings, 100 East 42nd Street, New York 17 


Please send me 








I 

"| Watches, Clocks, Silverware, Sup- | tes of "Theis. of thee Jewaiele al 
|| Plies, Materials and Tools, Leather J Kindred Trades", new 1943 edition, for which check is on- 
Goods, Pens, Pencils, China and closed. 
| Glassware, Gifts, ete. Also lists 
BE aames of Watches used by 148 com- NAME eee ee cree cee eeeseeeecetanbesene ne 
{| panies; lists Sterling and Plated Flat- | Bar 
Dek Karn Mime; odd. 

Commercial Standards and Federal OE i aieS SUAWES «225207 000k 


and State Stamping Laws. 
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Fine Leather Goods Get 


More Room on Merit; 


Not as “Substitutes” 


by ETHEL CORBITT PITKIN 


OR some years, the J. B. Hudson Co., Minneapolis, 

has stocked quality leather goods, but with the 
coming of restrictions in many of the regular jewelry 
sections of the store and with a forward thought to 
needs of gift-purchasers, the leather goods items were 
increased. 

They were brought together in two locations in the 
store. One section, on the street floor, was given a 
prominent place in the center of the store. Here a large 
display case, of design so unusual as to attract attention 
of beauty lovers for itself alone, was used primarily for 
Service Men’s gifts. Every gift in the case is top qual- 
ity leather. 

In front of the case, a handsome table holds two 
leather-bound record books, one closed to show the 
leather binding, the other open to show the make-up of 
the book, which is designed for a home record of all of 
the activities and interests of the 
Woman during the period of enlistment. The shop has 
specialized in these books. On open display, they direct 
attention to the case of leather goods in close proximity. 

Service Men’s gifts are by no means all of the leather 
story at Hudson’s. In a balcony giftshop at the rear of 
the store is carried a fine assortment of leather goods 
for the home and office. 
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Service Man or 


Hudson’s devote 
space to leather as 


a regular departs 


Left—"Hudson's for fine leathers", 
that's the mental attitude gener. 
ated by this big section in the © 
balcony. Below—A demonstration 
of leather desk sets in use, 


One‘end of this balcony section is given over entirely 
to the display of leather goods. Lighting is excellent © 
and the artistic display units bring the leather merchan- 
dise into its full beauty, showing the workmanship and 
the finish in the best possible manner. 

On the upper shelves which run from one end of the 
section to the other, leather in color is assembled. Here 
many articles of blue leather are shown in one grouping, 
of red in another, and of green in another. Beneath ~ 
these color groupings, brown leather articles arranged — 
as to kind with here and there one or two items of a 
different type to break any monotony of display, fill the 
remainder of the shelves. In the center of the display 
are what appear to be sets of leather-bound books held ~ 
together with leather book ends. On examination these © 
prove to be cigar or tobacco cases. 

The lowest shelf displays complete desk sets, ar ¥ 
ranged as they would be for actual use. Many acces- © 
sories in leather such as cigar containers, blotter ends, © 
memorandum books, leather frames for photographs and | 
leather-covered boxes for miscellaneous items, are shown. © 

Fluorescent glass counter cases house groups of 
leather items the store wants particularly to empha-~ 
size. For instance, in one case at the head of the stait- 7 

(Please turn to page 150) i 
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TWO VITALLY IMPORTANT 
INEW YEAR’S RESOLUTIONS 





' 
ror HOME FURNISHINGS BUYERS: 


FI will maintain my department’s volume and profit by 
9} doing my buying in the market where, despite present 
i day handicaps and shortages, I can expect to find sale- 
} able merchandise. 


| Iwill cut time-away-from-the-store by doing my buy- 
: ing where I can see the greatest number of lines in the 
| fewest possible hours. 


} I will do a more intelligent job of buying by studying 
} at the same time hundreds of related lines. 


} I will help ease the railroad’s burden by visiting this 
4} market when necessary, instead of forcing many sales- 
"# men to come to me. 





+} I will do my 1944 buying at The Merchandise Mart. 





FOR MANUFACTURERS: 


I will serve the needs of as many customers as possible 
by displaying my available merchandise in that market 
where the greatest number of buyers can see it. 


I will cut travelling expenses and lower my sales cost 
by making my display space in this market my cen- 
tral, perhaps even my national outlet. 


I will maintain my identity as a leader in the home 
furnishings field through neighborly association with 
the other nationally-known lines in this building. 


Even if I didn’t have any merchandise to sell in 1944, 
I’d take space in the building that attracts 400,000 
buying visits annually from every state in the Union. 
I’d be making friends for tomorrow! 


Yes—my doors will be open, every business day in 1944 
—in The Merchandise Mart. 





a 


4 The Merchandise Mart Buyer’s Guide, 

u mailed on request to accredited retailers, 

OF ‘sts over 5600 lines of merchandise now 
represented in this building. 

{ 





INTERNATIONAL 
HOME FURNISHING 
‘ MARKET - Jan. 17-29th 


be eee e- + * 
Though 97% of The Merchandise Mart’s 
three million square feet of rentable floor 
space is now occupied, desirable units are, 
from time to time, available for manufac- 
turers planning for Tomorrow, 








|THE MERCHANDISE MART 


The Retailer’s Department Store - Wells Street at the River » CHICAGO 


Wpror Janvary, 1944 
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Giftwares 





Fine black antelope cloth gives this metal-frame bag the 
appearance of an imported leather masterpiece; $96 a dozen 
wholesale. Sterling silver pin has appliqued flowers and four 
stones; $17.50 wholesale. J. Leo Grogan, 225 5th Ave., N. Y. 


Mabel MacLaughlin, 225 Fifth Ave., New York, pre 
sents genuine leather compacts, in assorted aloe 
with gold tooling, wholesaling at $27 a 


Handsome ace 
ries of solid 
with inlaid ma 
try designs in 
ural colors. 
tray, $7.50; cic 
box, $5; silent t 
$4.50; ash tray 
Graceful and charming creations in hand-blown me fi Oot ke Walte 
blue, green or amethyst glass are these violin- i Green, 225 Fil 
shaped, 10-inch candy or cigarette boxes; min- PaaS ~ Ave., New York Cit 
imum order | dozen, $13.20 wholesale. From Be ie — rer “8 
Claude Sperling, 225 Fifth Ave., New York City. . : 


These natural leather playing card cases, cigar- 
ette pack folders and match box covers are 
hand-embossed and hand-painted in horse, dog 
or sporting bird designs; they wholesale vari- 
ously from $12 to $27 a dozen. From Essway 
Mfg. Co., 261 Fifth Avenue, New York, N. Y. 


Lucite is the compo- 
sition of these crys- 
tal clear, frosted 
edge candle holders 
costing $36 a dozen 
pairs, and of the 
crystal photo frame, 
costing $24 a dozen, 
5x7; $25.80 a dozen, 
7x9, and $27 a 
dozen, 8x 10. Frame 
also in colors at $3 
more a dozen. From 

Lillian E. Sherman, BARREN ———————— 2 

225 Fifth Ave,, N. Y. i ) — prateisets<- 


cece 
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Embossed 

‘o. 5 Bookends $ 66 doz. prs. 
No. 7 13” Waste Basket $102 doz. 
No. 6 Desk Basket $ 48 doz. 


261 FIFTH AVENUE 


IT’S ESSWAY .. . SUPERB NEW LEATHER © 


Waste Baskets - Bookends - Desk Baskets - Match Box Cases 
Card Cases + Cigarette Pack Cases 





ESSWAY MANUFACTURING COMPANY 


This exquisite gift collection 
is executed in hand em- 
bossed decorations on natu- 
ral leather or hand molded 


on quality antique brown. 


All items are entirely hand 
painted in dog, horse or 


sporting bird motifs. Deliv- 


$ op tae 

0 doz. prs. H 

$144 doz. ery 1s prompt. 
$ 60 doz. 








NEW YORK 16, N. Y. 














Spode BLUE ELAINE 


Sell “Starter Sets” of Spode and 
“make permanent customers. 


Sole Agents and Wholesale Distributors 
COPELAND & THOMPSON, INC., 206 Fifth Ave.,New York 
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Serve snacks, cheese and crackers, or give this two 
tier crystal combination the dignity of an epergne. 
Note particularly crystal balls connecting plates. 


SMALL PLATE ’ af $1.50 
LARGE ~ 13” 3.75 
Two tier 13 &7” 6.75 


Prompt Delivery 


Phone 225 FIFTH AVENUE 
Al TWENTY Sixts STRERT 
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New Giftwares 














ETL SRE IS EI eS 


One pair from a group of new Chinese 
composition figures ranging in wholesale 
prices from $3.50 to $10 and in height 
from six inches to a foot. Rubel & : eee es 
Fenton, 225 5th Ave., New York City. : 
Felt-backed tiles with hand-decorated Don Quixote 
illustration are 6'' square and cost $2) aq dozen, 
The enamelled wood cigarette boxes are delic 

colored and decorated to resemble china. $2.75 

; wholesale.. Minimum order six of each item. From 
"Pond Lily", one of collection of Lenart Import, Ltd., 550 5th Ave., N. ¥ 
the new Rossware 
designs of the 2-in-! 
ceramic salt and 
pepper shakers. The 
yellow blossom is the 
salt; pastel green 
base, the pepper. 
$10.80 a dozen net. 
Howard L. Ross 
Corp., 30 Rockefeller 
Plaza, New York. 






























Hand-shaped ceramic floral pieces are finely 
executed in a hard china body with a wealth 
of detail. Retail prices range from $3 to $18 
with delivery about one month. Offered by 
Gottschalk Sales Co., 225 Fifth Ave., New York. 


Perfection of line is evident in these hand 
water-clear birds in quality crystal. 14° 4 
length, $24 a pair. Fanny Morse, 225 5 Ave... 









Three-piece console set in West Coast pottery 
is available in four delicate shddes artfully 
mottled. Candlesticks, $18 a dozen; bowl, $30 a 
doz., wholesale. Jess Abrams, 225 5th Ave., N. Y. 
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GUARDIAN 


WALLETS 


Featuring Fine quality ALLIGATOR— 
ENGLISH MOROCCO—CALFSKIN—SADDLE 
LEATHER—and PIGSKIN with and without mul- 
ti-passes. Also leather wallets retail from $2. 


KEY CASES 

PHOTO FRAMES 
CHANGE PURSES 
SECRETARY WALLETS 


SEWING SETS 
WRITING CASES 
FITTED DRESSING CASES 


UNFITTED UTILITY CASES 


GUARDIAN 


Leather & Novelty Co. 


358 Fifth Avenue 


Tel.: WIsconsin 7-1267 
New York, 1, N. Y. 

















Illustrated is one design from a line of 
very attractive lucite frames and novel- 
ties, including a flexible double frame. 


Standard sizes. Representative assort- 
ment $25.00 or $50.00. 


This line and other giftwares will be on dis- 
play at the Palmer House in Rooms 785 and 
786 from January 31 to February 10. 


A. STANLEY BRUSSEL 


225 Fifth Avenue New York 10, N. Y. 
Room 803 














TAGUA 


(Ivory Nut) 





HANDSOME NOVELTY 
JEWELRY 


—resembling rich Ivory this unusual material is imported 
from Ecuador and designed into artistic necklaces. 
Lovely color combinations. Also available in Lei designs. 


PACKED ONE DOZEN ASSORTED COLORS EITHER 
DESIGN TO SHIPPING CONTAINER 


$7.20 DOZEN 





BEAUTIFUL SHECUESS 





Dainty Dove Shells from the Bahamas in either strand 
(pictured) or 30 inch Lei designs. Pearlized and dyed in 
soft colorful shades they are really exquisite. 


PACKED ONE DOZEN ASSORTED COLORS EITHER 
DESIGN TO SHIPPING CONTAINER 


$7.20 DOZEN 


Order From this Ad and Note the Saleability of these 
Items. Shipped Via Prepaid Express For Check with 
Order or Open to Rated Concerns who Discount. 


CATALOGUE OF OTHER FAST SELLING ITEMS UPON REQUEST 
CHICK POWELL CO. 
836 S.W. FIRST STREET 
MIAMI 36, FLORIDA 
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GENUINE LEATHER WRITING CASE 


This deluxe leather writing case comes fully equipped witb 
stationery, envelopes, perpetual calendar, address book and 
desk pad blotter. Cloth lined. Size: 714" x 10”. Color: 
Saddle Tan. Individually boxed. 


Price: $36.00 per doz. net 
Paste this coupon on a penny postcard 








STATIONERS SPECIALTY CO. 
9 WEST 21ST ST. Gentlemen: Please send . . . doz. 
W YORK 10, N. Y. No. 102 Leather Writing Case @ 
$36.00 per doz. net. 


By 


Se ed ee aa ee 


Plastic PHOTOMITE 


Feeeeqcen eea7 








Actual Size 


5 miniature pictures tuck neatly into LUCITE 
swing frames. Closes to match box size for 
purse or pocket. 


Shell, Red & Navy colorful 2-tone combinations 
$7.20 doz. 


Leather covered . Ley $10.20 doz. 


Gift boxed. Attractive display stand on request. 


Prices Net, F.O.B., N. Y. Minimum order 2 dz. Write or 
wire—IMMEDIATE DELIVERY 


Inquiries from jobbers invited. 


STYLOR, Inc. 


45 W. 34th Street New York 1, N. Y. 








Exclusive Jeweler’s (Creations 
in STERLING SILVER 


Set with Fine Imported Rhinestones 


No. 4435/J is typical of 
our new Empress of 
India spray pins. Ster- 
ling silver, plated with 
24 K white, pink or yel- 
low gold, set with 6 
large brilliantly-faceted 
rhinestones. Stems are ° 
rhinestone-studded for 
added sparkle. $21 each. 
Five other Empress of 
India designs, similar in 
character, for January 
delivery: 


No. 4439/J $24 @ No. 4436/) $21 
4440/3 $21 @ No. 4437/1 $21 
No. 4438/J $24 


Earrings to match, $15 pair 


For Immediate Delivery: 
An extensive assortment of 
Earrings @ Spray Pins © 
Pearls @ Compacts @ Cig- 
arette Cases @ Lockets @ 
Bracelets @ Necklaces, to 
retail up to $50. 


Write for Booklet 40 
Photo % Actual Size 


JAY KEL Jewelry Co. 


307 Fifth Avenue New York 16, N. Y. 














cORY 
QUALITY 


CORY GLASS COFFEE BREWER CO. + 325 N. Wells St. + Chicago 10 
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by VINCENT S. LIPPE, JR. 


orpourri at 225 Fifth Ave., New York. . . . The 
P firm name of Rubel & Fenton has been changed to 
T Rubel & Co. Harvey Fenton plans to return to the gift 
I field in the near future with some new lines. He will be 
Miocated in the Empire State Building. Ed Rubel will 
7 -ontinue to represent all his present factories. ... Mar- 
Ttin Freeman Co. has just introduced a new line of fine 
translucent china giftwares. The designs are extremely 
'} smart in modern styling and highlight the delicate trans- 
Hi lucency of the body. . . . Jimmy Fornari of Fornari 
4Craftware, who formerly managed Designed for Living, 
Hi has received his medical discharge from the Army, and 
4 should be seeing his many friends soon in “225”. . . 
Marion Sharpe, of the lively wit, now reigns supreme 
in Raymor’s new showroom on the third floor.. .. A new 
collection of brocade picture frames and desk acces- 
sories is available for prompt delivery at Mabel Mac- 
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Laughlin’s. 

“Elsie the Cow” revealed her bigness of heart in these 
days of rationing by hostessing a gala cocktail party at 
the Hotel Roosevelt. Elsie’s genial mentor, Monte Sohn, 
had her comfortably ensconced in the famous boudoir 
attended by daughter, Beulah. Most of the familiar 
faces of “225” seemed more Scotch than milk con- 
-} scious, including Ed and Ruth Lynch, Ben Neidenthal, 
7 Ed Rubel, Doris Switzer, Irene Converse, Bub Free- 
man, R. Aberli, and numerous thirsty gentlemen of the 
7 press, . . . Gottschalk Sales Co. are offering a collection 
fof bouquets, vases and candlesticks ornamented with 
china flowers. . . . Claude Sperling has a “hot” new item 
in a violin-shaped cigarette box and matching ash tray 
in Dell Glass. . .. Lt. Walter Crowell visited the build- 
fing recently and waxed enthusiastic about Army life in 
general. Walter made his commission the hard way, and 
never looked better. .. . The House of Lackner opened 
#showrooms on the fifth floor and Jess Abrams, former 
salesman for H. Stanley Brussel, has an attractive new 
display in 1149. 

Everlast’s line of Goldscheider figures now includes 
some unusually-shaped candy boxes topped by half fig- 
ures of court ladies—very effective... . Peggy Ryan, 
the petite charmer of the Buyer’s Lounge, is now recog- 
nized as an authority on table settings. Her recent 
efforts for American Art Alloys, which were photo- 
gstaphed in full color, have been widely acclaimed. .. . 
§ Lema Novelty Co. has moved into Room 812 and fea- 
tures a line of butterflies in sterling silver pins, brace- 
lets, earrings and rings. .. . Zegorav, Inc., in Room 901, 
g°%¢ showing a new bowknot set or gold on sterling, 
gwhich is entirely hand tied. Two sizes of pins and 
g*trings and an unique bracelet comprise the set. 
| Estelle Schaefer, resident buyer for Allied Purchas- 

ing Corp., hit a new high in excitement on a recent trip 

to California. Her plane seat was next to Clark Cable’s. 

A beaming Estelle was photographed with the flicker 


- 






























hero on their arrival at Pasadena. .. . Be sure and check 


gift show dates elsewhere in this issue. 
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OUR VICTORY YEAR 
MERCHANDISE OFFERINGS 


BILLFOLDS 


Ladies and Mens—Importations 
and Domestics 


to retail trom $] to $19.90 


* 
TOBACCO POUCHES 


to retail from 


$]-50 to $4.95 


* 
PICTURE FRAMES 
& PHOTO CASES 


to retail from $].00 to $8.95 


* 
CIGARETTE CASES 


to getail from 
$]-00 to $4.95 


* 
WRITING CASES 
to retail from 


$4.50 to $]'7.95 


* 
UTILITY KITS 


to retail from 
* 


KEY 
CASES 


to retail at 


U. S. LUGGAGE & LEATHER PRODUCTS CO. 


29 WEST 34th STREET - NEW YORK I. N. Y 
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GENUINE MOSELEY LATHE 
for 70 YEARS AMERICA’S FINES) 


Pestana tise 






MANUFACTURED AND 
GUARANTEED BY 
C. & E. MARSHALL 


, : AGAIN AVAILABLE!! 
ATTACHMENTS FOR LATHE 














Chromium Plated...Precision Ma 


What do you, the watchmaker, want in your lathe? ¥ 
want it to perform accurately and efficiently, today 
years from today. That is why you should have a 
ine Moseley Lathe, for 70 years one of America’s 
watchmaker’s lathes. 70 years of building and maintai 


- WATCH-CRAFT | 
ing Moseley standards of high quality workm 


MOTOR 











. The Watch-Craft Motor is 
designed. especially for 
you, the watchmaker. In- 
@) valuable for turning met- 

¥ als, polishing pivots, truing 
wheels, and_ threading. 
Full instructions with each 
motor. 


FOR DETAILS ABOUT ATTACHMENTS WRITE 
BOX 7737, CHICAGO. 


e 3 JAWED CHUCK ... Reversible. Position of jaws 


can be reversed by removing screw that holds jaws in place. 
Step capacity .2%4 


e SLIDE REST... 3 slides. Tool post slide has double 
T slot . . . tool post can be mounted in either front or 
rear position. 


e FACE PLATE... .Chromium plated. Diameter 354”. 
Extra large, round peep holes. 





“ maximum. 





And today those standards of workmanship are hi 
than ever. The Moseley Lathe will prove itself to be 
lathe for YOUR requirements. 


Thousands of these lathes have been manufactured and 
delivered to the armed forces without a single rejection. 
PROOF of the superior workmanship and high quality 
of Moseley Lathes. 


FOR FURTHER DETAILS AND PRICES 
WRITE BOX 7737, CHICAGO 











PEERLESS PRECISION LATHES 
OF EQUAL WORKMANSHIP AND 
HIGH QUALITY ARE ALSO 





AVAILABLE TO ALL WATCHMAKERS. - 








\ NEEED/ 





C. &E. MARSHALL CO. 


GREATER | VALUE. — Ss WOREATER SERVICE | 


Largest and Foremost Supply House in the World 
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Christmas Trade Hits New High, 
But End of Skyrocketing Is Near 


Holiday Sales Up 24 P.C. 
At Expense of Big Drop 
In Hard-to-Replace Stock 


Shattering even the astounding 
record of last year when Christmas 
business in the jewelry trade reached 
what was then a new high that 
seemed unlikely to be surpassed, 
jewelers throughout the nation fig- 
uratively burned out the bearings of 
their cash registers in ringing up 
this year’s holiday transactions. 


A survey just completed by Tue 
Jeweters’ CircuLtar-Keystone covering 
over 500 stores of all types and in all 
kinds of communities from coast to coast 
shows an increase of 24 per cent in this 
year’s Christmas business over the pre- 
vious record-breaking mark of a year 
ago. 


STOCKS DROP 15 PER CENT 


But it also showed that when the rush 
was over, jewelers’ inventorics were at 
the lowest point for the corresponding 
date for many a year—about 15 per cent 
under a year ago, on the average. That 
means a still greater shrinkage from the 
amount of stock normally on hand at 
this season, because inventories had al- 
ready begun to feel the pinch of war- 
time restrictions a year ago. 


The gain, in short, was due in large 
part to liquidation of inventory. Jeweler 
after jeweler remarked at the bottom of 
the questionnaire, “We are rapidly sell- 
ing ourselves out of business,” “We ex- 
pect a sharp decline in sales after Christ- 
mas because of lack of merchandise” or 
We are now practically out of almost 
everything but diamonds and diamond 
Jewelry.” Fully a third of the replies 
carried comments of similar nature. 


Of course, the story is by no means 
uniform either as regards sales or pres- 
ent inventories. Sales increases ran be- 
tween 20 and 40-per cent in most cases, 
but a few stores ran as high as 100 per 
cent over last year, while at the other 
end of the sale, about 5 per cent of the 
Jewelers who replied stated that volume 
was from 10 to 20 per cent below that 
of a year ago. Most of these, however, 
explained that the only reason for the 
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FIRST STUDENT WATCHMAKERS AT WALTHAM 





A group of students at the new watchmaker's school recently opened at the Waltham Watch 

Co. under the sponsorship of the Massachusetts Department of Education and the Massa- 

chusetts & Rhode Island Retail Jewelers Association. It is open to students from any part 
of the country who earn while they learn. 





falling off was lack of merchandise to 
sell—that the demand was there, but 
that they didn’t have the goods to sup- 
ply it. 

However, inventories, too, showed a 
considerable amount of variation from 
the average. Aithough the great major- 
ity showed decreases of about 20 to 30 
per cent, about one store in five reported 
that stocks were slightly higher than a 
year ago, which accounts for the fact 
that the drop in the over-all total was no 
greater than 15 per cent. Double that 
amount of decrease is more nearly the 
usual experience. 


DIAMOND SALES BOOM 


Also some of the retailers who re- 
ported no decrease in dollar volume of 
inventory added that this was due only 
to having a larger stock of diamond 
goods, and that their supplies in many 
other lines are far below normal. 

Nearly every one remarked on the dif- 
ficulty of obtaining sufficient quantities 
of watches, with the comment that sales 





could have been much larger if greater 
supplies of these and certain other hard- 
to-get merchandise had been available. 
General consensus of opinion through- 
out the trade is that the retail jewelry 
business is due for a shrinkage in 1944, 
simply because of lack of goods to sell, 
though the volume should still be satis- 
factory by the standard of more normal 
years than 19438. Difficulties unquestion- 
ably lie ahead, but the trade is still 
facing the future with confidence. 





Watch Assemblers Tighten By-Laws 


The American Watch Assembiers As- 
sociation, meeting Dec. 8 at the Biltmore 
hotel, New York, amended its by-laws to 
raise annual dues from $15 to $100, re- 
strict applicants for membership to those 
who have engaged in the U. S. watch 
business for at least two years, and to 
admit new members by secret ballot of 
the directors. 





Say: “How about tacking a War 
Bond on your bill?” 
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Flagrant Offenders Risk 
Losing Their Licenses, 
New York Official Says 


That OPA intends to leave no 
stone unturned in its effort to clean 
up the notorious black market sit- 
uation in Swiss watches, was made 
unmistakably clear by spokesmen 
for that organization at a meeting 
with the American Watch Assem- 
bler’s Association at the Park Lane 


Hotel in New York, Dec. 18. 
Speaking for OPA, Arthur G. Warner, 
head of the Services and Industrial Ma- 
terials Enforcement Unit, told how, al- 
most from the day that the price ceiling 
regulation went into effect, violations of 
ceiling prices on Swiss watches had been 
so flagrant and widespread that they 
soon became a matter of common scan- 
dal throughout the jewelry trade. OPA 
was not asleep to the situation, he said, 
but proceeded slowly for two reasons— 
first to give those people whose violations 
were not caused by intention but by ig- 
norance or misinformation every oppor- 
tunity to clean house voluntarily before 
taking legal action against them—and 
second, to insure that in the case of 
deliberate violators the evidence against 
them would be so air-tight that there 
would be no question of the OPA’s action 


against them being upheld by the courts. 


“WAITING” PERIOD OVER 


That waiting period is now past, Mr. 
Warner stated, as evidenced by the 
prosecutions instituted and injunctions 
obtained in the past few months against 
various importers and wholesalers (page 
1387 J C-K for September and page 155 
for November). Now enforcement action 
is moving into the retail level, starting 
with the 16 stores in New York City 
against whom restraints had just been 
secured that same afternoon, “freezing” 
their entire watch inventories and _ re- 
straining them from making any further 
sales of watches at any prices until they 
have filed with OPA properly prepared 
ceiling price lists, and obtained OPA’s 
permission to sell at those prices. 

Emphasizing that it is not OPA’s in- 
tention to drive reputable business men 
out of business, nor-to bring legal action 
on minor violations or mere technicalities, 
the speaker pointed out that the things 
which these retailers had done could not 
possibly be considered as minor or due to 
inadvertence or ignorance. He told how 
investigators had found non-jeweled 
watches in imitations of water-proof 
cases and worth perhaps two or three 
dollars, selling for as high as $29.50 to 
$39.50; pin lever movements for $50 or 
more; and seven-jewel watches which the 
importer had sold for $12.50 priced at 
$85. . 

Even worse than this outrageous 
profiteering, Mr. Warner continued, was 
the fact that many of these establish- 
ments were selling these watches only to 
men in the armed forces or the merchant 
marine, representing them as high-grade 
(Please turn to page 175) 
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Daniel P. Wooley, New York City regional OPA administrator, and Henry M. Brundag, 
markets commissioner, examine wrist watches seized in a combined OPA-Department of 
Markets drive against fraudulent sales of Swiss watches. 
trial for representing secondhand watches as new, Commissioner Brundage announced, 
Servicemen accompanied inspectors on their rounds, posing as relatives for whom the 


inspectors wanted to buy watches as gifts. 





Court Stops Times Square 
Jewelers’ Watch Selling 
Until They List Ceilings 


Making good on its promise to catch 
up with retail offenders in its drive on 
the black market in Swiss watches, the 
OPA last month filed complaints against 
16 New York City retailers—succeeded 
in having nine enjoined by the Federal 
Court from selling watches until their 
records meet OPA’s requirements. At 
the same time, the New York Depart- 
ment of Markets took action against four 
retail firms which it charged with repre- 
senting secondhand watches as new. 

A double barreled injunction against 
nine of the 16 retailers (with stores in 
the Times Square area) was issued by 
Federal Judge Samuel Mandelbaum in 
Federal Court on Dec. 21. The order 
(1) prevents them from selling watches 
until they have prepared their lists of 
ceiling prices in the form required by 
OPA, (2) directs them to prepare such 
lists immediately. 

OPA’s charge was not that the re- 
tailers were selling at above their proper 
ceilings, but that they had never properly 
established ceilings. Until a seller has a 
list of his maximum prices properly pre- 
pared, OPA explained, it is impossible to 
tell whether he is overcharging. 

The nine firms enjoined are: Lord 
Jewelers, Inc., 1605 Broadway; Henry 
Soloman, doing business as Style Jewelers, 
207 W. 50th St.; Victor Pesso and Jack 
Agus, doing business as Vicmore Novelty 
Co., 1489 Broadway; Philip Danow and 
Abe Susskin, doing business as Victory 
Gift Shop, 1494 Broadway; George Zait- 
chick, Harry Rifkin, Stanley Zaitchick 
and Lena Rifkin, doing business as the 


Willful Violators of Watch Ceilings Face Penaltic 


NEW YORK CITY HELPS OPA POLICE WATCH RETAILING 





































delbaum said, “There are boys on & 
other side who are paying with te 
lives to keep us going, and here tee 
business men go out and sell at 100 p@ 
cent more. A civil action is a sort ® 
‘feeler’ to tell you to look out—I # 
that you are very lucky that you are® 
having a criminal proceeding ag@ 


you.” 
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Four retailers will be brought jp pay 

nev 

job 

to 
thr 
@ . 
Broadway Gift Shop, 1462 a ber 
Stuart’s Jewelers, Inc., 111 W. 42nd ma 
Irving Marinoff and Alexander Marinof,§ the 
doing business as Marbro Cigar Stom§ An 
1161 8th Ave.; Burton Jewelers, Inc. 20 “ 
W. 42nd St., and National Jewelers, Ing, ind 
138 W. 34th St. mk 

Granted adjournments until later dates} «7, 
(at the time JC-K went to press) wet See 
the seven other firms against whom OPAR + 
filed complaints. Meanwhile, they ar rs 

| temporarily restrained from _ selling ¢ 
watches until their cases are heard. They aff 
are: 

For Dec. 24—Adele, Inc., 1552 Broad 
way, and Max Kivel, 200 W. 49th St. = 
For Dec. 28—I. G. Robbins, Inc., 235 W. 7 
42nd St.; State Jewelers Exchange, Ine 
1540 Broadway; Edward Drimmer ay — 

| ‘Tillie Cohen, doing business as Drimmer) 

| Stationery Store, 148 W. 42nd St, andy Ea 
Clarke-Briggs & Co., Inc., 1536 Broakg 
way. For Jan. 4—Herman Steir da 
Hannah Steinlauf, Edward Stein 7] wh 
Sadie Steinlauf, and Morris Steinlaihg ,.. 
doing business as Herman’s Stores, gr 
W. 42nd St. Te ine 

Counsel for the OPA at the Dea Mg ,., 

hearing was Julius L. Schapaiara, | it 

| torney in the New York district indw™ .,. 

| trial materials enforcement unit. Arthilg 44 
| G. Warner, head of the unit, made W 

| complaints. i La 

Lecturing the defendants, Judge Mae§ Th 
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UHA Okays Expansion Plan; 
Dues Upped $3 to Start 
Trust Funds for States 


a nearly unanimous affirma- 

Ph «tag Sa its member guilds and 

state groups, the United Horological As- 

tion of America will this month put 

into effect its expansion plan which is 

aimed at increasing membership and 
boosting watchmaking legislation. 

, alls for an increase in dues 
ht $5 a year for each member, 
the difference to be placed in trust funds 
for the use of individual states. All but 
three states okayed the plan at their De- 
cember meetings, and it goes into opera- 
tion this month, when the 1944 National 
dues are paid. 

Here’s how the $5 will be divided: 

(1) Legislative Trust Fund, $1. This 
money will pay for trained legal person- 
nel to help individual states push watch- 
maker legislation. States that already 
have such laws can look to this fund for 
help should the laws be attacked. Only 
states can draw from the fund. 

(2) States Advancement Funds, $1. 
This is an “educational” fund, and will 
be used to send speakers to member 
states and guilds to lecture on phases of 
the watchmaking craft. 

(3) General Promotion Fund, $1. This 
fund will be used to expand UHA mem- 
bership, through paid field agents and by 
paying $1 to guilds and states for each 
new member. It will also be used in a 
job placement program for members, and 
to promote apprenticeship programs 
throughout the country. 

The remaining $2 of individual mem- 
bers’ dues will be used, as before, for the 
maintenance of the national office and for 
the UHA’s official publication, The 
American Horologist. 

“This program is as essential as our 
individual present day jobs,” said Orville 
R. Hagans, UHA executive secretary. 
“It had to be adopted if we are to pro- 
tect ourselves against the inevitable 
after-war consequences. To hold our 
present day gains in recognition as well 
as salaries, we, each of us, could not 
afford to pass by such low insurance.” 











To the Editor... 











Editor, Jeweters’ Circunar-Krystone: 


We have received “The Diamond In- 
dustry in 1942” by Sydney H. Ball, for 
which we thank you... and we can 
assure you that it will be perused with 
great interest. In the meantime we com- 
mend Mr. Ball and all concerned in 
accumulating and classifying such an 
immense amount of information covering 
such a wide field, which is reviewed so 
admirably. 

F. G. CLARIDGE 
London secretary 
The Diamond Trading Co., Ltd. 





JACQUES ADLER ADDS NEW STORE 


Jacques Adler, jeweler with stores in 
the Burns building and the Broadmoor 
Hotel in Colorado Springs, has just pur- 
chased the Frank M. Truby jewelry store 


in that city. The Truby store was estab- 
lished in 1873. 
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the secret of getting 


FASTEST DELIVER 


Ep wait for “routine” afternoon pickups, when shipping 
AIR EXPRESS, Get your shipments on the way as soon 
as they are ready —as early in the day as possible. 

That’s the secret of getting fastest delivery. Because you 
avoid possible delay, due to end-of-day congestion when 
Airline traffic is at its peak. 

And to cut costs— AIR EXPREss shipments should 
be packed compactly but securely, to obtain the 
best ratio of size to weight. 








A Money-Saving, 
High-Speed Tool For 
Every Business 


As a result of increased efficiency developed to meet wartime demands, rates 
have recently been reduced. Shippers nationwide are now saving an average 
of more than 10% on Air Express charges. And Air Express schedules are based 
on “hours’’,not days and weeks — with 3-mile-a-minute service direct to hundreds 
of U.S. cities and scores of foreign countries. 


WRITE TODAY for “Vision Unlimited” —an informative booklet that will 
stimulate the thinking of every executive. Dept. PR-1, Railway Express Agency, 


230 Park Avenue, New York 17, N. Y. 


Ges there FIRST 


Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 


















Tag on Each Watch Must 
Tell Description and 
Uniform Retail Ceiling 


On and after Jan. 10, the three 
types of lower-grade Swiss watches 
—pin-lever, cylinder and Roskopf— 
must be “offered for sale, sold and 
delivered” at certain, standard, spe- 
cific dollars-and-cents ceiling prices 
decreed by the Office of Price Ad- 
ministration for all retailers, and 
each of these watches must be 


tagged with price and description. 

Also, OPA has announced dollars-and- 
cents ceilings for the same grades of 
watches at the importers’ and the job- 
bers’ levels, in an attempt to end evasion, 
misrepresentation and black-market op- 
erations in this section of the watch mar- 
ket, which OPA sets at 1,150,000 units a 
year. 

“The tag must be durable and must 
be securely attached to each watch,” 
says Maximum Price Regulation 499, is- 
sued by OPA on Dec. 7. “It must con- 
tain in easily readable lettering a state- 
ment of the type of movement (i.e., 
whether a pin-lever, cylinder or Ros- 
kopf), the number of jewels, the size of 
the movement expressed in lignes and 
the retail ceiling price, exclusive of tax.” 

Type of movement may be stated by 
symbols, “PL” for pin-lever, “C” for 
cylinder and “R” for Roskopf. The 
words “jewel” and “ligne” may be ab- 
breviated to “J” and “L.” The word 
“waterproof” may be abbreviated to 
“W” and “gold” to “G.” [Ed. note: 
When it talks of gold cases on these 
cheap watches, OPA evidently means 
gold-plate; it has been suggested that 
OPA revise its order so that “gold- 
plated” cases will be abbreviated “GP.” ] 

The tag may not be removed until the 
watch has been sold to the retail pur- 
chaser. 


SYMBOLS TELL MOVEMENT TYPE 


OPA said a tag like this would be 
sufficient: “4J 10% L. PL. W Retail ceil- 
ing excl. tax—$17.00.” 

To speed the tagging and pricing into 
full effect, OPA ruled that: 

—After Dec. 15, in their first ship- 
ments of pin-levers, cylinders and Ros- 
kopfs for resale, importers and jobbers 
must notify their customers in writing 
of the ceiling prices and not to remove 
the tag until the watch has been deliv- 
ered to the retail customer. 

—After Dec. 27, importers and whole- 
salers had to attach a tag containing de- 
scription and retail ceiling price on each 
pin-lever, cylinder or Roskopf watch 
they deliver. 

—By Jan. 3, importers and jobbers 
who have sold pin-levers, cylinders and 
Roskopfs during the last six months 
must notify the purchasers in writing of: 
The lot numbers, descriptions, and retail 
ceiling prices. 

The purpose of this notification re- 
quirement is to enable retailers and job- 
bers to properly tag their inventory of 
watches, even though the newly imposed 
ceilings may in some cases be lower than 
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PIN-LEVER, CYLINDER AND ROSKOPF WATCH CEILING PRICES 















































smporters’ Importers’ Jobbers’ 
prices to jobbers|prices to retailers} to nile sp ane Ceiling 
Description of watches 8% ; 8% 834 q 
: ligne wl ligne vo ligne bag Rk ‘Under 
and ligne and ligne and lig and 
over over over me | over | ligne 
aig 
Pin-lever, cylinder and Roskopf watches 
bata age wear in either non-water- oa.03| oue3| 94.251 85.00 
proof or waterproof cases. .......-------- . ; ; \ $4.57 | $5.38 ‘ 
Roskopf and cylinder watches with 4 or $8.50 | $i0.0 
More jewels in non-waterproof cases. . - -- 5.32 §. 75 6. 50 6.18 6.99) 11.50} 
oe Lae re — 4 or more jewels <n <u pa : J 
in non-wa' ERR ts Bias rae . . 7. 7. 26 8.06 
Roskopf and cylinder watches with 4 or ' _ 15.0) 
more jewels in waterproof cases. - - ---- -- 6. 94 7. 50 8. 25 8.06 8.87 | 15.00 16.9 
| Pin-levér watches with 4 or more jewels in 
waterproof cases... .. .......--5--2-25---- 7. 86 8. 50 9. 25 9.14 9.94] 17.00] 19% 








the price at which a retailer or a jobber 
bought the watches from some unethical 
supplier. 


CREDIT CHARGES REGULATED 


A seller who collected a separately 
stated charge for credit sales in March, 
1942, may collect a similar charge, in 
addition to the specific ceilings and in 
addition, of course, to Federal tax. A 
seller who didn’t state and collect a sep- 
arate charge during the base period may 
collect for instalment plan credit on the 
same basis as his closest competitor who 
in March, 1942, made such a separately 
stated charge. Credit charges must be 
quoted and stated separately, and cus- 
tomers can’t be required to buy on credit. 

The prices shown in the accompanying 


- table are for sales of watches in all types 


of cases except “gold,” on the sale of 
which importers can add 92¥, cents in 
sales to jobbers and $1 in sales to retail- 
ers; jobbers can add $1.07'4, and retail- 
ers can add $2. 

Selling prices include the strap or 
bracelet in the case of wrist watches and 
fob or pin in the case of fob or lapel 
watches. No etxra charge may be made 
for a box. Prices lower than the ceiling 
prices may be charged and paid. 

“Importers’ prices to jobbers” are ceil- 
ings for all sales by importers to persons 
who resell the watches to purchasers 
other than ultimate consumers. “Jobbers’ 
prices to retailers” include sales by job- 





November Sales Up 24 Per Cent, 
But Only Six States Reported 


Although figures were available for 
only six states, the Census Bureau’s re- 
port on retail sales in November, 1948, 
showed effects of the Christmas rush sea- 
son. Reason for delay in compiling a 
more complete survey of November 
sales, the bureau said, was that heavy 
Christmas mails held up reports by indi- 
vidual stores. 

Retail sales for November, 19438, ac- 
cording to the six states reporting, 
jumped 24 per cent above those of No- 
vember, 1942, and 20 per cent over those 
of the previous month. Greatest increase 
was in South Carolina, where sales were 
48 per cent above last year’s. Next was 
Alabama, with a 38 per cent jump. Maine 
sales were up 28 per cent over last year, 
Indiana 26 per cent, and Rhode Island 
24 per cent. Arkansas, surprisingly, 
showed a drop of 3 per cent. 








bers to other jobbers and sales by retajj- 
ers to jobbers and to other retailers, 


8 MONTHS IN PREPARATION 


Impending since early last sp 
MPR 499 is considerably changed from 
the preliminary version shown to the 
trade in July (see page 123, JC-K for 
August). The provision for sales to and 
by jobbers is new, and margins are more 
generous. 

Importers’ prices are set to reflect 
March, 1942, prices, adjusted upward by 
the average increase in foreign cost be 
tween March, 1942, and August, 194, 
Jobbers’ margins represent a normal dif- 
ferential between importers’ and jobbers 
prices, and are split evenly between 4 
lower purchase price than retailers buy 
direct from importers and a higher 
ing price than importers sell direct to 
retailers. 


Watchmakers Should Modernize 
Pricing Methods, Says Indiana 
Horos’ Bulletin; Praises JC-K 


Watchmakers must streamline their 
business methods if they are to make 
profits after the war, stated the Decem 
ber issue of the Hoosier Watchmaker, 
official bulletin of the: Watchmakers A® 
sociation of Indiana. The bulletin backed 
the plan for figuring watch repair costs 
set forth by L. D. Stallcup in his artide 
“Are Your Repair Prices Right” @ 
page 84 of the November Jewetens’ Cr- 
cuLAR-KEYSTONE. 

“It is imperative that some standard- 
ization of repair and service prices be 
considered at this time,” the bulletin de 
clared. “Mr. Stallcup . . . has placed 
his finger on the cause of our prewar 
condition when he says ‘We watchmakers 
have arrived at the charges we made for 
watch repairing service, in either a 
arbitrary or haphazard manner,—é c 
automobile repair shop determines the 
charge that it will make for the service” 
it performs on your car’.” 

The bulletin then quoted Mr. Stalleups 
theory of charging according to a “mae 
ter price book” which gives time 
and cost of materials used on 
repair job, and showed a pricing ¢t 
similar to that given by Mr. Stalleap 
in his article. g 


wey 








Nelkin-Feldmesser, Inc., diamond Jew 
elry wholesale firm at 50 W. 47th St., Ma) 
been dissolved, Irving Nelkin has a 
nounced. Mr. Nelkin will conduct 1) 
own business at 71 Nassau St. % 
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Only Low-Priced Watches 


And Clocks May Escape 
Excise Tax of 20 P.C. 
Thousands of jewelers last month 
wrote letters beginning “Dear Sen- 
ator,” and it was these grass-roots 
protests that seemed the industry's 
last hope against doubling, to 20 
per cent, the Federal excise tax on 


retail jewelry sales. 

The Senate’s vote on the Tax Bill, as 
reported Dec. 21 by the finance commit- 
tee, is expected shortly after J an. 10, 
when Congress returns to Washington 
from its Christmas recess. It will then be 
up to a committee from both houses to 
iron out differences between Senate and 
House versions of the new act. 

There were two big differences between 
how the lower and upper houses propose 
to tax jewelry during 1944: The House 
of Representatives voted to exempt 
plated flatware from tax, because of the 
citizenry’s obvious needs for eating uten- 
sils; but the Senate finance committee, 
unimpressed on this score, voted a 20 per 
cent tax on plated flatware. Then this 
same committee, after hearing a state- 
ment from Arde Bulova, chairman of the 
board of the Bulova Watch Co., came to 
the conclusion that watches selling up to 
and including $65 and clocks selling up 
to and including $5 are not “luxuries” 
and voted to hold the tax on their retail 
sale at the present rate of 10 per cent, 
though doubling the rate on other “jew- 
elry” merchandise. 


Said Mr. Bulova, who appeared 


through the courtesy of Sen. Alben 
Barkley: 
“At present all jewelry, including 


watches, is taxed at the rate of 10 per 
cent. The House bill proposes to raise 
this tax to 20 per cent. I am not object- 
ing to the 20 per cent increase in the 
tax on jewelry. As a matter of fact, I 
think it might be raised to 25 per cent 
without any great injustice to the trade 
or industry, but watches, in the real sense 
of the word, are not jewelry.” 


ONLY AIRMEN GET Gi WATCHES 


Except for air pilots, he said, the Gov- 
ernment does not issue wrist watches to 
the 10,000,000 men and women in the 
armed forces, who must obtain them 
through self-purchase or as gifts from 
family or sweetheart. To a million and 
a half railroad workers, nurses and men 
and women defense workers, a watch is 
a necessity, he went on, adding: 

“All of these people, in addition to all 
the other millions of men and women in 
this country who regulate their lives by 
the use of watches, must bear this addi- 
tional tax. We think this additional bur- 
den should not be imposed upon them. I 
do not recommend the repeal of the 
present 10 per éent tax on watches; the 
industry has adjusted itself to that tax.” 


ASSOCIATION PLEAS FAIL 


Same day, Dec. 3, that Mr. Bulova 
Successfully argued the case for con- 
tinuing lower-priced watches and clocks 
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: Jewelers Write Senate: Keep Tax at 10 Per Cent 











at the 10 per cent rate, the Jewelry In- 
dustry Tax Committee urged the Senate 
finance committee to peg all taxable 
“jewelry” sales at the 10 per cent rate 
which went into effect Oct. 1, 1941, in- 
stead of doubling it to 20 per cent. 
Speaking for the industry’s tax com- 
mittee, Myron Everts, of Arthur A. 
Everts Co., Dallas, Tex., former presi- 


dent of ANRJA, contended that the 20 - 


per cent rate wouldn’t yield $161,700,000 
as estimated in fhe bill, but instead 
would: 

—Produce another beat-the-tax rush, 
like that of September, 1941, “which 





would leave few jewelers with any goods 
at all when the present holiday season is 
over.” 

—Force all available jewelry-store 
goods into the hands of the buying pub- 
lic, “close many of the 24,000 retail jew- 
elry stores of the country [this figure 
would have to include at least 10,000 re- 
pair shops—Ed.], throwing at least 100,- 
000 workers out of employment.” 

The old 10 per cent rate, he said, would 
yield the maximum amount of return 
that can be expected from a tax on 
jewelry sales. 

(Please turn to page 198) 
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« « « and soit is with us—we just can- 
not supply Tiny Tot Treasures for all 
of today’s “Blessed Events”, because 


we have important “special orders” 
for Tokyo and Berlin—things they 
didn’t order, but which they will 


surely get. 


Insofar as the rest of our plant and 
Manpower are concerned, we are 
endeavoring to supply you with the 
things you want — and hope to get. 








Orders are being filled on 
a Quota basis, based entirely 
upon past loyalties to us. 
New inquiries will be wel- 
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JEWELS 
IN 
GOLD 


* 





Modern Methods of 
Production have mate- 
rially decreased our 
manufacturing costs 
and we are now in a 
position to offer our in- 
dividual creations at 


most attractive prices. 


* 


A. J. Gasse 


INCORPORATED 
Manufacturing Jewelers 


515 MADISON AVE. 


NEW YORK 






Pacific Coast Representative: 
Hubert A. Wood, 649 S. Olive St. 
Los Angeles 
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Niemeyer Aceuses WPB of Stalling; 
Plenty of Copper Now to Alloy Gold 


Appeal to Congressman for the long- 
overdue modification of WPB’s order 
L-45, which needlessly restricts the pro- 
duction of gold jewelry to a small oa 
tion of current needs, may be the trade’s 
only way to end months of “stalling” by 
the War Production Board. 

G. H. Niemeyer, chairman of the Pre- 
gious Jewelry Manufacturers Advisory 
Committee, so stated in a telegram sent 
Dec. 18 to Robert Beatty, deputy direc- 
tor of WPB’s Consumers Durable Goods 
Division. 

Calling for prompt amendment of the 
restriction order, Mr. Niemeyer’s mes- 
sage said: 

“I regret that repeated efforts to dis- 
cuss the provisions of L-45 with you over 
the telephone have failed. We submitted 
our appeal for relief under this order 
on Oct. 1 and through numerous con- 


ferences since that time, but we got no 


satisfactory answer from either Mr. 
Stiles or Mr. Grinberg despite the fact 
that we have answered all of the ques- 
tions asked by them. 

“This .is the psychological time to 
make a change in view of the change in 
the copper regulations and many of our 
people are getting pretty desperate in 
view of the cancellations of war orders 
and their inability to keep their organ- 
izations together. I have resisted the 
desire of the various trade organizations 





Retail Ceilings for Luggage 


_ Provide Uniform Mark-Up 


Based on Manufacturer's Price 


The Office of Price Administration’s 
maximum price regulation for luggage, 
MPR 476, sets an important new prece- 
dent: The manufacturer, by a set form- 
ula, computes the retail selling price. 

Here’s how it works: The manufac- 
turer’s ceiling price for each article of 
luggage is still determined. by MPR 
188. He must allow jobbers a discount 
of at least 8 per cent below the price 
at which the largest number of retailers 
buy. He arrives at the retail ceiling 
price by multiplying by 1.82 his own 
maximum price to his largest class of 
retail customers, and then adding the 
amount of the Federal excise tax, which 
for luggage is at the manufacturer’s 
level. 


Example: A manufacturer’s ceiling 
price for selling a certain overnight case 
to the largest class of retailers may be 
$10, exclusive of the 10 per cent Federal 
excise. Multiplied by 1.82, this results 
in $18.20, to. which is added $1, the 
amount of the tax (10 per cent of $10), 
and you have the ceiling price of $19.20 
for all sales at retail. 

Jobbers calculate their ceiling by de- 
ducting 35 per cent from the retail ceil- 
ing. Example: The jobbers’ ceiling for 
this overnight case would be $19.20 less 
35 per cent, or $12.48. This price in- 
cludes the tax. 

A tag must be attached to the top 
or handle of each piece of luggage sold 
by manufacturers after Nov. 1, by job- 
bers after Nov. 15 and by retailers after 
Nov. 30, containing the retail selling 
price, manufacturer’s lot number and 
size of the luggage and a space in which 
the retailer can insert his selling price. 






to appeal through their political Dre 
sentatives on the promise that somethin, _ 
was being done, but after three mone 
of stalling I do not believe that 1 ae 
hold them off any longer. : 

“This matter may be of very 
importance to you men in WPB, but tp 
the honest men in this industry who age 
harrassed by a black market, that your 
compliance section admits it cannot and 
does not do anything about, is a matte 
of economic life or death and I appeal 
to you to do something now.” 





Publicity Board Meets Jan. 15 


Annual meeting of the Jewelry Indys- 
try Publicity Board, for election of off. 
cers and reports, will be held at 1039 
o’clock the morning of Jan. 15 at the 
Waldorf-Astoria Hotel, New York. 

Chairman John Hall, of Hamilton 
Watch Co., has named Kenneth I. Vay 
Cott, of Van Cott Jewelers, Bi 
ton, N. Y., chairman of the nominating 
committee. 





Isadore Horwitz is the new owner 
Greenwald & Adams Jewelers, Inc, 
Tucson, Ariz. ‘The firm was founded 
1906 by Morris Greenwald and Fred 
Adams. In 1929 Samuel J. Mans 
bought out Mr. Adams’ interest, and w 
associated with the firm as partner 
its recent sale. 
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WPB Finds Ala 


Thousands of Homes Also 
Deplore Tableware Lack; 
Civilian Needs fo Be Met 


Tableware lack hardship for many 


How many American families 


have been told “Don’t you know 
there’s a war on?” when they tried, 
unsuccessfully, to buy an alarm 
clock? Answer: Nearly 7 million! 

And to how many of these families 
is the lack of an alarm clock an 
actual hardship? Answer: More 


than 4 million! 

In a super-scientific survey conducted 
under the advice of such pollsters as 
Crossley, Gallup and Roper, the War 
Production Board last month obtained 
interviews with 4935 consumers and dis- 
covered that the absence of alarm clocks 
causes inconvenience and hardship to 
more families than the lack of any other 
need, 

Of a specific list of essential items, in- 

terviewers asked whether the family had 
tried unsuccessfully to buy the item dur- 
ing the last two or three months, and, if 
so, how much difference it has made to 
them. 
_In response to the first of these ques- 
tions, 930 had tried to buy alarm clocks 
without finding any, and 581 of these 
said the lack caused real inconvenience 
and hardship. “This was the largest num- 
ber ascribing hardship to any one item, 
Arthur D. Whiteside, WPB vice-chair- 
man, said Dec. 19, in announcing results 
of the consumer requirements survey. 

Since the survey’s sample of the popu- 
lation was based on a random selection 
of houses and apartments in 120 counties 
throughout the nation, and carefully 
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chosen for representative character, each 
answer Obtained in the survey may be 
considered to represent approximately 
7,400 persons. 

Therefore, when alarm clocks were 
mentioned as having been found unpur- 
chasable in 930 households, it may be 
concluded that about 6,882,000 families, 
all over the U. S., have tried to buy an 
alarm clock in recent months—and found 
none. And when 581 of the survey group 
said that the lack of an alarm clock 
means hardship, it indicates that about 
4,299,400 families altogether find the 
shortage equally . pressing. 


TABLEWARE SHORTAGE FELT 


Tableware is also a major item in the 
“can’t buy” and “hardship” list. The 


rm Clocks Worst Home Shortage 


WPB check-up revealed that about 1,- 
887,000 families unsuccessfully have tried 
to buy eating utensils during the last 
several months—and that about 603,000 
families are seriously inconvenienced by 
the lack of knives, forks and spoons. 
Food, elastic, galvanized ware and 
some textile products were among the 
shortages bothering the greatest number 
of people. But the scarcity of alarm 
clocks crowded out even the derth of 
elastic in the hardship category. Electric 
irons, washing machines and refrigera- 
tors appeared fairly low on the “gripe” 
list, to WPB’s surprise. : 
“Most of the needs brought out by this 
survey can and will be met,” Mr. White- 
side said. “The items which civilians ur- 


(Please turn to page 198) 
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Don't Use "Solid Gold" for Less Than 24 Karat Gold, : A 
FTC Warns in Stipulation Signed by Tennessee Jeweler ‘ 
Solid gold means fine gold—gold of 24 
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gold,” “yellow gold,” or “rose gold fq 


karat quality. So ruled the National watch cases not made wholly of ld or T 
Bureau of Standards in Commercial | which are gold filled, gold plated Or hayef tar} 
Standard CS 6738, effective for manu- backings of metals not gold; Ger 


facturers in 19388 and for retailers in 


Referring to premium dolls as an the 
1939. 


“$7.50 doll,” or as worth more than their 


But only a few weeks ago did the real market value; pil 
Federal Trade Commission make trouble Using “free” or “gift” to descrip ® jnsi 


for anybody who used the term “solid 
gold” for karat golds of 10, 12, 14 and 
18 karat quality, in disregard of the 
commercial standard. 

The FTC’s action to virtually ban the 
expression “solid gold,” since no jewelry 
is made of 24 karat gold except perhaps 
as an occasional curiosity, came in a 
stipulation signed by Perel & Lowen- 


merchandise that is not given free op 
a gratuity, when the recipient of such & lice 
merchandise has to pay all or part of ig tur 
price, to buy another article, or to rende 
some service in order to get it; 
Representing that purchasers of their 
diamonds always save 25 to 40 per cent 
or make any savings “which are in exces Off 
of the average savings herteofore cop. 


STYLE AND TIME 


stein, jewelers of Memphis and Jack- sistently made by all such customers jj pe 

ry g son, Tenn., who agreed, among other the usual and normal course of thej 7 

S rf ffi l / ( ] Yi / things, to: dealings with the firm, or that their eys. a 
. ( ( 4 “Cease and desist from designating, tomers make any such savings because ii 


or referring to, rings or other merchan- the firm buys from diamond importers, ity 


dise of less than 24 karat quality as or make any savings whatsoever op * 
‘solid gold,’ ‘solid natural gold’ or ‘solid second-hand diamonds which have been § 6, 
Y zu yellow or white gold.’” reset and sold to them at the price of 
S / GHAI (Jewelers, department storc:, Better | new stones.” ‘ 
Business Bureaus, newspaper and atl ——— be 
zine advertising departments wou 0 . Z 
well to take aval from FTC’s No- Little Change in Manpower Supply 19 


vember decision finally to enforce this From September Through October 
“solid gold” distinction. A white gold P 9 > 


10 karat ring should be advertised and | But Wartime Shortage Still Acute “¢ 
described as “white 10 karat gold,” for The employment situation in the wih 
example, instead of as “solid white gold.” jewelry and allied fields remained com of 
Even national advertising, in consumer paratively stable between the end of th 
publications, frequently violates this | September and the end of October—but § A, 
provision of the commercial standard.) Department of Labor indexes show that 
In addition, Perel & Lowenstein agreed | there is still an acute shortage of wok | — 
to stop the following practices: ers. 
Using expréssions like “natural yellow In the jewelry industry the index 
ure for the number of employees (With) 
the average figure for 1939 equaling 
in October is 105.4; 7.8 below the Sal 
month in 1942 and 29.9 below 1941, 


in a changing 
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Wholesale Sales Reflect Shortages, 
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October Volume 8 Per Cent Below 
1942 Figure, Stocks Also Down 


Reflecting a serious shortage in silver- 
ware and precious jewelry, ,as well as 
other goods stocked by jewelers, the vol- 
ume of business done by jewelry whole- 
salers in October, 1948, coasted along at 
a new low after a downward pitch in 
September. 

Although wholesalers’ sales for Octo- 
ber climbed a bit above the September 
drop of 16 per cent below a year ago, 
they were still 8 per cent lower than 
sales volume for October, 1942. October 
is the third successive month showing a 
drop in the volume of wholesalers’ sales 
as compared with 1942. 

Wholesale inventories again showed a 
shrinkage in the amount of goods for 
sale. They dropped 5 per cent during 
the month of October, but were still 1 
per cent ahead of stocks on hand in Oc- 
tober 1942. 

A war boom of ready money was mir- 
rored in a 29 per cent drop in accounts 
receivable compared with 1942, and 
a continued high percentage of col- 
lections. 





Elmer Nilson, a former jeweler of 
Irene, S. D., has just completed another 
phase of the civilian pilot training at 
Huron, S. D., and will be in training at 
the Rickenbacker air field in Sioux City, 
Iowa, fot the next two months. He re- 
any spent a furlough at his home in 

rene. 





only .2 below the previous month, 7 
index figure for payrolls is 159.1.) 
proximately one point below last yea 

The clock and watch industry emp 
ment index for October, 1945, is” 
which is 4.4 below October, 1942, and 
below the previous month. Payrolls ¥ 
242.1, which is .2 below September, 
considerably higher than the Octo 
1942, figure of 228.3. a 

The silverware and plated ware ing 
try gained in both employees and p 
rolls. The Department of Labor repo 
an October index figure of 97.8 for® 
ployment—2 points above September 4 
4.9 above October, 1942. Payrolls jum 
from 160.1 for September to 169.8 in@ 
tober—October, 1942, payrolls were @ 
142.8. The large percentage of war Co 
tracts in the silverware field probaw 
helps account for the rise in the num 
of workers and the increased payrolls.” 




































Meister With Quaker 1 


Herman Meister, until the outbreal 
war, American sales manager of Elk 
ton & Co., Ltd., of England, and be 
that, with Middletown Silver Co, 1 
joined forces with James Jennings” 
his Quaker Silver Co. of North A® 
boro, Mass. Mr. Jennings for the B 
two years has been devoting most of 
time to the WPB in Washington, am 
now serving as liaison representative 
the Smaller War Plants Corp. aid 
jewelry and silver manufacturers to € 
vert to war work. 
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& 
ings looked rosy for sellers of mili- 
b wie tele last month as the Adjutant 


General’s Office announced a return to 
the licensed store system and gave retail- 
ers until March 31 to apply for a new 
certificate with permission to sell Army 
insignia in the interim. Meanwhile, a bill 
which may automatically renew the old 
licenses of both retailers and manufac- 
turers has been passed by Congress and 
is awaiting the President’s signature. 


Manufacturers may continue to sell 
their existing stocks of Army insignia un- 
til March 31, said the Adjutant General’s 
Office on Dec. 20. (This means that re- 
tailers may replenish their stocks now 
and sell until March 31.) To resume 
manufacture of insignia, manufacturers 
must get a license (“certificate of author- 
ity’ in Army parlance) from the Ad- 
jutant General’s Office. After March 31 
manufacturers and retailers must have a 
new certificate to sell Army insignia. 

As JC-K went to press it looked as 
though anybody who held a certificate to 
make or sell Army insignia on March lI, 
ly 1948, would be back in business in a 

couple of weeks. The First Deficiency 
Appropriations Act of 1944, which need- 
ed only the President’s signature to make 
it law, contains a paragraph which tosses 
out all Army cancellations of Certificates 
of Authority since that time. This means 
that the cancellation order issued by the 
Adjutant General’s Office on June 21 
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Grobstein & Brasche 


Gobbhers af 
Watch Cases and Diahs 










DISTRIBUTORS OF 
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Watch Cases 









Complete Sets 





|'77 Conal Street 
New York City 







"A Case for Every Movement ” 
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Army Changes Signals in Insignia Game; 
Retailers Can Apply for New Permits 


(see page 125 of your August, 1943, 
JC-K) would be void, and the old cer- 
tificates would automatically be rein- 
stated. 

Sec. 306 of the First Deficiency Ap- 
propriations Act reads: “No funds here- 
tofore or hereafter appropriated for the 
War Department shall be used directly 
or indirectly for or devoted to the pur- 
pose of the cancellation of existing cer- 
tificates of authority with respect to the 
manufacture and distribution of Army 
insignia and no such funds shall be used 
directly or indirectly either to enforce or 
announce the provisions of Order AR 
600-90, as amended, or any amended or 
similar or comparable order or regula- 
tion restricting the manufacture and dis- 
tribution of Army insignia: Provided, 
That this section shall be effective as of 
date March 1, 19438.” 

It is almost certain that the President 
will sign the bill—and if so, just how 
the Army will interpret this section is 
anybody’s guess. 

In the meantime, the Military Sup- 
pliers Association of America, a group 
which includes manufacturers and re- 
tailers, met with Army officers and deter- 
mined to establish an industry-wide 
board to protect the industry and the 
soldier-purchaser alike from manufac- 
turers and retailers who ignore Army 
regulations regarding the quality of in- 
signia and the Army’s rule that it shall 
be sold only to authorized Army per- 
sonnel. 

According to Raymond Kay, execu- 
tive secretary of the association, the 
board will-set up a list of trade stand- 
ards and practices, provide for internal 
policing of the industry whereby every 
licensed ‘manufacturer and retailer will 
be asked to report infractions, and cir- 
cularize lists of suppliers approved by 
the Army. 


Vigilance Committee Seeks Funds 
To Carry on Important Work 


Once a year—and only once a year— 
one of the few really essential organi- 
zations of the jewelry industry comes to 
you to ask for the financial support that 
is needed to carry on its important work 
in your behalf. 


That organization is the Jewelers’ 
Vigilance Committee, which, as matters 
now stand, is the only association in the 
industry in which all branches of the 
trade are united for action on matters 
affecting all of its components.. 


Above and beyond its original purpose 
of quality standards and truthfulness in 
advertising, the Vigilance Committee has 
been instrumental in such things as the 
effort to keep down jewelry taxes, to 
obtain adequate supplies of silver for 
the industry and to relax the restriction 
on the use of karat gold for jewelry 
manufacture. 

All of this activity costs money, as 
Chairman Niemeyer points out, and the 
trade is now being asked to put up the 
money to enable the work to be carried 
on for another year. 

Checks should be made payable to 
Sigmund Cohn, treasurer, and mailed, to 
the Jewelers’ Vigilance Committee, 527 
Fifth Ave., New York 17, N. Y. 




















FAST-SELLING 


STERLING SILVER 


COSTUME JEWELRY 





Exceptionally attractive, 
popular priced, 
STERLING SILVER 


ins and earrings that can 
x boxed individually, or as 
“PIN AND EARRING 
SETS” with STONES TO 


MATCH. . Each style 
comes packed in one dozen 
lots — containing assortment 
of beautiful stones in about 
6 outstanding colors—truby, 
topaz, amethyst, aqua, etc. 

Latest creations in various 
artistically conceived designs 
and styles in gold or natural 
silver finish. 

ALSO: GORGEOUS bril- 
liant white and colored 
RHINESTONE 
pins, earrings 
and novelties in highly pol- 
ished finishes . . .. Sprays, 
flowers . . . butterflies, pea- 
cocks, parrots, lovebirds, 
zebras, horses, giraffes . . . 
apples, pears, etc., etc. 

~ PRICED UP TO 


$400.00 a dozen 
Also . . . A complete line 
of COSTUME JEWELRY, 
Novelties, and Gift items. 


Special Selections from $25 and 
up sent upon receipt of 
check, or C.O.D. 


DISCOUNTS TO JOBBERS, 
WHOLESALERS & DISTRIBUTORS 


Write, Wire, Telephone or Visit 


IRVING SACKS 


INCORPORATED 


Costume Jewelry & Novelty Supply 
House 


DEPT. B 
264 5th Ave., New York 1, WN. Y. 
Cor. 29th St. Entrance on 29th St. 
Phone LExington 2-{ - 
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DIAMONDS 
MELEE 
— All Sizes — 
GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


AGATES 


Plain or Drilled 





Mail Orders Promptly 
Filled © 





Special Attention to 


CUTTING 
DRILLING 


MAX STERN « co. 


Importers" 


17-23 John St. New York 








“What's Your Price for a Good Diamond?" Retailers' 
Answers Range from $500 to $1000 for 1-Carat Stones | 


The hopelessness of attempting to 
quote a retail market price for diamonds 
on any basis except one of allowing a 
wide spread has again been demonstrated 
by a survey conducted last month by the 
JC-K to check up on current prices. 

A representative list of 58 retail jew- 
elers which included big city stores of 
the “Fifth Avenue” type, credit jewelers 
both chain and independent, and a num- 
ber of substantial small city cash jew- 
elers, was asked to state their prices for 
good quality unset diamonds in quarter- 
carat, half-carat, one carat and two 
carat sizes. Approximately half of them 
responded with the desired information. 
Here are the results: 

In quarter-carats, the quotations 
ranged from $100 to $150. For half- 
carats the spread was from $168.50 to 
$555; in one-carat stones prices varied 
from a low of $500 to as high as $1000; 
and in two-carat goods from $1200 to 
$2700. 

Two facts probably account for most 





Spring Gift Shows Set for Central 
Cities, Some This Month; Stocks 
Expected to Reflect Shortages 


Jewelers will have a chance to view 
the latest offerings of gift and novelty 
manufacturers this month and February 
and March at a series of spring gift 
shows at central points all around the 
country. 

The big Eastern and Chicago show 
series put on by George F. Little Man- 
agement, Inc., will be held this year. Last 
summer these major shows were can- 
celled at the request of the Office of De- 
fense Transportation. This spring, how- 
ever, all the shows will be held as usual 
—in several cases they have been sched- 
uled to avoid jamming transportation 
facilities on weekends. 

Places and dates for the spring gift 
shows are as follows: . 

New York—Hotel New Yorker gnd 

Hotel Pennsylvania, Feb. 28-Mar. 8. 

Chicago—the Palmer House and the 
Merchandise Mart, Jan. 31-Feb. 10. 

Philadelphia — Hotel Adelphia, Jan. 
9-14, 

Boston—Hotel Statler, March 8-14. 
Also Boston China and Glass Show, 
Parker House, Jan. 10-17. 

Detroit—Hotel Statler, Mar. 8-14. 

Los Angeles— Hotel Biltmore and 
Merchandise Mart, Jan. 24-27. 

‘San Franciso—Western Merchandise 
Mart, Feb. 7-12. 

Dallas—Hotel Adolphus and Hotel 
Baker, Feb. 21-25. 

Denver—The Albany, Mar. 13-17. 

Atlanta—Municipal Auditorium, Feb. 
1-7. 

Kansas City—Hotel Phillips, Jan. 
23-27. 

China, crystal, and pottery will prob- 
ably hold the spotlight, but predictions 
are that stocks will be thin and, as at 
the summer shows, many exhibitors will 
be sold out on the first day. Small ob- 
jects, such as ashtrays, bookends, etc.— 
gifts suitable for traveling servicemen 
and their brides-—will take a major place. 
Wood and plastics are joining metals in 
the “scarce” class. 





Back the Attack—Sell War Bonds! 





of this substantial variation. One js 4. 
difference between stores as to whats. 
considered a stone of “good : 


The other is percentage of mark-y q) 
However, there is no uniformity % of 
class of store. High prices and je tul 
prices were found in different estahiig § me 
ments in each of the three groups gf is: 
jewelers. Credit jewelers, small au. q! 
stores, and “Fifth Avenue” type she j ag 
each included stores whose prices wes § in 
near the top and others who were nas — 52! 
the bottom for each size of stone. It cay, § 
not be said that any one class of jewel § 4 
4 As 


is uniformly or even general] either 
higher or lower in price than a other | ™ 
group—if the qualities in both cases ay 
the same. % ha: 


to handle a uniformly higher or uae 4) 
formly lower grade than any othe § 
group. It appears to be a matter of the of 
individual merchant, and his individyg— “° 
policy rather than one of the category 
into which he falls. : 


Nor does any one type of store appear § 2% 


With so much variation being disclosed Ms 


by a comparison of the prices of eye” ¢: 
as few as 30 stores, it is evident that po My 
well-defined price level exists throughout | 
the retail jewelry trade. The De Beey * 
practice of showing a considerable spread jit 
in the prices quoted in their advertising 
appears to be justified, but it would ap 
appear that the present minimum ang 4! 
maximum prices quoted for each sim B the 
should be somewhat increased in ord § Ne 
to reflect today’s prices more accurate § Fy 
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Earrings in various patterns in 14 sta 

Green and Red Gold 8s 

St. Christopher Key—14 Kt in three ity 

sizes; also Bill Clips, Charms hel 

Links to match he 
Love Knot Ring—14 Kt Red and G 

Gold Combination in four sizes Bam @ Pro 

rings, Cuff Links and Studs to matel” sell 

Our comprehensive line of — by 

Gold, Platinum and Enam Ff __ 
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Cases” ere’ distinctive and ff 4) 

have sales appeal. ern 
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CLIFFORD A. MILLER & CO., sho 

Manufacturers > 

64 West 48th Street the 

New York and 
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ck & Son is the new title 

er & Bick, manufacturers of cos- 
Co opeky, 542 Fifth Ave. The new 
member of the firm, Harry S. Bick, Jr., 
is now in the Army. 

Max Eichelbaum has been named man- 

r of the Abelson’s, Inc., jewelry store 
in Paterson, N. J., succeeding, David 
Sammel. Mr. Eichelbaum formerly head- 
ed the Abelson store in Newark. 

The New York Jewelers Benevolent 
Association gave more than $250 last 
month as its contribution to the National 
War Fund, J. Dolgin, financial secretary, 
has announced. Officers for 1943 will be 
nominated at the next meeting, Jan. 4. 
¢ Paul E. Flato, society jeweler, entered 
Sing Sing Dec. 10, to begin a sentence 
of two to four years for thieving jewelry 
worth $120,000 from customers and from 
other jewelers on memorandum. Flato 
had spent the previous month at the 
Tombs, New York City prison. 

q After 16 months wearing khaki for 
Uncle Sam, Lew Salomons has reentered 
the precious and semi-precious stone im- 
porting business, this time for himself, 
with offices at 551 Fifth Ave., under the 
title, L. Salomons. He was formerly 
with Edward Lembeck & Bro., stone im- 
porters of 68 Nassau St. 

q More than $1,500 has been collected by 
the retail jewelers associations of greater 
New York on behalf of the United War 
Fund, and additional donations are com- 
ing in regularly, Phineas Peters, presi- 
dent of the Executive Board, has an- 
nounced. Groups from the five boroughs 
will hold their next joint meeting on Jan. 
16 at the Hotel Commodore. 

q Reelected at the December meeting for 
another year of service to the Jewelers’ 
Square Club were: President, Sam Dor- 
skey; vice-president, Harry G. Kauf- 
man; secretary-treasurer, Arthur Berg- 
man, and sergeant-at-arms, Louis Sny- 
der. Executive committee members are 
William Ashare, Louis Baltes, Ben Bif- 
far, C. W. Chandler, George Klinick, 
Nat Newman, Moe Rooder, Ben Rosen- 
thal, Irving Shiff, Harry Bromley, Mil- 
ton W. Stern and Leo Wolleman. 


q Harry S. Bi 








BEWARE OF PICTURE RACKETEERS 
The Keystone Photo Service; 21 W. 46th 


St, New York, is not associated jin any 
with THE JEWELERS’ CIRCULAR-KEY- 
STONE, nor has this magazine ever commis- 
sioned it to photograph people in the 
jewelry industry. Keystone Photo Service 
states or implies that it takes pictures for 
JC-K files, which is not a fact. The similar- 
ity of its name with that of this publication 
helps make its sales talk plausible, but ac- 
tually this approach is merely a ruse to get 
Prospects to sit for portraits in the hope of 
selling photographs to them. Don't be fooled 
by this trick! 
a 
4 Jess Abrams, Coventry’s Ware’s east- 
ern representative, excluding the New 
ork metropolitan area, has opened a 
showroom and headquarters in Room 
1149, 225 Fifth Ave. Having covered 
New England, New York State, Pennsyl- 
vania, Maryland, Delaware, New Jersey, 
and territory south as far as Washing- 
ton, D. C., for a number of years, he has 
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To an organization affiliated with the jewelry 
trade comes the first "G-for-Gallantry" cer- 
tificate awarded in New York City. James 
A. Farley, left, chairman of the commerce 
and industry division of the New York Com- 
mittee, National War Fund, bestows this 
unusual honor upon J. K. Smit & Sons, Inc., 
manufacturers of industrial diamond equip- 
ment, which was the first company to report 
100 per cent cooperation with the War 
Fund. Dorus Van Itallie, president of J. K. 
Smit & Sons, accepts the award, on behalf 
of the 75 employees who raised $1228, an 
average of $18 per employee. 





a wide circle of acquaintances through- 
out the trade, and he invites buyers to 
call on him in his New York office to dis- 
cuss their requirements for 1944. 

q Assisting G. H. Niemeyer, who is 
chairman of the traditional annual din- 
ner of New York’s 24 Karat Club, are 
Committeemen William T. Gordon; Je- 
rome L. Grant, Swank, Inc.; Henry I. 
Jacobson, Jacobson Bros.; Walter N. 
Kahn, L. & M. Kahn & Co.; Raymond 
Mehrlust, Jacob Mehrlust; William B. 
Ogush, Katz & Ogush, Inc.; Reginald 
Reichman, Reichman Bros., Inc.; Thomas 
J. Tierney, Jones & Woodland Co. The 
dinner is scheduled for Jan. 15 and will 
be in the grand ballroom of the Waldorf- 
Astoria. 

q A new wholesale firm has opened a 
showroom at 253 Fifth Ave. under the 
name Tanz & Gurwitt. The partners, 
Philip Tanz and Albert A. Gurwitt, were 
formerly associated with A. Cohen & 
Sons Corp., 29 W. 28rd St., for more 
than 20 years, Mr. Tanz managing the 
dresser set, leather goods and giftwares 
department and Mr. Gurwitt managing 
the silverware, cutlery and novelties de- 
partment. The new firm will distribute 
dresser sets, leather goods, silverware, 
cutlery and gift novelties available in the 
present market. 


WILBERG OPENS NEW OFFICES 


Wilberg Jewelry Corp., New York, 
manufacturing firm specializing in dia- 
mond rings and ring mountings, will 
move on or about the first of this month 
from 71 Nassau St. to new quarters at 
31 W. 47th St. The firm’s new offices are 
much larger than its old quarters, and 
new equipment and fixtures have been 
installed to make the plant into one of 
New York’s most modern. The company 
was founded in 1918. 





FRIEDMAN GEM CO., INC. 
LARGE FINE 
[Reig 4 
AMETHYST 


STAR SAPPHIRES 
ZIRCONS 
CULTURED PEARL NECKLACE 
71-73 Nassau St., New York City 








SIMONS BROS.CO. 
THIMBLES ~ 


PHILADELPHIA 





269 So. 9th ST. 








Whitelaw Brothers 


48 West 48th St., New York, N. Y. 
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ETERNA WATCH COMPANY 
OF AMERICA; INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9%-8660-8689 














“ORIENTA” 
CULTURED PEARLS 
of QUALITY 





ENCRUSTERS 


STONE RINGS ENGRAVED 

@ CRESTS @ DRILLERS 

@ COATS-OF-ARMS @GEM CUTTERS 

@ SCHOOL AND FRATERNAL EMBLEMS 
B. hed without odligation 


stimates furnis: 
BRAUNFELD & MEHLMAN 
108 Fulton St. New York, N. Y. 
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BEAD SPECIALIST 


All Kinds of Genuine Stone Bead Necklaces 
Earrings — Semi Precious Stones 


Selections on request to responsible Jewelers, 
Necklaces lengthened and restrung 


DOUBRAVA CO. 
12 John St., New York City 








173. 
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CULT ORE )EAIZLS 


JACK J. FELSENFELD 








MANUFACTURER OF 


JEWELS 


Swiss and American in all sizes 
and diameters. 
Sold in gross lots to jobbers 


only—write for prices and fur- 
ther information. 


CROWN IMPORTING CO. 
116 Nassau St. New York 7, N. Y. 

















Another Creation 


Pat. No. 123704 by Pereira 


“Victory Bird” breech pin beautifully executed 
dium, with Rubies, Diamond s, Sapphires. Price $270. Keystone list. 
ctal Order Work Upon Request 


B. PEREIRA INC. 


22 WEST 48TH ST. NEW YORK, N. Y. 

















DIAMONDS ALL SIZES 
from % point to 10 pointers, 
single and full cut, classified by 
sizes and qualities. 
Finest polis hing 
from Palestine, 
also sizes up to 4 carats each, 
phone LOngacre 5-3672 or write 


H. SORIN, 576 5th Ave., N.Y. 19, N.Y. 








385 Fifth Ave 


PEARLS WATCHES 
earest to Genuine Swiss Lave! 
Sweep S 


Orien | 


BETTY N@& STRAHL 


@ NEW YORK @ Mu. 5-5519 


“SHOWROOM HOURS: 1:30 to 5:30 P. M. 





Thompson, Farley and Torpedoed Midshipman Help D 


oa 


Honoring "Gus" Niemeyer Raise $212,000 for War Fung 


Nearly 400 leading men of the jewelry industry turned out on Dec. | to honor Chairman ;: 
H. Niemeyer, and to contribute whole-heartedly to the National War Fund, 


When nearly a quarter of a million 
dollars is donated for humanitarian 
work by the guests at a single dinner, 
it’s a cause for justifiable pride on the 
part of everyone concerned. That’s ex- 
actly what was done by the jewelry in- 
dustry of New York City Dec. 1 at the 
dinner of the Jewelry and Allied Trades 
Division of the National War Fund 
Campaign. 

Sponsored by the industry’s committee 
for the National War Fund drive, with 





Used Materials and Free Labor Not 
Counted as Construction Costs, 
Says Amendment to WPB Order L-41 


In making structural changes in their 
stores, retailers need no longer include 
in the “cost” quota any second-hand 
materials used or any labor which is 
supplied free, according to a. recent 
amendment to War Production Order 
L-41, which limits construction. 

Two hundred dollars is still the limit 
on construction changes for any individ- 
ual store, but now the cost of any second- 
hand materials which are used in the 
job need not be included in figuring 
costs, with one exception. 

If a retailer is using both new and 
used materials in a construction job, and 
the cost of the new materials alone is 
more than $200, then he must list the 
costs of both new and used materials 
and file his estimated complete costs with 
the WPB to have the job okayed. The 
retailer may go ahead on any job costing 
less than $200, without seeking WPB 
permission. 

For example, if a retailer decides to 
put in a new floor, and the entire job, 
including new materials and labor, costs 
him $185, he may go ahead without ap- 
plying for permission of WPB. But if 
at the same time he decides to move two 
partitions with a labor cost of $24, the 
cost of the entire job is $219, and he 
must ask WPB permission. When filing 
his costs with WPB, he must include the 
cost of the partitions, although they are 
considered second-hand material, as well 
as the cost of materials on the flooring 
job and all labor costs. 

To combat the fuel shortage WPB now 
allows owner to install insulation, weath- 
er stripping, storm doors, and so on, 
with no limit on costs. Any work of this 
kind may now be done without seeking 
WPB’s okay. 

The $1,000 cost limit still applies to 
building containing more than five retail 
establishments. 


William B. Ogush of Katz & Ogush @ 
dinner chairman, the function was tem 
dered as a testimonial to G. H, Nie! 
meyer, general chairman of the Jewg 
and Allied Trades Committee of the 
War Fund. Nearly 400 prominent 
of the industry turned out to do ig! 
honor and at the close of the 
pledged gifts totaling $212,000 to 
carry on the work of the agencies 
combined in this over-all organization, 
From every standpoint the e 
was a huge success and a fitting climy 
to the campaign. Distinguished 
and speakers gave added luster to the 
occasion. Everyone’s heart and 
strings were opened by the stirring 
peals of such speakers as Do 
Thompson, noted columnist; James 
Farley of political fame; Oscar 
of Benrus Watch Co., and Aaron Sve 
lik of Robinson & Sverdlik, vice-chair 
man of the jewelry committee, and, @ 
course, “Gus” Niemeyer himself. 
The real high spot, however, Wa 
reached in the talk by Morton Dick 
Midshipman Ist Class, U. S. Merchatt 
Marine Service, and the son of a Tre 
ton, N. J., jeweler, who, with telling 
straint, recounted his experiences afft 
being torpedoed in the Indian Ocean me 
floating for weeks on a life-raft while 
most of his few rescued comrades per 
ished from hunger, thirst and expos 
The need for support for the organim- 
tions that alleviate the sufferings of ti 
casualties of this war was brought 
by Midshipman Dietz’s story and the re 
sponse was prompt and overwhelm 
Again, the jewelry business has provel 
that it is a business with a heart. 


Downey & Jones, Inc., of Spring 
Tenn., has moved into a new and t 
sales space in a building on Main St © 














GOLD 
and 
SILVER | 
PLATI ‘ 


Silverware Repaired 4 
Equal to NEW (4 


Removing of Engravings 


WM. HERTEL & Co., INC, 


Silversmiths & Platers 
17 W. 45th St. 
New York City 

“26 years at the same 

address” 


(Before) 





' THE JEWELERS’ CrRCULAR-KEYS 











| 


Meant 


SS8erebs™ 


Hin eet 














Swiss Wa 


the Helene Kulukundis enters 
rt of Philadelphia in mid-January, 
she will bring watches exported from 


witzerland by a new route: Rail to 
: 1 cae thence by coastwise 


po ae to Lisbon, Portugal. 

Marseilles thus succeeds Genoa as 

Switzerland’s commercial door to the 

world. When the Germany mili- 

authorities took over north Italy, 

the Swiss were stopped from using Genoa 

and trucked their exports and imports 

900 miles across Western Europe, the 
distance from Spain to Switzerland. 

The rail route to Marseilles is so much 
shorter and quicker, that the truck ser- 
vice has been halted. 

Recent arrivals of Swiss vessels include 
the Nereus on Nov. 22 with comparative- 
ly few watches and watch movements 
and the Master Elias Kulukundis on 
Dec. 18 with fairly heavy consignments 
for U. S. watch importers. These goods 
had piled up at Genoa during the time of 
the Allied invasion of Italy; then were 
brought back to Switzerland, and trucked 
to Spanish ports. 

Second-front operations threaten to 
impede or even stop watch imports from 


tch Shipment Due in Philadelphia in Mid-January; 
First Batch to Be Sent by New and Speedier Rail Route 





Switzerland, Roland Gsell, president of 
the American Watch Assemblers Asso- 
ciation, declared last month. 


“If and when a front is opened in 
France,” said Mr. Gsell, “transportation 
from Switzerland will most likely be 
stopped, as it was stopped when a front 
was established in Italy. 

“However, the proposed invasion may 
not take place in the south of France. 
The Rhone valley is a narrow one not 
suited for an invasion of the type we 
witness nowadays. The distance between 
Marseilles and Germany also seems to 
indicate that the north or west of France, 
if not the Low Countries, are most likely 
to be chosen for an invasion. 


“If this should happen, merchandise 
might still be imported out of Geneva, 
through Marseilles or Spain and Lisbon. 

“Then again, some landing in the south 
or southwest of France might be made 
to create a diversion from the main at- 
tack in the north, and such diversion 
would certainly affect the transporta- 
tion facilities that Switzerland enjoys 
through the south of France. 

“Somehow, I feel that we are closer 
to a complete stoppage of importations 
than ever before.” 





OPA Warns Violators . . . 
(From page 164) 


time pieces to men whose very lives 
might depend upon the accuracy and 
reliability of their watches. OPA has a 
double motive, therefore, to deal with 
such cases rigorously, and intends to 
do so. 


Further action by OPA along the same 
lines may be expected, Mr. Warner 
hinted, and also warned that another and 
even sterner course is available and may 
be invoked if necessary. Every business 
house, he explained, is today operating 
under a license which is automatically 
granted by the terms of the General 
Maximum Price Regulation, but the li- 
cense of any persistent and wilful viola- 
tion of the regulation may be suspended 
or revoked and OPA may resort to this 
step with flagrant offenders if it proves 
necessary. He reiterated that it is not 
OPA’s desire or intention to cause wan- 
ton hardship or to force reputable busi- 
ness men out of business, but that OPA 
does mean to get tough with regular and 


‘ wilful violators. 


Some business men have felt that 








JEWELRY 
Buyer Wanted 


FOR 
20 Year Old Established Retail 
Chain in Detroit, Michigan 


Unusual opportunity for thoro, experienced 
er of merchandise usually carried in 
instalment store operation. Must have ex- 
cellent contacts, and be well liked in the 
try. Must be very dignified, and have 

fine personality; able to earn excellent 
salary. State full particulars enclosing photo. 
All replies confidential. Box No. “C., 
» care Jewelers’ Circular-Keystone. 














FOR JANUARY, 1944 


OPA’s action in bringing suits for fail- 
ure to maintain satisfactory price rec- 
ords was prosecution for a mere tech- 
nicality. This is not the case, Mr. War- 
ner pointed out, because the whole 
structure of price maintenance and ceil- 
ing observance rests upon having avail- 
able complete and proper records of base 
period and ceiling prices. Therefore the 
records cannot be regarded lightly nor 
treated as a minor violation of the regu- 
lation. However, he continued, people 
who voluntarily correct this and other 
violations before OPA takes actual steps 
to force them to do so will be more leni- 
ently dealt with than those who make no 
move to cooperate. 


Describing some of the more common 
violations of the price regulation, the 
speaker discussed at some length the 
“interpretation” of Nov. 24 covering 
* wholesalers of Swiss watches in the 
Greater New York area (see page 166 of 
J C-K for December and page 179 of 
this issue). He told how dummy whole- 
sale firms had been set up in the names 
of relatives or friends of the actual own- 
ers with watches passing from one to an- 
other and a mark-up being added at each 
step till finally the price to the retailer 
was higher than the retailers’ ceiling 
selling price. One lot of 257 watches, he 
said, had gone through four hands in 
two days without the package ever being 
broken. 


Other common violations beside the 
creation of dummy wholesalers, Mr. 
Warner said, have been to choose higher- 
grade goods as “comparable items” for 
establishing prices, the failure to take 
replacement cost instead of original cost 
in figuring markup percentage under 
regulation 3-A, the selection of tradi- 
tionally high-priced concerns as “nearest 
competitors,” substantial cheapening of 
quality for items sold at a certain price, 
and the charging of cash “bonuses” which 





MARCASSITES 


GENUINE SWISS—ALL SIZES 


GENUINE OPALS 


GENUINE AMETHYST 
GENUINE TOPAZ 


MAX SCHUSTER 


10 WEST 47th ST. 
NEW YORK 











PIN HOLES 


are no Problem 
when 


NIASH WELDING SOLDERS: 


are used 


SEAMLESS— 


Ideal for shoulders, shanks and 
sizing. No Grooves after Polish- 
ing. 

For PINK, YELLOW or GREEN GOLDS 


NIASH REFINING CO. 


116 Nassau St., New York 7, N. Y. 





Rich Costume JEWELRY 
Executed in beautiful designs 
in Sterling Silver, with an 
exceptionally Fine Gold Finish. 
Samples sent C.O.D. 
JOSEPH A. RICH 
Manufacturing Jeweler 
62 W. 47th St. New York, N. Y. 








REPAIRING of JEWELRY 


IN ALL ITS BRANCHES 
Also 


SPECIAL ORDER WORK 
ESTABLISHED 1910 


M. J. STERN 


61 Beekman St. New York City 











are not shown on invoices. 





RCH CROWN TAGS 


‘CELLULOID—METAL—PARCHMENT 


Send for Catalog Miustrating 
Our New Improced Line 


18 Crawford St. Newark, N. J. 
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Keftnished 
are Your Expectations 


NOW YOU CAN. GET 
THAT 
SNOW WHITE 
FINISH 
YOU HAVE BEEN LOOKING FOR 
SEND US A TRIAL ORDER 
SATISFACTION GUARANTEED 


WRITE FOR PRICE LIST 


—Business Reply Envelopes Furnished— 
for Mailing in Dials 


Wéw 
DIAL REFINISHING CO. 


SPARKLE 





2617 Maple Ave., Dallas 4, Texas 














40% 


That’s the Dividend This Company 
Is Currently Returning on 
Jewelers Fire Insurance Policies! 


Hep To Dig 
Tue Axis GRAVE, 
Buy More Bonos 
With Wuat You Save! 


Pian now to take that next renewal with this, 
THE JEWELERS OWN COMPANY 











any member of the industry to represent 








FTC Issues Trade Practice Rules 
For Industrial Cataleg Jewelers 


The Federal Trade Commission on 
Dec. 23, in promulgating the long- 
awaited trade practice rules for the 
calalog jewelry and giftware indus- 
try, prohibited the use in advertise- 
ments, catalogs, bulletins, circulars 
or other printed matter, distributed 
to consumers, dealers, purchasing 
agents, cooperative buying groups or 
others, any price marks, price desig- 
nations, or so-called prices or fig- 
ures, words or marks purporting to 
be prices, when they do not repre- 
sent actual bona fide selling prices, 
or which are misleading or deceptive 
in any respect. 


This “deceptive pricing” rule, does 
not prevent the use in catalogs or sales 
literature of figures, letters or symbols 
merely to be the catalog number of the 
item or article listed, which is not ac- 
companied by the dollar sign or decimal 
point indicating dollars and cents or 
does not otherwise purport to be a price 
of any kind. The term “catalog figure” 
may also be used when it is merely for 
the purpose of providing a number and 
figure for computing the dealer’s or pur- 
chaser’s cost, which method is described 
on another page of the catalog. 

It is provided, however, that on each 
page showing such term, number or sym- 
bol, there is‘ prominently set forth that 
the “catalog figure” or the number im- 
mediately preceded or followed by a 
symbol is not a price but is a number 
or code mark from which the selling 
price of the article is determined. 


PRICES MUST BE BONA FIDE 


The rule does not prohibit the show- 
ing of a bona fide suggested resale price 
when clearly and non-deceptively desig- 
nated as a suggested resale price, pro- 
vided that as a resale price it is fair 
and reasonable and is not fictitiously 
inflated or deceptively higher than the 
ordinary resale price in the general 
market for such articles of the grade 
and quality to which the suggested re- 
sale price is applied. 

A rule against misbranding and mis- 

representation bars the making or pub- 
lishing of catalogs, bulletins and circu- 
lars of the use by any other means of 
statements which are deceptive in re- 
spect to any product offered for sale or 
in respect to grade, quality, quantity, 
use, size, weight, material content, origin, 
preparation, manufacture or distribu- 
tion. , 
The rules bar representation by any 
means of ,any one holding himself out 
as a wholesaler, jobber, distributor, 
wholesale distributor, wholesale jeweler, 
manufacturer, manufacturing wholesaler, 
manufacturer’s distributor, importer or 
exporter unless such member actually is 
such representative in respect of all the 
articles or products offered for sale or 
advertised in catalogs. It is also required 
that the representation is within truth- 
ful scope of the designations given. 

It is also an unfair trade practice for 


‘since January, 1943, said Alan Magary, 
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by catalog or otherwise that any 
offered for sale may be secured li: 
or indirectly from such member at | 
usual wholesale price or at Other deg 
Pee price when such is not ! 
act. 
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Eased Supply of Watch Jewek 
Seen in Amended WPB Order 


WPB on Dec. 24 issued conseryatiy 
order M-50, as amended, easing cont 
and restrictions on jewel bearings, Ty 
amended order accomplishes the folly 
ing results: 

(1). Removes all restrictions op 
use of jewel bearings. 

(2). Removes needles, styli, cuttey 
nozzles, supports, tool bits and dies f 
definition as “jewel bearings.” 

(3). Changes the definition of “eo. 
sumer” so that the person who use 
jewel bearings in the repair of watche 
and instruments is not classified 4s 4 
consumer. 

(4). Removes restrictions on the de 
livery, processing, use and sale of sub 
stitute jewel bearings (largely glass), 
so that they will no longer be subject 
to allocation. 

(5). Removes restrictions on the dis 
tribution of natural sapphire and ruby 
as jewel bearing materials. 

(6). Eliminates the requirement for 
filing reports by consumers using ley 
than 500 jewel bearings (whether naturd 
or substitute) per quarter, and quarterly 
rather than monthly reports are required 
by consumers using between 500 and 
10,000 per quarter. 

(7). Eliminates the filing of supplier 
reports by importers of watch jewel 
repair purposes. 

(8). Provides for further elimination 
of reports without amending the order. 

Representatives of the jewel — 
industry received the congratulations 
the War Production Board at a meeting 
the last week in November, when gov- 
ernment and industry officials met to 
map out a production schedule for 194 
Production of jewel bearings for air 
craft instruments, cut from rough sap 
phires, has been upped 370 per cent 


chief of WPB’s jewel bearing section. 














Red Face Department 


Yes, the wrist watch worn by the 
soldier on JC-K’s Christmas issue cover 
was upside-down! Several sha 
readers wrote us about it, and you dont 
need even a six-power loupe to see that 
the 6 is where the 12 should be. 

How come the error? Well, it was this 
way: A waterproof wrist watch is the 
soldier’s No. 1 gift want, and our 
—an honorably discharged soldier—we 
evidently so thrilled at actually ha 
one that he put it on upside-down, am 
neither the photographer nor the editos 
apparently thought of checking up @ 
so obvious a point. é 

Anyway, it escaped everyone’s n0t 
till it was immortalized in print. Wet 
you one of the sleuths that caught it? — 


i 

Pinmann Morrey Jewelers, Inc., is Wt) 
new name of Morrey’s Jewelers, 114 ¥) 
High St., Columbus, Ohio. Gl 
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is Sickles, 1015 Chestnut St., is re- 
eae at Jewish Hospital after an 
or and Mrs. Sol Sickles, 906 Chestnut 
St., recently returned from a visit to 
Brookline, Mass., where they observed 
their 47th wedding anniversary and Mr. 
Sickles celebrated his 72nd birthday. The 
Sickles store, incidentally, is adding 
many new lines, including pottery and 
r goods. 
Pouol tows buyers visiting Philadel- 
hia in recent weeks included Anthony 
Cohen, Chester; Ed Lummis, Salem, 
N. J.; Joseph Braiger, Wilmington, Del.; 
A. E. Schor and J. K. Lewis, Washing- 
ton, D. C.; William Schoppy, Atlantic 
City, N. J.; E. E. Allez, Vineland, N. J.; 
L. A. Johnson, Raleigh, N. C., and 
A. Davidson, Washington, N. J. 
4 Six members of the Horological Guild 
of Philadelphia attended the New Jersey 
State Watchmakers’ convention in New- 
ark, Nov. 28. Delegates attending to ob- 
tain additional information in their fight 
for a State licensing law were Ellwood 
Mayall, Edward Young, Joseph Cair- 
one, Leonard Spinner, Elvin Zettle- 
moyer and Herman R. Pedrick, presi- 
dent of the Philadelphia guild. 
4 Lieut. Edgar J. Gording, son of 
Jeweler H. Benjamin Gording, 716 San- 
som St., recently returned from an over- 
seas assignment with the Army’s chemi- 
cal warfare troops and is convalescing 
at a Butler, Pa., hospital. Lieutenant 
Gording, who withdrew from Temple 
University to assist his father in the 





New Jersey Horos Are Optimistic 
Over Watchmaker Licensing Law 


A watchmaker licensing law for the 
state of New Jersey is a “90 per cent 
sure thing,” predicts the New Jersey 
Horological Society legislation commit- 
tee, of which President Harry Van Laar 
is chairman. The New Jersey RJA is 
now cooperating with the watchmakers 
in their fight for watchmaking legisla- 
tion. Louis Haimann, Morristown, is 
chairman of a general legislation com- 
mittee covering the two groups. 

Strong support for legislation is ex- 
pected from watchmakers and jewelers 
throughout the state, Mr. Van Laar said. 
Last month the committee sent out ques- 
tionnaires, and out of 800 replies only 
two were not in favor of a licensing law 
for New Jersey. Watchmakers and 
jewelers from all over the state ex- 
pressed the hope that such a law can 
be pushed through this year’s legislature, 
which convenes this month. 

A bill will be prepared to present to 
the State legislature the latter part of 
this month or early in February, Mr. 
Van Laar said. The bill will include pro- 
visions for the examination and licensing 
of watchmakers, and will protect watch- 
makers now in the armed forces by 
granting them licenses upon their re- 
turn to civilian, life. 

The group laid plans to campaign for 
legislation at its annual conference which 
was held at the Essex House in Newark 
on Noy, 28, 


Back the Attack—sell War Bonds, and 
more War Bonds! 





FOR JANUARY, 1944 
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store before entering the Army, will 
marry Dr. Frieda Sattell, of Johnstown, 
Pa., on Dec. 26, in Pittsburgh. 

q Gem crystals in the various systems 
illustrated a talk on elementary gem- 
ology by William T. Collison at the No- 
vember meeting of the Eastern Pennsyl- 
vania Guild, American Gem Society, at 
the St. James Hotel. Other speakers 
were Orlando S. Paddock, C.G., of Fred 
J. Cooper, guild president; C. L. 
Thomas, C.G., of Kennett Square, guild 
vice-president; K. W. MacLennan, R. L. 
Grammar and W. L. Chappell. 

q The Philadelphia Chapter of the Na- 
tional Association of Watch and Clock 
Collectors met Dec. 6 at Henri’s. Ernest 
A. Cramer, of S. Kind & Son, presided. 
Among the enthusiasts attending were 
John Bowman, of the Bowman Technical 
School, technical editor, JC-K; J. F. 
Fuchs, New York; Herbert Holt, Rob- 
ert Franks, Edward L. Young, R. E. 
Mayall, Richard Norton, Fred Swein- 
hart, Dr. Douglas Macfarlan, Walter A. 
Fleisher and Secretary Herbert K. Flei- 
sher. The national association plans to 


hold its first election of officers this 
month. Nominated for president are 


Robert Franks, Bryn Mawr, Pa.; Ed- 
ward Ingraham, of E. Ingraham Co., 
Bristol, Conn.; William I. Mulham, 
noted authority on clocks and watches, 
and Jean L. Roehrich, New York watch- 
maker. 





Asks UHA Testing of All Watch 
Models to Determine Accuracy 
At Los Angeles Horos Meeting 

A proposal that the United Horo- 


logical Association set up a laboratory . 


to test for accuracy all foreign and 
American makes of watches was made by 
R. W. Applegate at the November meet- 
ing of the Los Angeles guild of the 
Horological Association of California. 
Mr. Applegate suggested that manu- 
facturers cooperate with the UHA in the 
establishment of such a laboratory, and 
that all imported and domestic models be 


tested at the laboratory. Purpose of the . 


laboratory, Mr. Applegate said, would be 
“to the end that a timing device carry- 
ing the laboratory seal of approval shall 
come to have the same value to the tim- 
ing device as the word ‘sterling’ does 
to silver.” To carry the UHA seal of 
approval, Mr. Applegate said, every 
model would have to meet certain stand- 
ards of accuracy. 

Other speakers were Noel Fletcher, 
John J. Nooyen, W. C. Shute, and E. A. 
Kramer. Thirty new members were ad- 
mitted to the guild. C. C. Moselander 
was the winner of a $25 War Bond do- 
nated by R. P. Gallien. 





Gold, Silver Production Drops 


Production of gold and silver from 
U. S. mines dropped during September, 
1943, the Bureau of Mines of the De- 
partment of the Interior Reports. The 
amount of silver mined in September was 
3,188,863 fine ounces, a drop of .22 per 
cent from the August output. Gold re- 
covered from domestic mines in Septem- 
ber equaled 101,248 fine ounces, a de- 
crease of .47 per cent since August. 





BELMAR CREATIONS 
Watches & Jewelry 
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JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 


We hace served the trade 
since November I, 1894 

















ELGIN — WALTHAM — HAMILTON 
BULOVA — GRUEN . 
REBUILT WATCHES 
of the better kind, for the better Jewelers, 
of every description in Swiss and American 
for ladies and gents.—Orders filled promptly. 
We also carry a full line of watch cases of the 
latest styles in every description at the lowest 
market prices. 
Write for Catalog. 
CENTRAL WATCH MATERIALS & 
SUPPLY CO., INC. 
134 S. 8th St. Phila., Pa. 

















BYARD Ff. BROGA 


Manulecturer of Distinctive Diamond 
Mountings and Wedding Rings 
805 Sansom Street Philadelphia 

















BOWMAN 
Technical School 


for § fer 
Watchmakers 
Engravers, Jewelers 
Ea ae ba Stee 
JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 























Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS, 
? JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA. 
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* Our Wish » 
for 
1944 
for all the world 


* * 








21 WEST 
BALTIMORE ST. 
BALTIMORE, MD. 


“AN INSTITUTION 
of DEPENDABILITY’”’ 


ESTABLISHED 1885 


ALBERT S. SMYTH CO. 


WHOLESALE 
DIAMONDS - WATCHES 


®© JEWELRY ® 
5 HOPKINS PLACE, BALTIMORE, MD. 














Genuine 


PERUVIAN SILVERWARE 


Guaranteed 900 fine — 


Handmade Bracelets, Brooches, 
Charms, Rings, Filigree, etc. 
Orders attended at low cost by 
Air Express. Sample assort- 
ment including freight, etc., 
$30.00. 


ENRIQUE KAUFMANN ROOS 


P. O. B. 886 Lima, Peru, S.A. 
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q Richard Alewine, Atlanta jeweler, has 
recovered from an operatioh.: 

q The 1944 annual convention of the 
Georgia RJA will be held April 26 at 
the Henry Grady hotel, Atlanta. 

4 Half interest in R..A. Boyd & Co. 
Beckley, W. Va., has been purchased by 


Mrs. R. A. Shakelford from H. H. 
Swatts. 
q Mrs. Mildred Caplan Perl, widely 


known as a sculptress, has joined the 
selling staff of Oscar Caplan & Sons, 
207 W. Saratoga St., Baltimore. 
q Beaumont Davison, who for the last 
three years has been a salesman for My- 
ron E. Freeman & Bro., Co., Atlanta, has 
been named vice-president of the firm. 
q S. Judson Mealy, president of the Tri- 
State Jewelers’ Association, is once more 
in attendance at his store at 310 No. 
Charles St., Baltimore, after weeks in 
the hospital. 
q Walter R. Thomas, of Myron E. Free- 
man & Bro. Co., and Lawrence Holzman, 
of Holzman’s, were among 12 Atlanta 
business men serving as chairmen in a 
“Spruce up for Christmas” drive. 
q Faber A. Bollinger, now on leave of 
absence from Claude S. Bennett, Inc., 
Atlanta, has been named head of the At- 
lanta regional office of the National 
Safety Council, which will open Feb. 1. 
4q Burglars who used a wedge to break 
two locks on the front door, entered the 
jewelry. store of George L. Gaines, Lake- 
land, Fla., the week-end of Dec. 5, and 
made away with $4,200 worth of rings, 
watches and jewelry. 

Fred V. Cole, editor of Tue JEweters’ 

mcuLaR-KeystToneE, will discuss “Jewel- 
ry Industry Prospects, War and Post- 
War” at the annual dinner meeting of 
the Norfolk-Portsmouth RJA, Jan. 6 at 
the Monticello hotel, Norfolk, Va. 
q Election of a president of the James 
R. Armiger Co., 310 N. Charles Street, 
Baltimore, to succeed the late S. Frank 
Pearson, who died Oct. 25, i§ still being 
deferred, and the vacancy may not be 
filled until after the turn of the year. 
q Roberts Credit Jewelers, Baltimore, 
have sent 2500 decks of playing cards 
for men in service overseas. The Ameri- 
can Legion took care of the shipping. 
The store also has been supplying play- 
ing cards to all six branches of the USO 
in Baltimore. 
q Leon Levi, jeweler at 316 W. Lexing- 
ton St., Baltimore, has been active in 
tying up advertising with patriotic, pro- 
motional angles. One recent advertise- 
ment traced the history of a romance 
which started in a defense plant and 
ended with the purchase of nuptial jew- 
elry at Levi’s. 
q Homes of two Atlanta retail jewelry 
firms, Schneider & Son, 109 Peachtree 
St., N.E., and Maier & Berkele, Inc., 111 
Peachtree St., N.E., changed hands re- 
cently when the properties were pur- 
chased by R. A. Calvert, of Atlanta. 
Purchase price for the two properties 
was more than $200,000. 
q A. E. Serenco, Paris, Tenn., jeweler, 
has paid $4,000 in over-charges to the 
United States Treasury. The OPA found 
that he had charged customers $4,000 too 
much on used and rebuilt watches, sell- 
ing for approximately $13,500. When 
Serenco did not have a list of, customers 
to whom he could refund the money, he 








was permitted to pay it to wie 1 
States instead. es a B ja 
q The Beck Jewelry & Optical Co, Loy ¥ 
ville, was fined $600 and $40 costs, eval 
its manager was fined another $20, ag ithe 
Federal Court, on guilty pleas to yig| th 
lating OPA regulations. The wh 
ment charged the concern with gellm, & {°° 


an alarm clock for $4.95 on which pri 


ceiling price was $1.65, and a watch for alo 


$29.75 on which the ceiling was $15.75, 


The company recently was cited after tive 
consumer went to OPA with a 3 wh 


which he claimed was sold to him at tes 


advanced price. 


q With disclosure of the arrest in cy § 


cago of a former employee of the com 
pany, the FBI has announced that it ha 


solved the $80,000 robbery of the Merbler a 


Jewelry Corp., Pensacola, Fla. 





took place on Oct. 7. The man arrested | eff 
in Chicago on charge of stealing an auto ws 
mobile, is said to have confessed the th 
jewelry store robbery, packing the je § 
elry in nine parcles and shipping it tp | 
himself in Baltimore. He is said pe ™ 
be wanted for thefts from former em oF 
ployers in Syracuse, Cincinnati and Ha. § 
risburg. a WF 
tpseedicedite ap 
§ de 
i wh 
Hamilton Honored for Second Time § ws 
With Army-Navy Production Award } {° 
The Hamilton Watch Co., Lancastey § wi 
Pa., producer of the first American-made § tr: 
marine chronometer, won a star for ig § pr 
Army-Navy “E” pennant last monthwhen § th 
the war production award bestowed om 
the company last June was renewed for} w; 
another six months. Hamilton is nw# § wy, 
per cent devoted to war production, and (1 
makes navigation and fire cont | le 
watches, map measures, time fuzes, and § Y 
other precision instruments and timing § ce 
pieces as well as chronometers. sa 
Adm. C. C. Bloch, chairman of the § sa 
Navy Board of Production Awards, note 9 at 
fied the company of the renewal. 
Commented Capt. J. F. Hellweg, se § is 
perintendent of the U. S. Naval Ob § p 
servatory, “I wonder whether you fully § ct 
appreciate the tremendous importance § w 
of your chronometer work. For years § 4 
and years the United States has ben § V 
dependent on European countries for all § tt 


of its chronometers. Now, thanks to all” 
you Hamilton people, we have thrown” 
off the yoke.” 
Said Adm. Bloch, “The Navy Depart 
ment extends to each and every man 
woman of your company its hearty com” 
gratulations on their accomplishment and 
desires to express a fervent hope that” 
future production will be even more oul” 
standing.” 





Timers Freed From Import Curb 


The War Production Board on 
11 freed wrist chronographs from imp 
controls. 

Whether this will result in the ar 
of more chronographs from Switze 
is obscure. The Axis does not official 
countenance the export of timers 
complicated watches from Switze 
though some have arrived here by 4 
vious ways. 
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tion last month of the Office 
by og Administration’s “interpreta- 
Hoa” of Nov. 24 (page 166, JC-K for 
December), which ruled that New York 
wholesalers of “nondescript” Swiss 
watches must set their selling prices at 
the same levels as importers, revealed 
that the “interpretation” leaves the 
wholesalers open to a triple damage suit 
for three. times the difference between 
prices they have been charging right 
along and importers ceilings. 

As JC-K went to press, an authorita- 
tive source in the trade said that one 
wholesaler is expected to soon push a 
test case, asserting that the “interpreta- 
tion” is discriminatory and unconstitu- 
tional under the “ex post facto” provi- 
sion of the United States Constitution. 
OPA’s view is that the new ruling is 
merely an interpretation of the General 
Maximum Price Regulation which took 
effect May 11, 1942, and that “the inter- 
pretation merely states what the regu- 
lation requires of sellers on and after 
that date.” 

The interpretation affects only the 
sales of so-called “nondescript” watches, 
OPA pricing officials pointed out. A 
wholesaler of both nationally advertised 
watches and “nondescript” watches need 
apply the importers’ ceiling to his “non- 
descripts” only. Queried on just exactly 
what constitutes a nationally advertised 
watch, OPA dumped the hot potato in 
somebody else’s lap with the answer 
“Nationally advertised watches are those 
which were commonly known to the 
trade as such in March, 1942. Trade 
practice during that month determines 
the answer to such questions.” 

Just what will happen to the stocks of 
watch wholesalers of “nondescript” 
watches is anybody’s guess. They can 
(1) sell them at the importers’ ceiling 
level; (2) sell them outside the New 
York metropolitan area, using as their 
ceiling prices those charged by whole- 
salers in the area where they make the 
sale, (3) lay them away in a locked box 
and toss away the key. 

The “interpretation,” OPA explained, 
is designed to put a stop to the price 
pyramiding that results when a daisy 
chain of wholesalers passes along a 
watch, each wholesaler taking a profit 
and handing it on to the next in line. 
When the watch finally reaches a retailer 
the price has sometimes doubled or 
tripled, OPA said. 

Wholesalers may sell outside the New 
York City area at ceilings based on those 
of their nearest competitor in the area of 
sale, OPA said. That is, a New York 
wholesaler can pack up his watches and 








B. G. Rudolph, NACJ Chief, 
Named to OPA Advisory Group 


OPA recently announced the appoint- 
ment of B. G. Rudolph, president of 
Rudolph Bros., Inc., Syracuse, N. Y., to 
its Retail Jewelers’ Industry Advisory 
Committee. 3 


OPA said Mr. Rudolph has been added 
to the committee, previously composed of 
nine members, “to give fuller representa- 
tion to that portion of the trade which 
Specialize in selling on credit.” Mr. Ru- 
dolph is president of the National Asso- 
ciation of Credit Jewelers. 
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Ordered to Price at Importer's Level, One New York 
Watch Wholesaler Reported Ready to Fight OPA in Court 


sell them in another city, basing his ceil- 
ings on those of his nearest wholesale 
competitor in that city. However, whole- 
saler and retailer can’t just step over 
the border and transact a sale at whole- 
sale prices—that would be considered an 
evasion of GMPR, OPA spokesmen said. 
Out-of-town wholesalers who want to 
sell in the New York market will also 
have to use the importers’ ceilings. 


OPA contends that in March, 1942, the 
only watches sold at wholesale in the 
New York City area were sold one at a 
time, usually as an accommodation. 
Therefore, say OPA’s pricing wizards, a 
wholesaler who now sells in bulk is in the 
same class of seller as the importer and 
must pick the importer as his nearest 
competitor in establishing his ceiling 
prices. He can’t base his ceilings on 
sales he himself made in March, 1942, 
OPA says, unless the sales were “in sub- 
stantial quantity.” 


Job in the Jewelry Business 
No Longer Puts Draft-Age Men 
At Top of Induction Lists 


Wearing khaki for Uncle Sam became 
less of a sure and prompt matter for 
draft-age fathers employed in the jew- 
elry and allied industries, when on 
Dec. 10 the War Manpower Commission 
revoked its list of non-deferrable activi- 
ties and occupations, in compliance with 
new draft legislation signed by the 
President on Dec. 9. 

Induction of all registrants placed in 
class 1-A, class 1-A-O or class 4-E be- 
cause of their employment in non-defer- 
rable work was postponed until such 
time as their number would be reached 
by the local draft board. 


Fulltime watch and clock repairers 
continue on the “essential” list, and can 
be deferred if the local board decides 
that their civilian employment is “re- 
quired for the minimum essential needs 
of the community.” 

Neither the War Manpower Commis- 
sion nor Selective Service furnished fig- 
ures on how many fathers had been 
drafted because of their employment in 
the iewelry industry, between Sept. 1 
and Dec. 10 when the heat was on “non- 
deferrable” fathers to either get jobs in 
essential war work or face induction. 


The now-revoked non-deferrable list 
included all occupations in the following 
manufacturing activities: Costume jew- 
elrv; greeting, souvenir, visiting and 
picture post cards; jewelers’ fixings and 
materials; jewelry; jewelry cases; lapi- 
dary work (non-industrial); novelties 
manufactured from materials of any 
kind, such as fancy boxes, and contain- 
ers, souvenirs, figures, models, carvings, 
ornamental shoe buckles, albums. costume 
novelties, etc.; silverware and plated 
ware (non-industrial), and smoking ac- 
cessories. such as cigarette and civar 
holders, boxes, cases, lighters; smoking 
stands and tobacco jars. 

Also non-deferrable were all occupa- 
tions in the wholesale and retail sale of 
jewelry, novelties and antiques. 





Ask: “How many War Stamps with 
your change?” 

















WHAT'S IN STORE 
FOR 44...? 


The War is riding the rails . . . so this 
year, like last, our salesmen will not be 
traveling. We know you understand ... 
and be assured that U. S. salesmen will 
be coming your way as soon as condi- 
tions permit. 





We again ask our customers to follow 
the same policy as in 1943 . . . that of 
coming in and selecting your share of 
the merchandise available. Naturally, 
choice jewelry items are scarce, but 
there's always a desirable selection of 
profit-making merchandise for our cus- 
tomers at our showrooms. We are con- 
stantly refreshing and refilling our stocks, 
and we have hopes of getting many new 
ideas in quality merchandise. 


YOU'RE ALWAYS 
"WELCOME" 
AT THE 
U.S. SHOWROOM “S27 
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WATCHES: | * Ma “DIAMONDS 
CLOCKS - JEWELRY : SILVERWARE 
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Specializing 
in 
Cutting Semi-Precious 


STONES 
in quantity 
PHILIP F. POPOLLA 


Imports—Lapidary 
33 W. 46th ST. N.Y. CITY 
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FOR DEPENDABLE 
ENAMELING 
ON YOUR 
EMBLEMS and NOVELTIES 
SEND THEM TO 
MANUFACTURERS SUPPLY CO. 


174 Chestnut St. Providence, R. |}. 











NICKEL SILVER 
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SAVE AND BUY WAR BONDS 
STERLING SILVER IDENTIFICATION BRACE. 
LETS 0 $84.00 


TCH 6.00 
GOLD PLATE OR STERLING EMBLEMS FOR 
CEMENTING OR SOLDERING TO ANY PIECE 
$1.00 to $3.00 


OF seeds 14 
OR COMPLETE LIST 








i] 
H.L. HIRSH ry co. 183 Eddy St., Providence, R. I. 








MASSACHUSETTS 
SCHOOL OF OPTOMETRY 


Four-Year Day Course 


For further information address 
Administrative Office 


1112 BOYLSTON STREET 
Boston, Massachusetts 
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qThe annual banquet of the Boston 
Jewelers Club will be held at the Copley 
Plaza on Feb. 5. 

4q The John & George H. Bliss Inc., Nor- 
wich, Conn., jewelry store has been trans- 
ferred to C. E. Wilson. 

4 William Jones, formerly a partner in 
C. H. Singleton & Co., Boston, is now 
operating a farm in Andover, N. H. 

q Montgomery Reed, who _ resigned 
from Kennard & Company, Inc., Boston, 
some months ago, is now working at 
Shreve, Crump & Low Co. 

qA. Stowell Co., Boston, was closed all 
day on Saturday, Nov. 27, in memory of 
its treasurer, S. Doane Cook, who was 
drowned in a duck hunting accident off 
of Cape Cod. 

q Two new jewelry firms have been 
formed in Providence, R. I. They are 
the Ross Mfg. and Jobbing Co. of 148 
Summer St., and the Washington Pearl 
Co., 116 Broadway. 

¢ As chairman of the Providence United 
Jewish Appeal Committee, Archibald 
Silverman, of Silverman Bros., acted as 
toastmaster at the initial gift dinner in 
Providence Dec. 12. 

q Leslie Briggs, diamond setter and 
jeweler who had an office at one time in 
the Jewelers building in Boston and left 
the trade to take a war job in the Navy 
Yard, is now back working with Thomas 
Long Co. 

4 Among those attending the recent con- 
ference of the United Horological Asso- 
ciation of America at Denver, Colo., 
were Col. William H. Bright of Wal- 
tham, Mass., national President of the 
Association, and Emanuel Seibel of 
Bridgeport, Conn. 

q Richard Diver, of New London, Conn., 
a watchmaker at the Poudrier jewelry 
store, has enrolled for a C. G. course at 
the Gemological Tnstitute of America in 
Boston. Elmer H. Kipp, of J. & S. S. 
DeYoung has also enrolled for a grad- 
uate member course. 

q Uptown Boston a have held to 
the summer closing hours—9:30 in the 
morning to 5 in the evening—even 
through the Christmas season, and ap- 
parently find that their particular type 
of trade may be accommodated without 
difficulty within those hours. 

q The offices of Otis, Inc., of Providence 
have been completely remodeled. Edward 
O. Otis, Jr., executive secretarv of the 
New England Manufacturing Jewelers’ 
& Silversmiths’ Association, is president 
of the firm. Mr. Otis was named recent- 
ly to the Providence Postwar Employ- 
ment Committee. 

q D. C. Percival & Co., Boston, gave 
a farewell party for James T. Hossley, 
manager of the watch department, on 
Dec. 12 at the Parker House. All of his 
associates turned out for the occasion. 
There was music and refreshments, and 
Mr. Hossley left for Camp Devens and 
the Army on Dec. 14 with pleasant mem- 
ories of a fine send-off from his friends. 
qThe Jewelry department at Jordan 
Marsh Co., Boston, has announced a new 
“jewelry brokerage service,” inviting cus- 
tomers to bring in jewelry for appraisal 
without charge, to be sold, if the cus- 
tomer wishes, at Jordan’s diamond cen- 
ter. For those who find it impossible to 
bring their jewels in personally, the 
store has offered to handle the transac- 
tion by mail. 








q While the labor problem continy 
serious in Rhode Island jewelry y 
most manufacturers report that the sity 
ation has not worsened in the past m 
The Federal Reserve Bank of Boston 
ports that November payrolls in Rhy 
Island jewelry and silverware fach 
were 1.2 per cent above October 
about even with November of last 
Opinion among manufacturers is that 
industry has weathered 1943 jn 
stride. 
q Many Providence jewelry stores 
ported a record Christmas volume 
sales although some lines were 
Higher-priced merchandise was in 
demand, reflecting war workers’ inflg 
income. Meanwhile, some stores ture 
away watch repair business in the 
of starting the new year with a sham 
reduced backlog. Servicemen continues 
get preference. Although store sto¢ 
have been badly depleted by the Chrig! 
mas turnover, many proprietors are % 
unduly pessimistic as to 1944’s a 
q Next meeting of the Boston Gui 
the American Gem Society will beh 
on Jan. 18. Attending the last meetin 
on Nov. 18 were: Forest Davidson, Pre 
dent of Thomas Long Co.; Mrs, Ella ji 
Bird, Peterson’s, Needham; , 
Horne and Howard Preston of Longy 
Francis Carson, A. Stowell Co.; Ti 
Soucy, S. M. Nathan, Fitchburg; Mont 
gomery (Jack) Reed, Shreve, Crump 
Low Co.; Heywood Macomber, and § 
Tyack, also of Shreve’s. Dr. Edwan 
Wigglesworth, president of the society 
presided and conducted a gem quis,” 
q The contribution of Boston jewelem 
the success of the United War Funda 
drew praise from Fund officials. 
Edward Presbrey, president of 
nedy’s Clothing Co.. and chairman of the 
Fund retail division: “The Jewelers’ Re 
tail group made an excellent showing ™ 
der the chairmanship of Adrian 
perance. The group exceeded its q@ 
of $9000 by more than 20 per cent.” Mr 
Presbrey also expressed appreciation f 
the work of the wholesale group, und 
Emanual Alberts, which reached it 
quota “even under the adverse condition 
prevailing in the wholesale jewelry tradi 
this year.” Said Daniel Bloomfield 
manager of the Retail Trade Board 
and in charge of the drive: “Both group 
did a magnificent job!” 
4 Proof that the Boston Jewelers Cli 
custom of sharing its annual beefs 
dinner with servicemen is 100 per cet 
worth while was in a recent letter t 
John S. Kennard, vice-president of the 
club, from John A. MacPhee, chief sp 
cialist of the U. S. Navy. Wrote thé 
young Navy man: “What a time you di 
give us! I’m a New Yorker, but 
never been to a night club. I never cout 
afford it. Now, thanks to you, I hav 
finally arrived. And to think it had t 
be in good old Boston—the best ‘libe 
town for the Navy.’ Believe it or not, J 
didn’t know steaks grew as thick, jue) 
and tender as that one we had at the 
Latin Quarter. Now I almost drool a} 
think of that mushroom sauce—umm 
ah, that is worth fighting for! And wi 
the backing of such fine men on the holt 
front, it’s a pleasure to be in ™ 
service.” 
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by Walter Galli 





STRANGELY ENOUGH 
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On 1670,A GERMAN ALCHE- 
MIST NAMED BRAND, LIKE 
MANY OTHERS, WAS TRYING TO 
TURN BASE METALS INTO GOLD. 
TO PUT THE "FINISHING 
TOUCHES"ON A STRANGE 
MIXTURE OF HIS, HE RUBBED 
17 BETWEEN TWO SHEETS 
OF ROUGH PAPER, AND == 
FLAMES BURST FORTH! IT 
WAS PHOSPHORUS # LATER 
STICKS DIPPED INIT BECAME 
THE FIRST MATCHES #! 











Who Will Sell the Gigantic Surplus of War Goods? 
Not Wildcat Upstarts, Declares the Patman Committee 


“The problems and the loyal attitude 
of small firms during this present war 
are too well known to require additional 
comment at this time. It is my personal 
hope that the Congress will soon give 
full recognition to this question of the 
Patman, Democrat of Texas. Repre- orderly disposal of surplus war goods in 
sentative Patman in an interview with such a manner that no such hardships 
JC-K outlined the work he thought the may be worked upon recognized dis- 
committee should set out to do and the tribution channels at the expiration of 
Congressional action which should be this war. 
taken with regard to surplus war goods 
which may have a valuation of $50,000,- 


, 
Mr. Patman said: 


“At the conclysion of the last war 
Speculators armed with cash ‘resources 
were able to acquire vast stocks of sur- 
plus government supplies. Almost im- 
mediately after acquisition of these 
stocks, they were reoffered upon the re- 
tail markets with a resultant disruption 
of normal business then being done 
through recognized trade channels. 


Providing a plan for the distribution 
of surplus war property and _ the 
demobilization of the armed forces, the 
House Small Business Committee has 
opened hearings on HR 3200, introduced 
by the committee’s chairman, Wright 


“Congress has a two-fold duty in this 
respect, in my opinion. It should first 
establish a procedure which will prevent 
the ‘dumping’ of this probable surplus 
upon existing markets at anything like 
the bargain prices which governed such 
sales after the last war. Second, it should 
require that such sales, as far as possible, 





tail and wholesale channels in the par- 
ticular industry groups most interested 
in the handling of the particular prod- 
ucts in question.” 
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New Edition—Bridal 
Etiquette 


"How to Plan a 
Beautiful Wedding" 


with wartime 
Military Wedding Information 


Maintain your store reputation 
as Bridal Headquarters with this 
authoritative book 


New important chapter on Military 
Weddings, Military Etiquette, new 
illustrations, Dress Guide, Trousseau 
and Household Records, Sterling and 
China Records, Gift Record. Answers 
1,000 questions: Rings, bridal gowns, 
gifts, flowers, ceremony, guests, dia- 
grams. 96 pages. 


$40.00 per 100, less in larger quan- 
tities. 

Send 25c for sample on business let- 
terhead. 


SALLIE NEWTON 


4833 Caroline Houston 4, Texas 








FENGRAVING - ENGINE TURNING 


| DAT LEAT AL BROCADING 
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NORTH ATTLEBORO ENGRAVING CO 


\TTi kO L.S..5 





‘ 










Sold only direct 
to Retailers 








Cont : 


250 Sterling Charms in Illustrated Catalog on request 


WELLS MFG. CO., ATTLEBORO, MASS. 














be made to and through recognized re- | [¥ 


REED & BARTON 


SILVER POLISH 


A superior polish—made by 


— for jewelers’ use and re- 
sale. 

Freight now prepaid in U. 8. in 
specified minimum lots — 
receiving full 100% pront. 

REED & BARTON - Taunton, Mass. 








“Fine English” 
~ SILVER POLISH 


Tested and approved by leading silver 
houses—Amazing Working qualities— 
Finest—Most Efficient Polish developed 
by latest scientific research—Sold in 
bulk for trade—retai!l sales. 
8 oz. bottle 50¢ Keystone List. 
Write for free sample. 


WONDER CHEMICAL CO. 
545 Third Ave. Brooklyn, N. Y. 
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{ 22 Patterns Sterling Silver 
5 ANCHESTER 
SILVER COMPANY 

Providence Rhode Island 
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for 
Victory 





Critical metals, steel — brass—nickel 
— lead — cadmium— zinc—etc., have 
gone to war. 


The nation’s labor has followed, de- 
voting their efforts to the production 
of necessary war materials and essen- 
tial civilian goods. 

Let the dollars join in this Home 


Front effort to insure the Victory— 
BUY WAR BONDS. 


FH. NOBLE & COMPANY 


Manufacturers 
559 W. 59th St., Chicago, Illinois. 

















Gold=Silver 
PLATING 


“ASK ABOUT” 


[HODAN IZE 


TRADE MARK REG. U. S PAT. OFF 





Silverware 


REPAIRED & PLATED LIKE NEW 


Swartz & Co. 


10 S, Wabash Ave. CENtral 6089 ~ 


Sucomparable 


BECKER-HECKMAN CO 
29 E. Madison St. 
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q Charles Burley, manager of the dia- 
mond department of Benjamin Allen & 
Co., was called to Toronto, Canada, on 
Dec. 14 on account of the serious illness 
of his father. 

q 1. Josephson, who has operated a 
watch repair business for the trade at 
5 S. Wabash Ave., as Josephson & Co. 
for several years, is now located in larger 
quarters on the 9th floor of the Hey- 
worth building, 29 E. Madison St. 

q Harry Stegeman, Wadsworth Watch 
Case Co., Dayton, Ohio, came to Chicago 
last month to visit his grandson, George 
L. Cullis. “Larry,” who has just finished 
his boot training at Farragut, Idaho, was 
spending a few days with his father 
George Cullis, of the Henrietta Chicago 
office, before assignment. 

q The rooms of the Jewelers Club of 
Chicago were given a modern, daring 
new decoration prior to the big Christ- 
mas party on the afternoon of Dec. 24, 
and jewelers visiting Chicago will now 
find this club more attractive than ever 
with new rubber flooring and artistic 
decorations of walls and ceiling. From 
noon on the 24th, members and friends 
gathered for friendly greetings and to 
partake of appetizing food and cheering 
refreshments. 

4 Officers and employes of Stein & EIl- 
bogen Co., wholesale jewelers, honored 
their associate of many years, Louis 
Engel, upon the occasion of his 88th 
birthday on Dec. 1. Mr. Engel, who was 
born in New York and started his jewel- 
ry career with Freund, Keller & Co. 
New York, in 1872, has been with the 
diamond department of Stein & Ellbogen 
for many years and will be found in his 
office from 9 A. M. to 5 P. M., every day 
regardless of weather conditions. 

q Two of the industry’s golf stars made 
news last month, at the annual meeting 
of the Chicago District Golf Association. 
Thomas G. McMahon, vice-president of 
Thomas J. Dee & Co., refiners, received 
well-earned praise from the press, in 
tribute to his two terms as CDGA presi- 
dent. “Under his leadership,” said the 
Chicago Tribune, “the CDGA has be- 
come the No. 1 golf association of the 
country.” R. Schell Hulbert, Chicago 
manager for Oneida, Ltd., was elected 
vice-president. 

4q At the annual meeting of The Golden 
Roosters of Chicago held on Dec. 21 in 
the rooms of the Chicago Jewelers Club, 
Jack Casey, N. J., was elected chanti- 
cleer; Al Lauschke, Thomas J. Dee & 
Co., keeper-of-the-nestegg, and Irving 
Jensen, N. J., scratcher. Ex-chanticleer 
Herbert Jacobs, Forstner Chain Corp., 
announced that the annual dinner dance 
of the organization would be held Feb. 
12 in the grand ballroom of the Stevens 
Hotel, at which time the newly elected 
officers will be installed. 

q High-ranking Army and Navy officers 
will be guests at the Chicago Jewelers’ 
Association’s 70th anniversary banquet, 
the night of Jan. 8 at the Stevens hotel. 
“At least one man in uniform at every 
table,” is the slogan of the social rela- 
tions committee, headed by Dave E. New- 
man, who urged members to invite ser- 
vice men as guests. The usual hospital- 
ity hour, 6 to 7 p.m., will precede the 
banquet, and souvenirs of “outstanding 
merit and interest,” long traditional with 





CJA, will be resumed this year 
their elimination for the first time g 
ago. 

q An interesting meeting of the cy 
Credit Jewelers Association was held ; 
the Covenant Club Dec. 1 with a 
attendance. President Valentine J 
Jones & Baumrucker Co., annoy 
that the speakers of the evening 
sented the watchmakers’ organizat 
and introduced J. F. Macke, 
trustee of United Horological] 

tion of America, who het ba Ps 
much time to the effort of Securing 4 
watchmakers’ law in Illinois. Mr, yf 
asked for both the moral and active 
port of the Credit Jewelers Association, 
briefly outlining the advantages to sto, 
owners with such a law in effect, 
then introduced Ben Heald, Milw 
secretary of the Wisconsin Board of Ry. 
aminers in Watchmaking, who told of the 
successful operation of the watchmakes 
law in that state for nearly seven year 
and the benefits derived, and said they 
would become more evident the ] 
the law is in effect. S. G. Browlin, Gh. 
cago, chairman of the Illinois Wate. 
makers Guild, pointed out the protectin 
of the public and reputation of jewel 
resulting from a regulation measure ad 
urged cooperation in securing the ena. 
ment of the law. After a d 
President Jones assured them the dire. 
tors would give the matter consideratin 
and take such action as seemed best. 
Begeman, 4148 Archer Ave., was elected 
to membership. The association donate 
$100 to the War Fund. The association 
resolved to recommend to members ant 
all jewelers of Chicago that no jewelry 
store in the city should be open for bui- 
ness on any Sunday. 
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H. McCormack 50 Years a Jeweler 





Harry C. McCormack, vice-president 
of T. C. Tanke, Inc., Buffalo, this month 
will join the mythical Jewelers’ Halt 
Century Club in honor of his 50 years 
in the jewelry business. Before joining 
the Tanke organization in 1918, Mr 
McCormack was employed for thre 
years by a jeweler in Binghamton, N. Y 
his native city, then for 20 years 
Theodore A. Kohn & Son, Inc., Fit 
Ave., New York retailers. During tt 
latter connection, he designed jewels fo 
Enrico Caruso, David Belasco, Willia 
Gillette and other notables. In 1911, 
opened his own jewelry business in Fit 
Ave., near 45th St. 

Retire now? Not for Mr. McCormat 
“In this business,” says he, “years 
no detriment. A man’s value incre 
with his experience.” 

















Say: “How about tacking a Wa 
Bond on your bill?” 














Your JospBper Has “) 


NEWALL & 
“Quality Findings"C 












The Newall Mfg. Co. - Chicago” 
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Two brothers and 
cousin in the Army. 
They believe m 
War Bonds to lick 
Hitler 
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They’re In the Army Now 











PFC. WILLIAM GOLDRICH, ABRAHAM GOLDRICH, AND JERRY ROLNICK 


¢ Charles Goldrich, jeweler at 4405 13th 
Ave, Brooklyn, has three stars in his 
window. Pfc. William Goldrich is in the 
Amny, and is studying engineering as 
special training. Abraham Goldrich, who 
is not yet 19, left college to enter the 
Army. A skilled watchmaker, he hopes 
to be assigned to special ordnance work. 
At present he is in the Rainbow Divi- 
sion. Jerry Rolnick, Mr. Goldrich’s 
nephew who has been a part of the Gold- 
rich household since he came to this 
country from Europe, is now proud to 
be a citizen, and is serving in the Army 
overseas. All three boys are sending 
home part of their pay to be invested in 
War Bonds. 

4 Now serving with the Army overseas is 
Maj. Harry D. Henshel, secretary of the 
Bulova Watch Co. While in this country 


MAJ. HARRY D. 
HENSHEL 
Overseas with the 
Army 





Maj. Henshel was liaison officer for small 
war plants, and was stationed with the 
Air Service Command at Patterson 
Field, Ohio. 

q From the Philadelphia sector: Sgt. 
Samuel Kressen, former salesman for 
Samuel Lashof & Co., recently returned 
home on furlough. He is stationed with 
an armored division at Fort Riley, Kans. 
.- + Tech. Sgt. Armand Jacoby, attached 
to an Army Air Forces communications 
corps, visited former fellow employees 
at Jacoby & Weiss, during a 10-day fur- 
lough from a southern camp... . Tech. 
Sgt. Fred Weisberg, ex-salesman for the 
House of Milner, recently returned home 
from El Paso, Tex., on a 15-day fur- 
lough. .. . Staff Sgt. Al Cohen, formerly 
a salesman for Albert E. Price, has been 
transferred to California from Hawaii. 

q Reynold J. Wolff, proprietor of the 
New York stone importing firm of Wolff 
& Son, 68 Nassau St., has been in Uncle 
Sam’s Army since Sept. 16, and is at- 
tached to a searchlight battalion in 
Washington, D. C. Norbert F. Wolff is 
carrying on the business. 
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q Nathan Estrin, 


Mo. 
jeweler, and Mrs. Estrin were thrilled at 


Lexington, 


the movies. A newsreel, depicting the 
landing at Attu Island in the Aleutians, 
showed their son, Ist Lt. Dick Estrin, 
riding on top of a tank. 

q Milton M. Joffee, northeastern sales- 
man for Silbermann, Kohn & Wallen- 
Stein, Inc., 216 E. 45th St., entered mili- 
tary service Dec. 27, and is looking for 
mail already. 

q William C. Sylvan, formerly of Sylvan 
Bros., Columbia, S. C., has been pro- 
moted from captain to major, U. S. 
Army. 

q Robert F. Barr, proprietor of South- 
ern Wholesale Jewelers, Valdosta, Ga., 
and past president of the Georgia RJA, 
has been inducted into the Navy. 

q Charles W. Becken, 17-year-old son of 
A. C. Becken, Jr., Chicago wholesale 
jeweler, has been accepted for Naval 
Aviation V-5 as of February, when he 
will be graduated from high school. 

q Steve Lucas, former sales representa- 
tive of the Lasko Strap Co., New York, 
and who is now in the armed forces, is 
the father of a daughter. 

qLt. Philip Chase, formerly of Shreve, 
Crump & Low Co., Boston, who has been 
serving in the Coast Guard on convoy 
duty for a year and a half, was in to 
call on his former associates during shore 
leave in November. 

qPhillip Friedel, Jr., who formerly 
worked in his father’s store at 733 Wal- 
nut St., Philadelphia, is stationed at an 
Army base near London, England. 

q Proud of being a second lieutenant in 
the Army is Philip Beck, formerly of the 
sales staff of the Arrow Mfg. Co., Hobo- 


LT. PHILIP BECK 
With anti-aircraft 
unit 


ken, N. J. He received his commission 
at Camp Davis on Oct. 21, and will be 
attached to anti-aircraft at Camp Haan, 
Cal. 





Back the Attack—sell War Bonds! 





FEINSTEIN BROS. 


+ Jobbersin + 
Watch Materials and Supplies 
Federal Finished Crystals— 
Optical Goods 


5 South Wabash Ave. - - Chicago 


WATCHES—New and rebuilt 

WATCH CASES—A case for every 
movement 

STRAPS for any case 

WATCH and RING BOXES 

J-B WATCH ATTACHMENTS 

TOOLS—New and used 

ZENITH Cleaning and rinsing 
solution 

NEW ADDITION to our repair 
department 

SEND your movement—we will 
rebuild in the latest style case, 
with modern dial. 


HIGHEST PRICE paid for old and 
new movements and tools 








CHAS. ASCHERMAN 
AND COMPANY 





Wholesale Jewelers 





503-7 Hippodrome Bidg. 
CLEVELAND 14, OHIO 




















ACTION 
LL ATTRACTS 
PAULSON REVOLVING 
4 RING DISPLAYS 
Vy SPARKLING MIRRORS 


HENRY PAULSON &@ CO. 
CHICAGO 


~ | 








37 SO. WABASH AVE 








WANT ADS 
It pays to use Jewelers’ Circular- 
Keystone Classified Ads 














fice WATCH CO. 


S S.WABASH AVE. CHICAGOILL. 


USED WATCH 








MATERIALS =z 
Tl 
USED MOVEMENTS 1| ° 
Good Condition 2 = 
Good Diais 
O-Size Elgin, 3 
J $2.50-150,$8 50 RICE > 
Size Hunting, ase £ 
in, Wal NEW MATERIALS 5 
8 Size O.F. Wheels, pinions, 
Elgin, Waltham — pallet forks, etc., 
7J,$1.50—15J,$2.00 | for all watches. 
6 Size » Wal- | Send sample of 
tham, a what you want! All 
7410 os 00 Cone Remit 
. ctory. 
65,32. 153, $2.50 only if satisfactory 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








MORRIS GOLDSTOCK 
203 CLARK BLDG., PITTSBURGH, PA. 
WATCH CASES, DIALS, WATCH 
MATERIALS, JEWELRY BOXES, SOLDERS, 
FINDINGS, OPTICAL SUPPLIES 








J. B. BERNSTEIN CO. 
Wholesale Jewelers 
DIAMONDS and MOUNTINGS 


502 Clark Bldg. Pittsburgh, Pa. 





a! 





LANDAW BROS. 
Watch Materials and 
Jewelers Supplies 
406-407 Clark Building 
PITTSBURGH, PA. 














U. S. Optical Industry's Growth 
ls Tremendous Since 1940 


From infant to giant in less than three 
years is the 1940-43 story of the optical 
industry in the United States. 

In 1940 this country ‘imported more ' 
than $600,000 worth of optical glass, 
lenses and instruments, according to the 
Department of Commerce. Government 
sources reveal that domestic production 
was valued at $10,000,000 to $15,000,000. 
The bulk of high quality optical devices 
used in this country in peacetime was 
imported from Germany. 

Today, the value of optical lenses and 
systems alone amount to more than 
$100,000,000 annually, and if instruments 
and military weapons and glasses are 
included the United States output is 
worth several hundreds of millions of 
dollars, according to War Department 
sources. The best peacetime optical year 
was 1929 when more than $40,000,000 
worth was made. 





Clyde Ritter, jeweler of Bridgeton, 
N. J., has retired and sold his store to 
Carroll J. Riley, who will conduct the 
business under the name of Carroll’s 
Jewelry. Mr. Ritter, who is 79, has been 
in the jewelry business for 60 years. 
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q Back behind the counter of Rogers 
Credit Jewelers, 812 Liberty Ave., after 
a month’s illness, is owner Louis B. 
Levinson. He says it is a vacation to 
be back at work. ‘ 

q James Trader, manager of the Pitts- 
burgh branch of C. & E. Marshall Co., 
505 Clark building, and Mrs. Trader, 
entertained the employees of the firm 
and their wives at a Christmas party 
‘in their home, 1017 Norwich Ave., on 
|Saturday evening, Dec. 11. 

'q Harry Finesilver, of Finesilver Jewel- 
ry Co., 950 Liberty Ave., dresses his 
windows with “eye-catchers” aimed at 
the steady stream of travelers passing 
his store on their way to the Pennsyl- 
vania Railroad Station. His returns 
have kept in step with the incréased 
volume of travel—particularly so in sales 
of items for the armed forces. 

q Guild No. 1, Western Pennsylvania 
Horological Association voted “yes” on 
the question of amending the by-laws 
of the United Horological Association 
of America to increase dues and estab- 
lish benefit funds, at their meeting of 
Dec. 1, with the provision that a quar- 
terly report on finances is made by the 
national body. 

q Having far outgrown its present quar- 
ters in the House building, where it 
occupies the entire second floor, the 
Western Pennsylvania Horological In- 
titute will soon move to “Ridge Hall,” 
a stately mansion on the Northside. 
Purchase of the building was announced 
last month by William O. Smith, direc- 
tor of the school. The new location will 
provide badly needed additional class- 
room space, and at the same time will 
accomodate 35 students in a dormitory. 
4q G. L. Cogley, corresponding secretary 
of the local Horological Association says 
that the compulsory attendance rule in- 
augurated several months ago has had 
excellent results. Any dissatisfaction 
brought about by the rule is more than 





Van Heusen, Charles Co., Albany, 
Is Purchased by Gordon Bros. 


The 100-year-old firm of Van Heusen, 
Charles Co., Albany, N. Y., was pur- 
chased Nov. 30 by Gordon Bros. of Bos- 
ton for $423,406. Readers of JC-K may 
remember the December, 1942 article 
about Van Heusen, Charles Co. titled 
“They’re Old Hands at Adding New 
Departments.” 

At the time of purchase by Gordon 
Bros., these new departments included 
fine china, crystal, leather goods, station- 
ery, handkerchiefs, Marghab linens, an 
unusually well-stocked and thriving per- 
fume shop, even a fancy groceries shop, 
in addition to the usual jewelry and sil- 
verware departments. 

Since the death of Mr. Van Heusen 
some years ago, the firm has been di- 
rected. by the First Trust Co. of Albany. 
Several prominent citizens of Albany 
have expressed interest in seeing this fine 
old firm continue as an Albany institu- 
tion. Gordon Bros. have not announced 
future plans, but at present are con- 
tinuing the Van Heusen, Charles Co. un- 
der the same personnel. It is considered 
likely that the firm will continue as a 
going business. 





foe 


compensated for by the well-planned 
programs given the members, who has cs 
been quick to acknowledge this, Atte 4 hee 
ance, since the rule became effective, jy It 
increased beyond highest expectations 4 
says Mr. Cogley. 
q “Take a specific thought on which § q 
build your advertising, both institytj 

and merchandising, and stick vith a 

is the formula for successful public 
given by J. L. Roberts of John be 
Roberts & Son Co., 429 Wood St, Be whe 
ing the oldest retail jewelry Store jp r 
this city enables the firm to develop the J 
theme of tradition, oldness, permanene, 
and reliability into a thread of yj 
Public reaction has demonstrated the 
effectiveness of such copy, as “For the 
111th Christmas, Pittsburgh’s oldest me pd 
tail store, John M. Roberts, has the 
largest display of merchandise in Pitts. 
burgh.” And at regular intervals, dray- ( 
ings suggestive of old wood cuts shoy ( 
ing the first log cabin store, or of coy. 


ered wagons bringing a shipment of wa 
jewelry from Philadelphia to Pit, ‘r 
burgh, or the slightly later barge-rall n74 
transportation system—all exp _ 
age and permanence. The many favor z 
able commenfits on these advertisements we 
indicate their effectiveness. The firm § _ 
considering putting these illustration sn 
into booklet form. W 

P BY 
Dealers May Order Photo Equipment § wi 
For Sale to Buyers with Priority ns 


Selling of photographic and projec § 4 
tion equipment to certain specitiid users 
will expand under War Production § 34 
Order L-267, which has the effect of § i 
giving priorities to many users who here § pe 
tofore could not buy. fr 

The order gives special consideration § J, 
to the needs of war plants, war research, § th 
hospitals, physicians, dentists, medical § T 
technicians and Federal, state and munl- § 1; 
cipal agencies. It lets vocational schools 9 ¢ 
buy projection equipment and projectio § 4 
accessories and publishers buy still cam 9g, 
eras and still camera accessories. J 

Favored. distribution works this way: § 
The would-be purchaser files three copies § 
of Form WPB-1319 at Washington; if § y 
it approves the application, WPB te § p 
turns one copy, which the purchase § « 
takes to the dealer; the dealer then o § , 
ders from the manufacturer. (There are § 
no restrictions on the sale of photo § , 
graphic equipment in dealers’ or di § ( 
tributors’ inventories, which in most 
cases are, badly depleted. The new plat 
provides for special civilian users 
equipment not in dealers’ stock). E. 

In filling such orders, manufacturers | 
can use up to 8 per cent per quarter @) 
the weight of all critical materials t 
processed during an average quarter 
1941. This civilian production is ¢ 
and above manufacturers’ preferred 
ders for U. S. and Allied military 
counts. 














“Gems of Melody” is the new pro 
broadcast over the west coast radio sta 
tion KJR every Sunday. The 15 minute 
program is sponsored by Lurie’s Credit” 
Jewelers, Seattle, and features sé1 
classical orchestra recordings. 
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Wallenstein-Mayer Co., 


i sse 
Julian Hesse, trip in the 


has returned from a selling 
oe # old-fashioned Thanksgiving 
celebration this year for George Brown, 
of the Gerwe-Brown Co. He traveled 
to Louisville, to spend the holiday with 
his family. One of the victims of the 
influenza and grippe epidemic at Cin- 
cinnati last month was Frank Rempke, 
who was away for a time from his duties 
at the Gerwe-Brown Co. 

Julius D. (Buddy) Jacobs, salesman 
for the D. Jacobs Sons Co. who is on 
leave of absence performing special 
work for the War Manpower Commis- 
sion in this area, will return to his regu- 
lar job sometime in February. Another 
of the firm’s salesmen, Jack Stephany, 
has returned to his duties after a brief 
illness. 
¢ Cincinnati police last month arrested 
a man who was aptly described as “a 
walking jewelry store.” In his pockets 
was found. nearly $5000 worth of jew- 
elry, ihcluding rings, watches, wrist 
bands, costume jewelry, and bracelets. 
Detectives said he admitted having 
stolen the jewelry several days pre- 
viously from Roston’s Jewelers at Day- 
ton, O.. where he smashed the display 
window with a rock. He registered as 
Willis Clinkscales, 23, of Cincinnati. 
qA series of jewelry store robberies 
by window smashers was solved Dec. 8 
with the arrest of two youths, visitors 
in Cincinnati. They were taken into 
custody ten minutes after they hurled 
a wrapped brick through the window 
of William F. Grassmuck Sons, Inc., 
34 E. 4th St., and stole six diamond 
rings valued at $492. Among other rob- 
beries, they were charged with stealing 
from the display window of the Getz 
Jewelry Co., 7th and Vine Sts. Loss 
there was not immediately determined. 
They registered as Richard E. Purvis, 
17, Detroit, and Virgil Green, 16, Lin- 
coln Park, Mich. 

q The week of Jan. 10-17 has been set 
aside for the Cincinnati Wholesale 
Jewelers and Manufacturers Association 
to take over the War Bond pier on 
Fountain Square. Ed C. Brunst, Gruen 
Watch Co., and George Brown, Gerwe- 
Brown Co., co-chairmen of the program, 
said that during the past few weeks 
letters had been sent out to all members 
of the jewelry industry, urging their 
co-operation in the drive. The pier in 
Cincinnati is the keypoint of the city’s 








DISTINCTIVE 
JEWELRY 
WATCHES 


DIAMONDS 
THE D. JACOBS SONS CO. 


Wholesale Jewelers 


811-13 RACE STREET 
CINCINNATI 2, OHIO 
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war bond sales promotions. There hun- 
dreds of thousands of dollars have been 
exchanged for bonds. 

Aiding the co-chairmen are committee 

members Howard Nations, Gruen Watch 
Co.; Arthur Hirshfield, D. Jacobs Sons 
Co.; Herbert Schwab, A. G. Schwab & 
Sons; Joseph Wilson, Gebhardt Bros. Co.; 
Raymond Kirkendahl, Cincinnati Gold & 
Silver Refining Co., and Al Wallenstein, 
president of the association. 
q Cincinnatians had an opportunity the 
week of Dec. 12 of viewing a dramatic 
highlight of the new Olsen and Johnson 
stage show in which the Gruen Watch 
Co. played a _behind-the-scenes part. 
As a climax to each of the eight per- 
formances here, a 17-jewel Gruen Watch 
was presented to a member of the armed 
services who had seen service at the bat- 
tlefront. The young man selected in 
each case was one who had displayed 
outstanding valor in the service of his 
country. 

The presentations were made by the 
two comedians, who, while the awards 
were being made, cast off their slap- 
stick characterizations to become pro- 
foundly serious in wishing the men the 
best of luck. Gruen Watch Co. officials 
said the policy of giving away a watch 
to a serviceman at each performance of 
the show would be maintained as long 
as the show continued, in every city 
along its route. 

q Wartime problems were discussed by 


delegates to the mid-winter national 
meeting of the Educational Jewelry 
Manufacturers’ Association Dec. 8 and 


9 in the Netherland Plaza Hotel. Pre- 
siding was President A. E. Packer of 
the Dieges & Clust Co. New York. 
Although they are restricted to 50 per 
cent of the materials they used in the 
base period 1942, manufacturers said 
they had been continuing to meet the 
demands for class rings, pins, etc., of 
the nation’s educational institutions. 
Among those attending were: Arno 
A. Dorst, Dorst Jewelry Co., Cincinnati; 
A. Harcourt, Harcourt & Co., Louis- 
ville, Ky.; Q. L. Richard, Josten Mfg. 
Co., Owatonna, Minn.; John Mahoney, 
Rochester, N. Y.; Henry Berquist, Chi- 
cago; T. J. Manry, Kansas City, Mo.; 
L. H. Rather, Houston; Gerald Mur- 
chisin, Murchisin, Lorex & Co., Newark, 
N. J.; A. Hicks, New York City; L. 
W. Green, Attleboro, and Harry Herff, 
Herff-Jones Co., Indianapolis. 





R. P..GALLIEN HAS NEW OFFICES 


The firm of R. P. Gallien, jewelers’ 
tools and supplies, has moved to larger 
offices in the building at 220 W. 5th St., 
Los Angeles. The company now occupies 
half of the second floor. William F. Ken- 
nedy, who recently received an honor- 
able discharge from the Coast Guard, is 
now associated with R. P. Gallien. Mr. 
Kennedy is the third generation of his 
family to be in the jewelry materials 
business. 





Rosario Dubois, jeweler of Lewiston, 
Me., has been appointed to the Lewiston 
Board of Finance. He is also a director 
of the Lewiston Chamber of Commerce. 





PROMPT SERVICE ALWAYS 


GERWE-BROWN CO. 


Wholesale Jewelers 


CINCINNATI 











WE specialize in special 
order work. Send us your 

' specifications. We'll sub- 
mit a design without 
obligation. 


THE SCHUMER BROTHERS CO. 


Manafacturing Jewelers 
5 E. Third St. Cincinnati, Ohio 











DIAMOND-CUTTING 


EXPERT WORK 


FAST SERVICE 


LITWIN & SONS 


114 West 6th Street Ohio 


Cincinnati 








KLEIN BROTHERS 
COMPANY 





WHOLESALE JEWELERS 





ENQUIRER BLDG. CINCINNATI, O. 











Harry Greenwold Co. 


VIRGIN Diamonds 


CELLINICRAFT Jewelry 


LGINS e fIAMILTONS > 

Lines of quality and style that giv 

tected profit. You can reco 
to your customers 


mmend these 


with confidence 
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OBITUARY 


“ ,. . . that government of the people, 
by the people, and for the people shall 
not perish from the earth.” 


> Roserr H. Bammer, who left his job 
at the Lind Jewelry Co., Cincinnati, to 
join the Merchant Marine, has been re- 
ported lost at sea. A petty officer, he 
was on a Liberty ship which was tor- 
pedoed in the North Atlantic on Sept. 
20, 1943. 


Harry S. Arensure, 71, retired Cin- 
cinnati retail jeweler, died Dec. 6. 
Jack M. Back, 49, jewelry manufac- 
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Where to Buy 
IMPORTED 
China and Glaas 











ROYAL DOULTON 
English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WH. 8S. PITCAIRN CORPORATION 
212 Fifth Ave. New York, N. Y. 


JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 
MYOTT’S 
English Staffordshire Ware 











PAUL A. STRAUB & CO.., Inc. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 


Dinnerware, Art Goods, Giftwares 


Murray Hill 3-5460 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 














STAFFORDSHIRE CHINA 
MOORCROFT WARE from England 
Toby Jugs, Cigarette Sets, Tea Sets, Coffee 

Sets, Jugs and Lustreware 


TEDMAN IMPORTING COMPANY 
225 Fifth Ave. New York, N. Y. 








EDWARD BOOTE 


35 & 37 West 23rd St., New York, N. Y. 
Tel. ercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 














turer and repairer of 12 John St., New 
York, member of the Jewelers Fraternal 
Association and the Maiden Lane Outing 
Club, died Nov. 29. 

Leo K. Brenner, 50, a Kansas City, 
Mo., jeweler for 30 years, died in Los 
Angeles Nov. 17. 

Artuur M. Bnrices, 67, formerly of 
Thomas Co., Attleboro manufacturing 
jewelers, died Nov. 29. 

WuuuM T. Cuase, retired president 
and treasurer of C. H. Cooke Co. of 
Providence died Nov. 25 at his home in 
Providence. Mr. Chase was a past presi- 
dent of the New England Manufacturing 
Jewelers’ & Silversmiths’ Association. 

Jerome M. Counen, 50, Birmingham, 
Ala., jeweler, was fatally suffocated dur- 
ing a hotel fire Nov. 14. 

Wittiam R. Connor, 77, for 17 years 
a watchmaker at Jaccard Jewelry Corp., 
Kansas City, Mo., died Dec. 8. 

S. Doane Coox, 44, treasurer of 
A. Stowell Co., Boston, drowned at the 
height of a storm while duck hunting at 
Barnstable, Cape Cod, the night of Nov. 
23. His brother, J. Gould Cook, presi- 
dent of the firm, hunting in another boat, 
was separated by the storm and made 
his way to shore. 

Srmon Crevier, 68, president of O. St. 
Jean, Ltd., Montreal retail jewelers, 
died Nov. 23. 

Horace S. Dryroos, 50, of the Kay 
jewelry stores, died Nov. 27 in Holly- 
wood, Fla. His home was in Providence. 

Rusen Dosinsxy, for nearly 50 years 
a watchmaker in the Jewelers Building, 
Philadelphia, died Nov. 22. 

AsertT EL.Bo- 
GEN, 52, president 
of the Chicago 
wholesale firm of 


died Dec. 21. He 
had been in ill 
health for several 
months. Mr. EIl- 
bogen began with 
the firm as an er- 
rand boy, and 
worked his way u 

to the top throug 

job clerk, diamond 
uyer, etc. He was 
a past president of the National Whole- 
sale Jewelers Association and of the 
Chicago Jewelers Association. Always 
very active in wholesale circles, he 
worked diligently to promote the inter- 
ests of the trade. 

Watrer F. Fercer, 58, secretary of 
Cole & Young Co., Inc., South Chicago, 
died Noy. 18. 

S1 B. Frank, 64, retired Helena, Ark., 
jeweler, died Nov. 13. 

Stmon Fremes, 72, president of 
S. Fremes & Co., Ltd., Toronto, manu- 
facturing jewelers, died early in No- 
vember. 

Aupro A. Frencn, 69, who retired in 
1940 as president and treasurer of the 
D. E. Makepeace Co. of Attleboro, died 
in that city Dec. 14. He joined the Make- 
peace firm in 1900. 

‘ SamvueL Frrepianper, retired head of 
Friedlander & Sons, Seattle, Wash., 
jewelers, died Dec. 7. 

Juuius A. Gerser, 63, St. Paul, Minn., 
jeweler, died Nov. 12. 

Asranam A. Grazer, Rochester, N. Y., 
jewelry and materials wholesaler, died 
Nov. 11. 

Ratpen GraminskeE, 64, watchmaker of 
10 S. Wabash Ave., Chicago, died Dec. 2. 

G. W. Hattom, 71, founder of Hal- 





Stein & Ellbogen, : 








tom’s, Fort Wort Worth, Tex., which 
cently completed its 50th anniye . 
died Nov. 9. Born in a log cabin ne 
Rosston, Ark., he went to Texas jp 189 
after selling his first business for $54, 
From that modest beginning, he 
one of the Southwest’s leading qj 
merchants. & diamon 
(Please turn to page 198.) 











Where to Buy 
AMERICAN 
China and Glass 








BLENKO 
HAND MADE GLAS$§ 
also 


A wide diversification of smart gift lines and 
decorative accessories. 


RUBEL & FENTON 


225 Fifth Ave. New York 

















HAWKES CRYSTAL fe 
GLASSWARE 


for discriminating 
people—WRITE 


T. G. HAWKES & CO. 


CORNING, N. Y. 
N. Y. Office: 542 Sth Ave. 





OLD WATERTON 


MARY RYAN” 














THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26 W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 














ASTLETON CHINA 


INCORPORATED L. E. HELLMANN, Prosidat 
DE LUXE TABLEWARE 


for the 


FINE CHINA TRADE 


MADE IN AMERICA ® MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 


a 


& 
of 








LENOX CHINA 
' SERVICE PLATES 


DINNERWARE 
NOVELTIES 
LENOX Made in America 
LENOX, INC. Trenton, N.4. 








“CARENADE” CRYSTAL | 

Stemware, Bowls, Vases, Perfume Bottles, 

and Smoking Accessories 

Send for Ilustrated Catalog 
ENRIGHT-LE CARBOULEC, INC. 

York City 


160 Fifth Ave. New 
CHelsea 2-5558 
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The ABC of Wateh Repairing 


Part Vil—The Winding and Setting Mechanism 


by L. D. STALLCUP 


HEN a new detent screw is required and cannot 

be obtained from the material house, it may be 

made in a fairly short time. Here are the suggested 
steps in this procedure: 

(1) Select a piece of Stubbs steel wire of a diameter 
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Fig. 42 


slightly smaller than the diameter of the recess “A,” 
Fig. 42. 

(2) Turn down one end and thread it with your screw 
plate to fit the threads in the detent lever. (See Fig 43.) 
The face “B” must be flat. 


(3) Because few screw plates will cut a thread up 
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Fig. 43 Fig. 44 


to a shoulder, it will be necessary to make a slight un- 
der cut with the graver as per “C,” Fig. 44. 

(4) Turn the diameter “D,” Fig. 45, to fit snugly in 
“D,” Fig. 42, with the length “E,” Fig. 45, slightly 
longer than the distance “E,” Fig. 42. This dimension 
1s one of great importance in the making of a detent 
screw. If “E,” Fig. 45, is left too long, you will not 
be able to draw the detent lever close enough to the plate 
to insure its safe engagement with the groove in the 
stem. “E,” Fig. 45, must not be less than “E,” Fig. 42, 
or the detent will bind against the plate when the screw 
is tightened. 
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(5) Reverse the job in your lathe chuck and cut the 
length “F,”’ 46, a little less than “F,’ Fig. 42. Turn 
down the diameter “G,” Fig. 46, to fit into “G,” Fig. 42, 
and cut its length to come even with the top plate of 
the watch. 

(6) You may mark your screw driver slot in the end 
with a “screw slotting” file, but, with such a file, it is 
difficult to cut anything but a rough or Vee-shaped screw 
slot. Using a small-sized balance poising saw (a little 
saw in a brass handle for deepening the slots in balance 
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Fig. 45 Fig. 46 

screws) to finish the slots in these detent screws will 
produce a better job. Polish the head of the screw with 
4/0 emery cloth, at least. If the screw is made of good 
steel, hardening is not necessary. 

Making a Detent Lever. If you need a detent lever 
and cannot get one from the material house, you will 
probably look in your “junk” for one that is “pretty 
near,” and hope for the best. Remember, though, that 
to get correct setting action, the detent must be correct, 
and not “pretty near.” It often happens that you can 
find one that can be ground off (and those surfaces pol- 
ished) a little here and there, and be made to fit. 

But sometimes you must start from scratch and make 
it. In that case, using the old detent as a sample, select 
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Fig. 47—Making a new detent. 














a piece of steel of the thickness “A,” Fig. 47. Knock 
the pin “C” (if any) out of the old detent and soft 
solder the old detent onto this piece of steel. Then you 
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may cut and file the outline of the new detent to the pre- 
cise outline of the old detent. 

We recommend that you have a machinist make an 
accessory for your lathe—a table-top rest for your tool 


post. I 
similar jobs. See Figs. 48 and 49. 
You can place and hold the piece to be cut on this 


table top. Then, by using various face-cutting and edge- 


cutting saws in your lathe and also various small face- 
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Figs. 48, 49—Tabletop rest for the tool post. 








and edge-cutting grinding and polishing wheels, you may 
quickly bring a raw piece of material to the precise pol- 
ished outline of the piece which you soldered onto it. 

Next, drill and tap the hole for the detent screw, 
through the hole in the old detent. 

Then, if the old detent had a pin as at “C,” Fig. 47, 
(you have previously knocked that pin out), through 
the hole left by it, drill a small hole in the new piece. 

Unsolder the new piece from the old detent; the new 
part is correct in outline, and drilled. 

To form the detent point “B,” Fig. 47, firmly cement 
the new piece to your lathe’s cement brass, with the pro- 
posed point “B’’ outwards, and the location of the point 
“B” carefully centered. Turn off the dotted portion, 
Fig. 47, leaving the cylindrical point “B” of a diameter 
to fit in the groove in the stem, and of a sufficient length. 

Remove the new detent from the cement brass, clean 
it, and if a pin at “C”’ is required, put one in. Rivet its 
back in a small countersink and level off the burr to pre- 
vent its dragging on the plate. 

The Setting Bridge. The slender arm of many Swiss- 
style setting bridges, which engages the pin “C” on the 
detent, is often broken off. 

In some designs this extended arm is absolutely neces- 
sary to help hold the clutch lever down in its place in 
the groove in the clutch, as well as to hold the detent 
in the setting position. 


In designs where this slender arm serves no other 


purpose than that of holding the detent lever in the set- 
ting position, its being hroken off does not always neces- 
sitate replacing the broken setting bridge with a new 
one. However, if at all possible, the broken setting 
bridge should be replaced, in order to have smooth and 
correct setting action without having to hold the crown 
out while setting the hands. 

If you cannot get a setting bridge, you can, with a 
little patience,-make one. 

A good piece of material for this purpose may be 
found in the outer end of an old 8-day clock mainspring. 
Cut off a piece the required size, and soften it with your 
lamp. Solder the old setting bridge onto the piece, then 
cut and finish it to shape. Your cutters and grinders 
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ts use will speed up this detent job, and many 


used in the lathe, and the table top for the lathe tool 
post will again be very useful here. 

Finish it to the correct outline, drill any required 
holes, unsolder the old bridge from it, and clean up the 
new piece well. Then harden your new piece and temper 
it. One easy way to temper this part is to place it in a 
small material box, cover the piece with lard oil, ignite 
the lard oil and let it burn off. Probably the piece will 
then need to be tempered to about the right degree. 

Having covered the winding, setting and other under 
dial mechanisms, we shall turn to the dial, itself. 


CLEANING THE DIAL 

Cleaning the ordinary porcelain dial with Ivory soap 
and water is the usual practice. - Rinse well, and dry. 

Silvered dials may be cleaned by rubbing gently with 
cream of tartar, if the numerals are enameled. Common 
baking soda will also brighten them up. It will also 
brighten up yellow gold dials and is reasonaby safe to 
use in cleaning the silvered background dials having lu- 
minous numerals. 

Be very gentle in rubbing the cream of tartar or bak- 
ing soda on any dial. Treatment with either is apt to 
take the markings off printed dials. 

Sometimes a quick dip in cyanide is necessary to 
brighten up a dial. Rinse thoroughly without rubbing 
in clear water. Don’t use alcohol. 

Most of the “pink” gold dials are printed and better 
be left untouched. 

If the seconds bit has become broken loose from its 
place in a porcelain dial, bismuth solder, which has a 
low melting point, is used to re-solder it in place. If no 
bismuth solder is available, or not enough bared places 
of the underlying copper appear to make soldering se- 
cure, the seconds bit may be cemented in place fairly 
well with good white pearl cement. Of course, in any 
instance, the edges or surfaces of contact for adhesion 
must be scraped clean before either solder or any kind 
of cement may be expected to hold. 

Cracks in porcelain dials can only be left alone. 

The space left by pieces chipped out of the porcelain 
may be filled in with white “dial enamel” procurable 
from material houses. 

The holes may be opened in porcelain dials a little, 
if necessary, by grinding them out with a piece of peg- 
wood charged with emery. Work from the front of the 
dial, only. If necessary to scrape, cut, or drill the porce- 
lain, use turpentine on the scraper, file, or drill. 

To open holes in metal dials, use a fine round file (no 
broaches), holding the face upwards. 

Dial feet. Needless to say, the dial feet must be as 
straight as possible, though sometimes they must be 
slightly bent to one side in order to have the center staff 
and the fourth pinion come through the centers of their 
respective holes in the dial. It is important that the 
position of the dial allow the center staff and fourth 
pinion (if there be a seconds hand) to show in the cen- 
ters of their respective holes. 

Do not plaee any dial on the watch and hit either side 
of it to move it to place. You may seriously damage the 
movement. Carefully bend each dial foot separately 
with a flat nosed plier. 

Sometimes the dial feet break off. Various workmen 

(Please turn to page 191) 
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OTOR OIL—My lathe motor is 144 h.p. with 

oilcups below the spindle, a felt wick carrying 

oil to the bearing. What kind of oil do you advise for 
this? (Question No. 5578.) C. F. 


Answer—Sperm oil is heavy enough for good lubri- 
cation; and if of good grade it will keep fluid longer 
than the average motor oil made from petroleum prod- 
ucts. Sperm oil bought in bulk varies considerably in 
quality; but you can play safe by buying it in bottles 
bearing the trademarks of well-known firms, such as 
Nye’s lathe oil; Singer Sewing Machine Co.’s oil, etc. 


YANIDE BATH—In cleaning watches by the 

regular hand-brushing method, should all parts be 

dipped in cyanide solution, besides the other operations? 
(Question No. 5579.) R. L. C. 


Answer—In the method referred to, the purpose of 
cyanide dip is for no other reason than to remove tar- 
nish from parts made of other metals than steel; so it 
would be unnecessary and a waste of time, to put 
through cyanide any untarnished parts; these would be 
made perfectly clean by the other steps in this method. 


EGULATOR CLOCK—I have put in order a fine 

regulator clock, dead-beat escapement with pallets 
made of some blue stone, one of them chipped at the 
let-off corner. I plan to set this with cement in a hollow 
brass center in tailstock, and grind it against flat face 
of a copper lap with some grinding powder, then an- 
other lap with polishing powder. How would carborun- 
dum powders do for this? (Question No. 5580.) A. P. 


Answer—Carborundum powders would do if the 
stone is agate or other soft stone. But probably the 
stone is sapphire; and for this diamond powder would 
be decidedly the best to use. You can obtain diamond 
powder in all grades from Maurice S. Degsau Co., 535 
Fifth Ave., New York. 


LEANING HAIRSPRING—What solution should 
be used for cleaning a hairspring after ordinary 
cleaning, when it seems that some invisible film makes 
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WORKSHOP 

QUESTIONS 
AND 

ANSWERS 


HOW SHALL \-? 


spring coils stick together sometimes? (Question No, 
5581.) F. P. 


Answer—For this use, one may keep on hand, at 
though costly, a small quantity of pure grain alcohol, 
or of sulphuric ether, obtainable of druggists; which 
should be kept carefully corked and only enough poured 
out to cover the work in a small cup, each time used; 
ether is very inflammable and volatile. Some watch 
makers use ether or alcohol by immersing the spring, 
then laying it on watch-paper and gently rubbing th 
coils in a circular motion with a wedge of pith dipped 
in the liquid and pressed over the spring coils. 


ALL CLOCK—Would it be an advantage to take 

the dry cells out of a New York Standard wall 
clock and drive it by electric light current, through a 
small transformer? This would do away with changing 
batteries. (Question No. 5582.) J. B. 


Answer—Our idea favors retaining the original 
power supply, through dry batteries, for this clock; if 
good fresh batteries are installed and the contacts 
cleaned throughout the circuit, several years service cat 
be expected before replacements are needed, during 
which the clock will not stop. But with the change made 
that you suggest, current interruptions may stop the 
clock often enough to make it rather unreliable; say 
stoppage several times a year, instead of once every 
several years when batteries play out. Long-period te 
liability is particularly important in a clock used as 
“regulator.” 


attr aan CLOCK—Have a job on an 8-day 
pendulum clock in which the pendulum bob keeps 
twisting a short turn on the rod as it swings from side & 
side. This may cause the poor timekeeping owner comr 
plains about; anyhow it looks bad; would like to know 
the cause, to steady the motion. (Question No. 5583.) 
J. M. , 


Answer—tThe cause of “wobbling” of a pendulum 
bob is nearly always either a bent (wrinkled or corr® 
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gated) suspension spring, or loose fit of the top of this 
spring between the sides of the slot that holds it to the 
suspension. Remedy for the latter fault is of course 
to bend the suspension to narrow the slot; the former 
defect usually has to be corrected by a new spring; a 
wrinkled thin spring can hardly ever be made perfectly 


flat again. 


ESHARPENED FILES—Would you advise 
sending worn files to a concern that claims to 
resharpen them as good as new? (Question No. 5584.) 


D. B. 


Answer—If the concern in question does resharpen- 
ing in the usual way, by immersing the worn files in 
acid, they cannot actually make the files ‘“‘as good as 
new’; the acid eats down into the metal of the teeth, 
until the sides of teeth meet in a new sharp edge; but 
with the sides “undercut” as it were, leaving the point 
of tooth slim, “feathery” and weak, they soon wear 
down or break when used, so these acid-treated files 
cannot be considered as good as new files. 


ANKINGS—A rather old 18-size Swiss watch came 

in for repairs, and the bankings seem too open— 

too far apart from each other—but they are brass pins 

set tight in holes in the bottom plate, without screws for 

adjusting. What do you suggest in such a case? (Ques- 
tion No. 5585.) H. T. 


-Answer—The way to adjust these bankings quickly 
is to bend the pins toward the center-line of the escape- 
ment. But they should not be simply bent from their 
tips, leaving the pins leaning out of upright; this could 
cause a variable amount of guard-shake, depending upon 
changes of position of the watch. The pins should be: 
given a “bayonet” form of bend, with the portions where: 
the fork rests left perfectly vertical to the watch plate. 
This can be accomplished by altering a pair of small 
flat-nose pliers, or snipe-nose pliers, shortening one jaw 
a little, then hammering the end of the longer jaw so 
it has a tongue that projects a little over the short jaw 
end. The jaws should, of course, be annealed by heat 
to detemper them to allow making these alterations. It 
is hardly necessary to reharden them, because the soft- 
ened steel is still hard enough to bend the brass pins 
easily, without becoming deformed. Place the pliers 
aaginst a banking pin with the tongued jaw down 
against the watch plate, and its inside face standing 
upright. Closing the jaws will make the right form of 
bend. A variety of amounts of bending can be pro- 
vided for by filing the outside of the jaw tongue slant- 
ing from one side to the other. 


ARNISH—wWhat is a good formula for silver that 
will not tarnish? I understand this is one of the 
late discoveries. (Question No. 5586.) J. F. 


Answer—-A great deal of research and experiment- 
ing has been done in America and abroad, during the 
past 25 years or more, on the subject of silver alloys 
that would be non-tarnishing; but no such alloy, suffi- 
ciently non-oxidizable to deserve the name, has yet been 
announced as of commercial practicability. 
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LOCK OIL—What oil is best to use on the motor 

pivots of a Haniilton-Sangamo electrically-wound 
clock? The oil we have been using gets thick, almost 
hard, in from one to three months after applying it. 
(Question No. 5587.) C. L. 


Answer—tThere is a special lubricant supplied for 
this purpose by the makers of the H.-S. clock motor. 
Order Sangamo Demand Motor Oil—Grade 100-S, from 
Sangamo Electric Co., Springfield, Il. 





THE ABC OF WATCH REPAIRING 
(From page 189) 


offer several different methods of replacing them. Re- 
gardless of the specific method used, the “knack” of do- 
ing it plays an important part in the success of the job. 
Different types of “dial foot holders” have been placed 
on the market and have been made at home. Many of 
them are quite good. 

Here is a rather simple way of doing the job: 

First, place the dial in position on the movement with 
the center and fourth wheel holes properly centered. 
Then, through the hole in the movement plate that will 
be occupied by the missing dial foot, scribe the center of 
the dial foot place on the back of the dial. Remove the 
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Fig. 50—Gig to hold dial foot in position 











dial, and countersink a place on this center. (“A,” 
Fig. 50.) Cut a piece of copper wire and shape it to 
make the new dial foot as shown at “F.” 

Fig. 50 shows an easily made jig to hold a dial foot 
in position while it is being soldered onto the dial. “H” 
is a hole in the spring made in the manner shown in 
Figs. 17 and 18, page 159 of the Sept., 1943 J C-K, the 
slightly countersunk side of the hole, in this case, fac- 
ing downwards. The spring thus holds the dial foot im 
place with a slight portion of the dial foot showing 
through the hole. 

Apply a little flux to the lower end of the dial foot and 
the spot “A” on the back of the dial, and place a bit of 
solder at “A.” Then apply a clean soldering copper to 
the upper extremity of the dial foot at “K.” The in- 
stant that the heat from the soldering runs down the dial 
foot enough to cause the bit of solder at “A” to run, re-. 
move the soldering copper, and allow to cool. 

This plan usually works well. Other devices may 
work equally well, but the essentials of this, or any other 
plan for soldering dial feet are holding the new foot 
firmly in place while soldering, and allowing as little 
heat as possible to reach the dial itself. 

Be sure to clean and remove all trace of any soldering 
flux before replacing the dial on the movement. 





In the next installment we will take up the -balance 


staff. 
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Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATION WANTED 75c. for 
ont. 25 words. Additional word 5c. a 
word, 


Heavy type, $3.00 for first 25 
words. Additional words, 10c a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 17th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 


send duplicates. 


To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
100 E. 42nd St., New York 17 


Situations Wanted 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 


See 


STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished; no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 








FIRST CLASS jewelry jobber, stone set- 
ter and engraver, over 30 years’ ex- 
perience; best references. Address “J., 
4494,” care Jewelers’ Circular-Keystone. 


WATCHMAKER, Gentile, with good 
qualifications desires position with re- 
liable concern. Address‘ “F., 4541,” 
care Jewelers’ Circular-Keystone. 


IF YOU ARE IN NEED of a watch- 
maker, jeweler or optician, write to 
Henry Paulson & Co., 37 So. Wabash 
Ave., Chicago, Il, 











GOOD watchmaker ; honest, sober, ‘steady, 
long experience, Swiss, American, ali 
sizes; only first class firm, working 
conditions and salary. Address “E., 
4481,” care Jewelers’ Circular-Keystone. 


WATCHMAKER desires steady position: 
seven years’ experience; age 29; walk 
6n crutches, but get around any place. 
Merline Reynolds, 208 Spring S., Gro- 
ton, N. Y 


MANAGER, 24 years’ experience retail 
jewelry and pawnbroking business, 
seeks change; age 40; will invest in a 
good proposition. Address “P., 4497,” 
care Jewelers’ Circular-Keystone. 











WATCHMAKER, 29 years’ experience, 
close timing, proper adjustment all 
grades of watches; position in New 
York or vicinity. Address “B., 4507,” 
care Jewelers’ Circular-Keystone. 





BOOKKEEPER, expert, seeks responsible 
position as credit lady, head _ book- 
keeper and office manager; position re- 
quiring executive ability. Address “C., 
4550,” care Jewelers’ Circular-Keystone. 





A-1 RETAIL salesman, 
25 years’ experience; tops in all de- 
partments, south or west coast. Ad- 
dress “B., 4576,” care Jewelers’ Circu- 
lar-Keystone., 


now employed, 





WATCHMAKER, expert on Swiss and 
American, 20. years’ experience; Bow- 
man graduate; best of references; 
draft exempt. Address “G., 4581," care 
Jewelers’ Circular-Keystone. 





DIAMOND MAN, married, experi- 
enced, loose goods, also bunch 
rings; finest references; willing to 
go anywhere. Address “A., 4021,” 
care Jewelers’ Circular-Keystone. 





MANAGER, 20 years’ diversified jewelry 
store experience, 12 years in execu- 
tive capacity; age 42; draft %8A-H; 
married; good habits and appearance ; 
excellent references. Address ‘“M., 
4501,” care Jewelers’ Circular-Keystone. 








Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 








UNAPPROACHED creative ability quali- 
fies this diamond jewelry salesman for 
your store; resourceful young man of 
clean character, enviable background. 
Address “R., 4504,” care Jewelers’ Cir- 
cular-Keystone. 





EX-ARMY MAN, 35, has 12 years’ ex- 
perience in credit jewelry, optical and 
hearing aids, seeks position, or can 
purchase part interest in business; ref- 
erences exchanged. Address “B., 4525,” 
care Jewelers’ Circular-Keystone. 





MANAGER-SALESMAN, 4F draft rating, 
married, aged 34, experienced, thor- 
ough, reliable, expert salesman, credits, 
collections, window trim; top salary; 
Cleveland preferred. Address “K., 
4532,” care Jewelers’ Circular-Keystone. 





SUPERIOR type diamond salesman seeks 
position well established, highly recog- 
nized store; peak production guar- 
anteed; stand rigid investigation; loca- 
tion immaterial. Address “N., 4534,” 
care Jewelers’ Circular-Keystone. 


OFFICE ASSET; American widow, 
lengthy business career in jewelry and 
watch fields, diversified experience; ac- 
customed to responsibility ; salary open. 
Address “D., 4564,” care Jewelers’ Cir- 
cular-Keystone. 





. 


MANAGER-SALESMAN, married, avail 






















RETAIL, cash, or credit, jewelry 
manager, salesman, 39, Single 
take complete charge; 10 years’ ¢ 


Store; I’ 
abk NS) 
ork 








ence; excellent references; New niet 
or vicinity; salary $100 per 
dress ‘‘J., 4521,” care Jewelers’ tint * 
lar-Keystone. a 
Ss 
MANAGER-SALESMAN, age 4 : 
full knowledge of installment beeaag 
20 years’ experience credits and af ’ 
lections, desires position with Progres. d 


sive concern; salary $85 per yw 
M. W. Schwartz, 305 E. 34th Me 
lyn, N.Y. at Broo 





ae 

STORE MANAGER, outstanding exo, 
tive type; thoroughly experienced: 

erate successfully better class entah 

lishment; very highest character busi- 
ness reference ; employed now. Ad 

“L., 4533,” care Jewelers’ Circular-Kyy. 

stone. ; 














Sl 
YOUNG WOMAN, dependable assistant 
to employer; thoroughly experiencaj 
diamond, jewelry lines; bookk 
secretary, stenographer; capable ag 
sume charge small office, or depart. 
ment. Address “B., 4562,” care Jews. 
ers’ Circular-Keystone. 
ee 
VERY CAPABLE R.R. Swiss watchmak Se 
er, 27 years’ experience; with pregey D 


firm three years, desirous 
change ; commission or salary and com- 


mission; good references, Address “J 
= care Jewelers’ Circular-Key. 
stone. 





THOROUGHLY experienced diamong 
man now employed as buyer of dip 
monds and jewelry, wishes to make a 
change; capable assuming full me 


sponsibility, buying, selling, 
ment; draft exempt. Address . 
4420,” care Jewelers’ Circular-Keystong 


DIAMOND MAN, assorter, excellent 
knowledge of merchandising, manuf 
turing, wholesale; capable, dependable; 
interested in responsible pogition; mt 
erences; not subject to draft. Addres 
“T., 4380," care Jewelers’ Circular 
Keystone. 


BOOKKEEPER, executive, exper 
knowledge and experience in # 
counting, financing, credits, corre 
spondence, office management, ani 
every phase of jewelry business, ou 
standing record. Address “A., 4551,” 
care Jewelers’ Circular-Keystone 











able immediately, experienced in every 
_— of credit jewelry business, capa 
le of taking full charge credits, co 
lections, stock control and eff 
window trimmer; salary $110. Address 
“M., 4554,” care Jewelers’ C 
Keystone. ' 


MANAGER or front man; first class 
executive, high grade watchmaker, over 
20 years’ experience in fine stores; 
thorough knowledge of complicated 
watches, excellent estimator; capable 
of meeting finest clientele; will gy fe 





where. Address “C., 4524,” care 
ers’ Circular-Keystone. 


SALESMAN, experienced, 20 yeal® 
wholesale and retail selling and mer 
chandising experience; monds, 
watches, jewelry, silverware, clocks 
etc. ; seeks inside or outside selling posi- 
tion in metropolitan area ; good appeal 
ance and references. Address ‘Earnest 
4519,” care Jewelers’ Circular-Keystome 


MANAGER credit jewelry; 23 years’ & 
perience; capable taking com 
charge, sales, credits, collections, mer 
chandising, advertising, window 
play; high calibre executive with & 
cellent salesability; married; 39 yea 
of age; will go anywhere. dress 
“A., 4523,” care Jewelers’ Circular-Ker 


stone. 

























MANAGER, A-1 salesman; completely 
dependable in all phases install- 
ment selling, credits, collections, and 
effective window trimmer; married, 
age 39. Address “A., 4575” care 
Jewelers’ Circular-Keystone. 








BOOKKEEPER-TYPIST, 10 years’ & 
perience, complete charge manufactur 
ing jewelry office, payroll taxes, 3%) 
eral ledger, metal reports ; familiar om 
records, inventory and special ordeiy 
capable assistant to foreman; $45-$50) 
New York only. Address “L., 454%) 
care Jewelers’ Circular-Keystone. as 
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—_—_—_——— 
SITUATIONS WANTED—Continued 
——_——— 
expert, 46, married, now em- 
aera: pleasing personality ; knowledge 
ail phases jewelry business, buying, 
selling, display, remodeling, polishing ; 
capable, reliable, high references ; wants 
responsible work, medium or smaller 
store considered; New York preferred. 
Address “D., 4578,” care Jewelers’ 
Circular-Keystone. 


ND salesman of unusual high 
mative ability, able and thoroughly 
competent in every phase of the bysi- 
ness, founded on over 25 years sound 
experience in selling and executive 
sition, desires to make change and 
permanent connection with reputable 
firm. Address “H., 4543,” care Jewel- 
ers’ Circular-Keystone. 


SUPER SALESMAN and manager ; 30 
years thorough knowledge diamonds, 
watches, jewelry; expert ticket writer, 
window dresser; sketch designs for 
remodeling jewelry order; capable tak- 
ing charge of large establishment; $100 
weekly and commission, or straight 
commission; what have you to offer? 
Address “K., 4553,” care Jewelers’ Cir- 
cular-Keystone. 




















DESIRE to connect with live institution 
that has an opening for man 40, 
married, with 15 years’ experience in 
all phases of management, sales and 
collections; position must be of a per- 
manent nature with starting salary 
$125 weekly with proposition; with 
present firm 10 years and change is 
sought after February ist; location 
immaterial. Address “P., 4502,” care 
Jewelers’ ._Circular-Keystone. 


MANAGER-BUYER, 20 years’ experi- 
ence; capable taking complete charge 
credits, collections, advertising, window 
display; familiar with all phases credit 
jewelry, with chain store method; pro- 
ducer proven ability, high type execu- 
tive, excellent salesman, now employed 
midwest, desires change; married ; per- 
manently draft exempt; salary $85. 
Address “G., 4527,” care Jewelers’ Cir- 
cular-Keystone. 


DIAMOND expert, thoroughly familiar 
loose diamonds, mounted goods, old 
mine diamonds; buyer of large quanti- 
ties here and abroad; also experienced 
buying from public; capable salesman, 
high calibre executive; 30 years’ di- 
versified experience; now appraiser 
and buyer with large firm; will con- 
sider change if mutually advantageous. 
Address “N., 4419,” care Jewelers’ 
Circular-Keystone. 


MANAGER, enviable reputation, known 
ability as salesman, display, promotion 
merchandising, train personnel and all 
phases connected with progressive re- 
tailing; proven successful record of 
profitable buying and mounting of 
loose diamonds; best known market 
contacts; married, age 39, employed, 
but desire making a change; position 
and remuneration must be worthwhile. 
Address “J., 4585,” care Jewelers’ Cir- 
cular-Keystone. 

WATCHMAKER, trained Elgin Watch- 
makers College; also do jewelry re- 
pairing and engraving; worked 12 
years in three privately owned jewelry 
stores; employed in third store at 
present; also interested in renting or 
taking over repair department on com- 
mission basis in first class store; age 
35, married, no children, 4-F classifica- 
tion; no visible handicaps; capable of 
selling and meeting public; can pre- 
sent finest of references. Address “C., 
4563,” care Jewelers’ Circular-Keystone. 


PRECISION watchmaker, model- 
maker ; experienced in making re- 
Pairs and adjusting of precision 
clocks, marine chronometers, 
watches ; designer and maker of 
equipment to improve production 
methods ; well acquainted with elec- 
tronics for testing and timing de- 
vises ; creative mind; 28 years’ ex- 
perience; would like to get in touch 
with a suitable concern. Address “G., 

69,” care Jewelers’ Circular-Key- 
stone, 

















SOUTHERN Florida connection sought 
by competent precision watchmaker 
with old established firm, preferable 
St. Petersburg, Miami Beach, or other 
large city, where conscientious work is 
required and appreciated; I am draft 
exempt, married, 36 years’ .bench ex- 
perience ; capable of doing accurate re- 
pair and new work and close timing on 
smallest baguettes up to repeater split 
seconds; specialize in servicing all 
makes of Geneva watches; give full 
particulars first letter if you can offer 
congenial position and a few hours 
overtime; not less than $70 for 40 
hours and time and half for overtime; 
no piece work, trade shops or credit 
stores considered. Address “A., 4561,” 
care Jewelers’ Circular-Keystone. 








Lines Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


SALESMAN, aggressive man, desires to 
represent midwest territory, from 
Pennsylvania to Nebraska inclusive; 
manufacturers line of gold _ rings, 
mountings, or bunch rings; have clien- 
tele consisting over 300 best retail 
jewelers and jobbers in territory; am 
only interested in concern that can 
ship large volume of business; unques- 
tionable references, character, ability. 
Address “J., 4544,” care Jewelers’ Cir- 
cular-Keystone. 





NOW or Post War; are you interested 
in high class representation selling 
sterling flatware, holloware and 
kindred lines, covering every city 
from Maine to Indiana and Virginia 
north; can be extended to include 
balance of middle west; every repre- 
sentative tops in his territory; plan 
now for the future. Address “K., 
4522,” care Jewelers’ Circular-Key- 
stone. 





SALESMAN, traveling east and middle- 
west, calling on retail jewelry stores, 
desires line; best references. Address 
“R., 4588," care Jewelers’ Circular- 
Keystone. 





SALESMAN, Ohio; large following with 
jewelers and department stores, is open 
for line of best grade costume jewelry, 
or fine jewelry ; commission basis; best 
references. Address “E., 4540,” care 
Jewelers’ Circular-Keystone. 





SALESMAN with large following in Chi- 
cago and within 150 miles wants 
reputable complete jobbers jewelry line 
and watch side line. Address “Circu- 
lar 1342,” Room 1415, Heyworth Build- 
ing, Chicago. 





SALESMAN, with proven ability, wants 
good line of jewelry and leather goods 
from reliable concern, to sell to army 
and navy PX’s; have had seven years’ 
experience selling jobbers, retailers 
and army and navy post exchanges, 
from Dallas, Tex., to Spokane, Wash. ; 
must be able to deliver the merchan- 
dise when sold; commission basis; 
draft exempt; am now in Los Angeles, 
Calif.; can start immediately. Address 
“G., 4483," care Jewelers’ Circular- 
Keystone. 





Side Lines 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a-word 








JOBBING line wanted, jewelry or ring 
line that can be handled in conjunc- 
tion with silverware; 25 years’ experi- 
ence on Pacific Coast; you all know 
me. Address “D., 4397,” care Jewelers’ 
Circular-Keystone. 





DISTRIBUTORS or manufacturers 
agent; well acquainted with large 
following in Washington-Baltimore 
vicinity, handling prime lines mak- 
ing present and post-war plans; 
eapable of taking on distributor- 
ship; desire good lines. Address “‘F., 
4567,” care Jewelers’ Circular-Key- 
stone. 





EXPERIENCED salesman with estab- 
lished following among hundreds of 
active accounts throughout New 
England and New York State; can 
use additional line or better grade 
costume jewelry, etc.; representa- 
tion at all New York and Boston 
shows for past 10 years. Address “F., 
4570,” care Jewelers’ Circular-Key- 
stone. 





AVAILABLE after January Ist; high 
class representative, 25 years’ success- 
ful selling experience to jewelers, de- 
partment stores, better gift and spe- 
cialty shops; territory New Jersey, 
New York. metropolitan; lines sold, 
watches, diamond jewelry, gold filled, 
and costume jewelry, silverware; fol- 
lowing; good appearance; excellent 
references. Address “Reliable, 4518,” 
care Jewelers’ Circular-Keystone. 





SALESMAN for the middle west and 
part of south to represent a well known 
manufacturer of a fine line of gold 
mountings; must have a_ following 
among jobbers and wholesalers; good 
opportunity for proper: man. Address 
“V.. 4382,” care Jewelers’ Circular- 
Keystone. 





SALESMAN wanted for New England to 
call on the retail jewelry stores, to 
carry manufacturer’s side line of ladies’ 
fancy and modernistic genuine and 
synthetic stone rings; state experience 
and references when replying. Address 
“P., 4587,” care Jewelers’ Circular- 
Keystone. 


SALESMAN wanted for west coast to 
eall on the retail jewelry stores, to 
carry manufacturer’s side line of la- 
dies’ fancy and modernistic genuine 
and synthetic stone rings; state expe- 
rience and references when replying. 
Address “M., 4586,” care Jewelers’ 
Circular-Keystone. 











Help Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


Essential Workers need Release Statements 





WANTED, manufacturing jeweler, Rosen 
fields, Enid, Okla. , 


WANTED good watchmaker; permanent 
position at good pay. Doyle & Cook, 
11 Central Sq., Lynn, Mass. 








(Continued on page 194) 
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Special Notices 





(Continued from page 193) 





HELP WANTED—Continued 


Essential Workers need Rel. Stat t 








WATCHMAKER, for supply house; per- 
manent; good salary. United Mfg. 
Jewelers, Quincy Bldg., Denver, Colo. 





WANTED, first class watchmaker for 
permanent position; salary $100 per 
week. Hart Jewelry Company, 26 E. 
High St., Springfield, Ohio. 





WATCHMAKER, excellent opportunity ; 
New York State; permanent position. 
Address “B., 4347,” care Jewelers’ 
Circular-Keystone. 





JEWELER, capable of executing good 
work; pleasant place to work; $1.35 
per hour to start. Address “O., 4492,” 
care Jewelers’ Circular-Keystone. 





MAN wanted; permanent position for 
man who understands and can do 
centrifugal casting. Address “C., 4472,” 
care Jewelers’ Circular-Keystone. 





WANTED, first class jeweler and dia- 
mond setter; permanent position to 
right man. Henry Kohn & Sons, Inc., 
Hartford, Conn. 


Essential Workers need Release Statements 





Essential Workers need Release Statement, 





FIRST CLASS watchmaker, $100 per 
week; must have good references as 
to honesty, soberness and dependabil- 
ity. Address “F., 4482,” care Jewelers’ 
Circular-Keystone. 





EXPERIENCED jewelry salesman; per- 
manent position; references; state sal- 
ary and full particulars in first letter. 





Tifon Jewelers, 984 Main St., Bridge- 
port, Conn. 
WATCHMAKER; permanent position 


open with long established and reliable 
retail jewelry store. Communicate 
with Lippman’s, 311 Market St., Harris- 
burg, Pa. 





WATCHMAKER’S assistant, clockmaker ; 
permanent place for young man in 
greater New York City section; old 
line store. Address “K., 4545,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, one who can do plain 
jewelry work and engraving preferred ; 
steady position, attractive salary. H. H. 
— 64 S. Main St., Wilkes-Barre, 

a. 





WANTED traveling salesmen who can 
take along a line of gold rings with 
semi precious stones; write particu- 
lars. Address “F., 4580,” care Jewel- 
ers Circular-Keystone. 





JEWELRY repairer, good man, who can 
assist on watchwork; steady position; 
salary $50. Henry E. Woods, 41 North 
Broadway, Yonkers, N. Y. 





WATCHMAKERS, permanent positions; 
state age, qualifications and _ salary 
expected. Address “E., 4579,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER for West Coast posi- 
tion; permanent; good working condi- 
tions; state age and experience. Ad- 
dress “E., 2040,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER wanted, draft exempt, 
competent; references; steady job; 
salary $90 per week. Julian’s Credit 
Jewelers, 6330 Pacific Blvd., Hunting- 
ton Park, Calif. (near Los Angeles). 





WANTED, combination diamond setter 
and jeweler for well established store; 
daylight shop; good pay for steady 
man. Maxwell’s, 10 Pine Ave., Long 
Beach, Calif. 





WANTED, first class watchmaker; per- 
manent job for the right man; state 
references, salary wanted, etc., in first 
letter. Meyer & Schamber Jewelry Co., 
Meridian, Miss. 





WANTED first class watchmaker; per- 
manent position with old established 
store; good pay, salary or commission; 
wire our expense; moving expenses 
paid. H. Post & Sons, Decatur, IIl. 





WANTED, jeweler and engraver; 
stone setter; steady ition, good sal- 
ary; firm 72 years in business; store 
air conditioned; wire our expense. H. 
Post & Sons, Decatur, Il. 


JEWELER who is a good setter; $1.50 
per hour; state exactly what you can 
do and where in the past employed. 
Address “C., 4490,” care Jewelers’ Cir- 
cular-Keystone. 


WANTED experienced watchmaker; 
steady position, good salary, pleasant 
working surroundings, by Hunt’s 
Jewelry Store, 7 W. Main St., Union- 
town, Pa. 


YOUNG MAN, experienced wholesale 
jewelry and diamonds, knowledge book- 
keeping and typing, familiar general 
office details. Address “T., 4479,” care 
Jewelers’ Circular-Keystone. 


also 

















JEWELER, repair man and diamond 
setter $1.90 an hour, time and half 
overtime, double time for Sundays. 
John A. Marshall, 508 Close Bldg., 
Toledo, Ohio. 








Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 











WATCHMAKERS in New York to take 
out trade work; skilled men only; 
write full details for interview. Ad- 
dress “B., 3819,” care Jewelers’ 
Circular-Keystone. 





WATCHMAKER, dependable and capa- 
ble; excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications and salary expected. 
Address “J., 4321,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER wanted; steady, relia- 
ble; fine working conditions, air con- 
ditioned store; salary $100 per week: 
in town of ideal living conditions, in 
state of Oregon. ddress “F., 4117,” 
care Jewelers’ Circular-Keystone. 





JEWELER, who is a good setter and 
capable of being assistant foreman; 
rapid promotion; state experience and 


where in the past employed. Address 
“V., 4489,” care Jewelers’ Circular- 
Keystone. 





POLISHER (lady) having five 
more experience; pleasant 
work with a wonderful Opp Oreaill 
state experience and salary eXpecty 
in first letter. Address “J., 4491.” 
Jewelers’ Circular-Keystone, : = 


Years’ 





a 

A GOOD watchmaker who has tj 
facilities in his home or “shone a 
please call to make arrangements 
taking work home; _ references gives 
and taken. Manna Bros., 1142 Sixth 
Ave., New York City. 


~~ 





re 


WANTED, combination watch and clock 
maker, also one first class watch, 
maker; steady position; piece work or 
straight salary; ideal working con@j. 
tions. Frank Laine, 667 Hancock gt 
Wollaston 70, Mass. q 








WANTED, watchmaker and _engrayer: 
$75 week guaranteed and all overtime 
you want to make; plenty of zo0d 
clean work in nice air conditioned store 
J. L._Albriton, 418 East Capitol, Jack. 
son, Miss. 





$i, 


WATCHMAKER, must be good, able to 
wait on trade, take in and deliver 
work; near New York City; steady 
position; state salary desired. Address 
“M., 4548,” care Jewelers’ Circular. 
Keystone. 








WANTED, first class watchmaker and 
engraver combined, for old established 
firm; give reference and salary ex- 
pected; permanent position for right 
party. Address “J., 4226,” care Jewel- 
ers’ Circular-Keystone. 





WANTED, first class watchmaker capa- 
ble of taking charge of repair de. 
partment; $75 a week and commis. 
sion on repair department.  Ad- 
dress “C., 4508, care Jewelers’ Cir. 
cular-Keystone. 





A-1 WATCHMAKER for permanent 
position; $75 weekly straight time, 
time and one-half all overtime work; 
average $100 and more, or on a 
50-50 basis. Andersen’s Jewelers, 
Macon, Ga. 





JEWELER, one who understands mount- 
ings, wedding rings, also emblems, and 
capable of taking charge of a medium 
sized factory; give full information in 
first letter as to qualifications, experi- 
ence, age, etc. Address “M., 8, 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, dependable and capa- 
ble, to do watch and fine clock work; 
good working conditions; permanent; 
excellent opportunity for right man; 
city of over 100,000 in southeast Penn- 
sylvania. Address “H., 4485,” care 
Jewelers’ Circular-Keystone. 





OLD ESTABLISHED ring  manufac- 
turers desire salesman for middle west 
and coast, for line consisting of com- 
plete semi-mounted and plain mount-* 
ings; exceptional opportunity for right 
man. Address “L., 4500,” care Jewel- 
ers’ Circular-Keystone. 








WANTED for trade shop, jeweler who 
can set diamonds and do light manu- 
facturing; stone setter, one who cal 
do both diamonds and trade shop set 
ting; engraver, good letter mat. 
Lowell G. Hays, 505 Farnsworth Bldg. 
Memphis, Tenn. 








COSTUME jewelry salesman for medium 
size towns, all territories open; only 
those with following calling on depart 
ment, specialty and jewelry stores Wi 
be considered; commission basis. Ad-— 
dress “A., 4537,” care Jewelers’ Circu- 
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Essential Workers need Rel 








x who can do good letter and 

ser ow work; good working condi- 
tions; high grade store; living condi- 
tions reasonable; no military camps 
nearby; advise experience, age, salary 
expected; give references. L. F. Hene- 
pry, Roanoke, Va. 





JEWELRY mold maker; good opportu- 
nity for first class man, experienced, 
to take charge of casting department 


old, brass and bronze; good pay, 
Smoclient future. Stern Manufacturing 
Company, 407 Mulberry St., Newark, 
N. J. 





TUNITY for advancement for 
ake can fit himself in high type 
cash jewelry store located in central 
Ohio; in first letter give full informa- 
tion concerning self; confidential. _Ad- 
dress “J., 4584,” care Jewelers’ Circu- 
lar-Keystone. 





SALESMAN wanted; Busch & Sons, an 
old established firm, offer an excellent 
opportunity to a salesman of initiative 
and interested in progressive advance- 
ment; please write or call for an inter- 
view. Busch & Sons, Inc., 875 Broad 
St., Newark, N. J. 





TWO first class watchmakers to start 
work ater January 1, 1944; top sal- 
aries; permanent positions; pleasant 
living conditions; State of Tennessee ; 
give full particulars in letter of ap- 
plication. Address “C., 4468,” care 
Jewelers’ Circular-Keystone. 





WANTED, jeweler; engraver and stone 
setter who is first class mechanic 
salary $75 per week; air conditioned 
shop, pleasant working and living 
conditions; city 75,000 population; 
give full information about your- 
self. Kinton’s Inc., Durham, N. C. 


WATCHMAKER, combination man or 
straight watchmaker who is first 
class mechanic; salary $85 per 
week; permanent position, pleasant 
working and living conditions; give 
full information about yourself. 
Kinton’s Inc., Durham, N. C. 








WANTED watchmaker; a man capable 
of fine precision workmanship; in 
one of the South’s leading stores, in 
a progressive city; salary, straight 
commission, or commission with 
guarantee. Address “C., 3898,” 
care Jewelers’ Circular-Keystone. 





BUYER wanted; silverware, platedware, 
antiques; New York shop; large vol- 
ume; good knowledge of trade with 
alert merchandising sense; good ap- 
preciation of style and value; applica- 
tions confidential; essential workers 
need release statements. Address “D., 
4511,” care Jewelers’ Circular-Keystone. 





MAN, to establish and supervise modern 
casting shop; must be absolutely first 
class and capable of taking complete 
charge; permanent; we are an old es- 
tablished firm located in a good mid- 
western city; give full details as to 
experience and salary. Address “D., 
4474,” care Jewelers’ Circular-Keystone. 





Essential Workers need Rel Stat t 





Essential Workers need Rel S 








A LARGE importing and manufacturing 
jewelry firm desires to have a com- 
petent young lady, who has had ex- 
perience in handling loose stones, also 
has had charge of manufacturing; A-1 
references required; good opportunity 
for the right person. Address “G., 
4542,” care Jewelers’ Circular-Keystone. 


WATCHMAKER, man of good appear- 
ance, capable of estimatng work and 
doing such work as fitting crowns, 
stems, crystals; we also need another 
good watchmaker; ideal working condi- 
tions; plenty homes and apartments 
available; reasonable _ rent. i” ws 
Henebry & Son, Roanoke, Va. 


WATCHMAKER desiring to live in 
Florida; want to contact watchmaker 
who will take charge of repair depart- 








ment on a percentage basis; tools, 
bench, and material furnished; all 
high class work you can do; good 


healthy town. Address Ed. L. Hainz 
Jewelry Store, Sebring, Fila. 





YOUNG LADY, wanted to fill orders; 
handle other general details, in 
solid gold jewelry department; 
splendid opportunity; five day week; 
state experience and qualifications; 
replies held strictly confidental. 
Walter Lampl, 608 Fifth Ave., New 
York 20, N. Y. 





MANAGER wanted; opening January Ist 
in southern Pennsylvania city of 85,- 
000; leading retail store requires execu- 
tive with diamond, sterling, china ex- 
perience, to assume active manage- 
ment; responsible position worth $5,000 
plus; mail recent photo and complete 
details to “B., 4471,” care Jewelers’ 
Circular-Keystone. 


WATCHMAKER, immediate opening 
for a permanent high grade man; 
a personal interview more satisfac- 
tory than correspondence; will pay 
transportation both ways to look 
over position; salary according to 
ability to produce; advise with ref- 
erences and experience. Taylor’s 
Jewelry Store, Plainfield, N. J. 


WANTED, good engraver and man 
who can do light jewelry work, such 
as ring sizing, ete.; pleasant and 
permanent position in high class 
store in southern city; store air con- 
ditioned; will pay right man excel- 
lent salary and transportation. Ad- 
dress “B., 4526,” care Jewelers’ 
Circular-Keystone. 











WANTED two watchmakers, one of 
whom can do light jewelry repairing 
for new high grade store to open at 
Oak Ridge, Tenn., January 15th; this 
is a new permanent city of 15,000; all 
modern conveniences, homes, apart- 
ments and rooms available; send ref- 
erences and pay expected to Leo F. 
aad 209 Jefferson St., Roanoke, 

a. 


DIAMOND salesmen of highest calibre 
and finest reputation to represent 
old established diamond importers 
in middle west and south; liberal 
salary and commission arrangements 
to capable men; state fully experi- 
ence, age, etc.; all communications 
held in strictest confidence. Address 
“Circular 1341,” Room 1415, Hey- 
worth Building, Chicago 2, Illinois. 











EXECUTIVE for watch concern; man 
between the ages of 38 and 45; 
must be capable of taking complete 
charge office—sales, etc., excellent 
opportunity for man who can 
qualify; please submit complete 
record of past experience; all an- 
swers held strictly confidential; es- 
sential workers need release state- 
ments. Address “X, 4592,” care 


Jewelers’ Circular-Keystone. 





JEWELERS, watchmakers, polishers 
wanted; if you are living in a cold 
apartment or dissatisfied with your 
present working conditions, consider 
employment in the southwest, where 
the climate is mild and with one of 
the finest jewelers, paying highest 
salaries possible; all applications 
held strictly confidential; essential 
workers need release statements. 
Address “B., 4449,” care Jewelers’ 
Circular-Keystone. 





REAL OPPORTUNITY for artistic win- 
dow trimmer; permanent position for 
window trimmer in one of Pacific north- 
west’s finest jewelry stores; excellent 
salary arrangement well worth in- 
vestigating; person needed who is ex- 
perienced in window trimming, and who 
has had some selling experience; will 
help obtain suitable living accom- 
modations; prefer someone from Pacific 

oast but others may apply; our em- 
Pployees know of this advertisement; 

e please reply via air mail. Bssential 
workers need release statements. Ad- 
dress “K., 4495,” care Jewelers’ Circu- 
lar-Keystone. 





ATTENTION watchmakers, jeweler and 
engraver; investigate golden opportu- 
nity to earn top salaries year round 
and own a permanent interest in all 
cash profits of the repair department; 
more repairs than five men can take 
care of; separate street store location 
to be established next door to our re- 
tail store; just like being in business 
for yourself; or entertain proposition 
lease complete department; only high- 
est type skillful mechanics with wn- 
questionable references as dependable 
sober gentlemen considered; proposi- 
tion established in order to secure 
permanent, fine high class watchmak- 
ers; essential workers need release 
statements. Shaw Jewel Co., Galves- 
ton, Texas; no connection with any 
other firm by same name in Texas. 





EXCELLENT permanent position for 
jewelry salesman; one of Portland’s 
finest jewelry firms has opening for an 
aggressive experienced salesman with 
excellent diamond ability; should also 
be able to sell other fine jewelry; op- 
portunity for right man in established 
store famous for diamonds, other gems, 
fine watches and sterling silver; excel- 
lent salary arrangement, well worth 
investigating; 3-A draft classification 
or better; will help obtain suitable liv- 
ing accommodations; this is an un- 
usual opportunity to move to the 
beautiful Northwest in a city that has 
increased its payrolls five times in the 
past two years; our employees know of 
this advertisement. Essential workers 
need release statements. Address “M., 
4496,” care Jewelers’ Circular-Keystone. 





(Continued on page 196) 
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Special Notices 





(Continued from page 195) 











For Sale 


Stores, Stocks and Businesses 


Minimum charge .(25 words) $1.50 
Additional words, 5 cents a word 





FOR SALE. prosperous jewelry business 
in a thriving city. Address E. D. Jor- 
dan, Franklin, Pa. 





JEWELRY STORE for sale, now doing 
good business, city of 150,000, excel- 
lent opportunity ; New York State; best 


location; beautiful fixtures. Address 
“G., 4572,” care Jewelers’ Circular- 
Keystone. 





A GOOD paying, long established jewelry 
business in central New York, but for 
good reasons will sell very reasonable ; 
good chance for a good repairman; all 
one can do. Address “S., 4477,” care 
Jewelers’ Circular-Keystone. 





OPPORTUNITY to buy an established 
and complete cash and credit jewelry 


store, with a modern front and fix- 
tures, with or without stock; good 
credit location in Brooklyn, N. Y. Ad- 


dress “J., 4529,” care Jewelers’ Circu- 
lar-Keystone. 





FOR SALE, oldest jewelry business in 
large northwest Iowa city; have been 
in present location for 30 years; com- 
plete with well appointed fixtures and 
optical department; sickness only rea- 


son for selling this business. Address 
“P., 4535,” care Jewelers’ Circular- 
Keystone. 





FOR SALE in Florida, well established, 
good paying small jewelry store com- 
plete with clean stock, fixtures, safe, 
watchmakers tools and equipment, in- 
cluding bench, lathe, practically new 
watch cleaning machine, new crystal 
grinding machine and material; excel- 
lent opportunity for good watchmaker. 
Address “R., 4536,” care Jewelers’ Cir- 
cular-Keystone. 


For Sale 


Tools, Equipments, Merchandise 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





CLOCK WEIGHTS for sale, new and 
used, of all types. Shrewsbury Clock 
Co., 696 Madison Ave., New York. 





PAPER ring boxes; Hold-on clutches; 
300 ring trays with covers; second 
hand wrist and pocket watches; elec- 





tric clocks. Pollack, 95 Bowery, New 
York City. 
‘SALVAGED clock material sold; send 


sample or write us your needs; we lhuy 
good used alarm clocks; clock repair- 
ing all types. Nationwide Clock Ser- 
vice, 770 S. 19th St., Newark 3, N. J. 


ONE POUND broken movements and 
material $3.50; two gross assorted new 
watch crystals $3.25; one dozen clean 
used dials $2.00; write for prices of 
used watch movements. B. Lowe, Box 
311, St. Louis, Mo. 








Pines, CL. CLL, IKE Ln — or entire stocks and estates of dia- thorough knowledge of ; the oe 
Ser taatne “ae” te ribelring monds, watches and jewelry. M. cea a cas cake Aaa 
jewelry $2.00, B. Lowe, Box 311, St Iralson, Suite 402, 209 S. State St., 4583,” care Jewelers’ Circular-Ker 

uis, Mo. Chicago. stone. e 





NEW AND USED wheel cutters; slide 
rests; lathes and attachments; cash 
paid for used watchmakers’ lathes 
and attachments. R. P. “Dick” 
Gallien, 220 W. Sth St., Los An- 
geles, Cal. 





SAVE! SAVE! SAVE! You can get 
the very best buys in the country 
from us, because ‘for the past 31 
years, 90% of our diamonds, jew- 
elry, colored stones (genuine and 
synthetic), silverware, antiques and 
very unusual items, have been 
bought from private individuals and 
estates; when in New York, put us 
on your must list. Rabb Jewelers, 
1204 Sixth Ave., near 48th St. (1 
block from Radio City); 562 Fifth 
Ave., Cor. 46th St., New York. 








Business Opportunities 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





EVERY EFFORT is made by The Jewel- 
ers’ Circular-Keystone to keep its ad- 
vertising columns clean. Advertisers 
under Business Opportunities, etc., 
must furnish trade references. An- 
nouncements must pass the strict cen- 
sorship requirements of The Jewelers’ 
Circular-Keystone. 





. WANTED to buy jewelry store for cash, 


Detroit preferred; give all particulars. 
Address “B., 4538,” care Jewelers’ Cir- 
cular-Keystone. 





JEWELER would like to buy established 
going store for cash outside of New 
York City. W. Winton, 240 W. 73rd 
St., New York City. 








Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 








GORDON BROTHERS, cash buyers 
of complete jewelry stores and sur- 
plus stocks; for details see our ad- 
vertisement page 143. 





CASH for diamonds, watches and jewel- 
ry; established 37 years; send surplus 
stock for cash estimate; bank refer- 
ences. Emil Noel, 29 E. Madison St., 
Chicago, Ill. 





HIGHEST cash prices paid for surplus 





COLMES 


BROS.; 
jewelry stores with.or Without fix, 
tures; we interview you at o 
pense in any part of the eo 


cash buyers 


Ur ex. 
bank and _ trade references, |j 


Tremont St., Boston, Mass. 


M. HARRIS, jewel 

‘ » Jewelry auctionee 

Fteley Ave., New York, N, Y Pe. 
tion or flat sales conducted for 
liable jewelers in any part of the 
U. S. A.; 30 years’ experience; cash 
paid for entire stores or any Part 
of jewelry stocks; best references, 








NAT LEHRER will buy ror ¢ 
jewelry store complete or an = 
thereof ; my direct connections for out. 
let enable me to pay the best Drices: 
all communications held confidentiaj: 
bank. trade references; write or phone 
132 Hester St., New York City; Phone 
Canal 6-8242, night phone Tivoli 2-37]; 





SAMUEL GANSBERG will buy your 
surplus or entire stock and fixtures or 
estates for cash; my direct outlet ep. 
ables me to pay you higher prices: 
bank and trade references of the high. 
est character. Write 37 Maiden Lane, 
«alae Telephone Bowling Green 








JACK M. WERST will pay you spo 
cash for your surplus or entire 


stock of jewelry, diamonds, estates, , we 


with or without fixtures; operating 
from Coast to Coast; best refer 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day. 
ton, Ohio. 





JEWELRY stores and stocks bought for 
cash, any size, any amount, anywhere; 
my tremendous outlet and direct con- 
nections enable me to pay you highest 
prices; communicate with me at onc 
and my representative, or myself, will 
call on you; our offer will amaze you 
gg Rifkin, 81 Bowery, New York 

y. 





OPPORTUNITY for manufacturer spe- 
cializing in popular priced sterling 
silver costume jewelry; large popy 
lar Fifth Ave., New York firm, can 
use very large volume pins and ear- 
rings, etc.; will finance. Address 
“H., 4520,” care Jewelers’ Circular 


Keystone. 





WISH to sell good live and going 
jewelry business in busy rai 
and agricultural town of northwest 
Texas; business has railroad watch 
inspection, is only jewelry business 
in town, and has the best location 
in town; rent reasonable, details on 
request. Address “F., 4515, care 
Jewelers’ Circular-Keystone. 








PARTNERSHIP arrangement only; it- 
vest up to $7,500 going business; 
energetic young man, 10 years 
thorough experience, powerful sales 
man, credits, collections, promotions 
and good business builder; 
graduate; looking ahead; asset 
any firm; highest references. 
dress “E., 4514,” care Jewe 
Circular-Keystone. 


——— 





YOUNG MAN wishes to invest in a busk 
ness proposition; I have up to $4 
to invest in a wholesale or rew 
jewelry or watch repair business, 
New York or vicinity, as a partner @ 
other proposition basis; I also have & 
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HIGHEST PRICES paid for diamonds 
diamond jewelry of any amount; 

cash remittance mailed the same day 
shipment received; goods returned 
prepaid and insured if you dv not 
accept our offer; we also buy 
chipped, Old Mine and impertect 
diamonds; turn into cash your ob- 
solete and excess diamonds and dia- 
mond jewelry; best bank and trade 
references; est. 1919. Harry Elkins, 
5 S. Wabash Ave., Chicago, Ill. 


a 

ARE YOU GOING out of business? I 
can guarantee you the cost of your 
merchandise plus the expense of 
running a sale, with my personally 
conducted auction or flat sale; no 
sale too large or too small; I will 
also pay cash for your entire store 
with or without fixtures; write for 
my proposition, all correspondence 
confidential; best of references 
throughout past 30 years. Herman 
Nathan, 5 S. Wabash Ave., Chicago, 
ill. 


WOULD YOU like to retire from busi- 
ness, if you were given a responsible 
guarantee, that your entire stock 
would be closed out at a net profit 
of at least 80% above the actual 
wholesale cost? Our service will also 
dispose of your fixtures, good-will, 
material, accounts and lease at a 
price far beyond your expectation; 
write us for complete details, you 
‘will not be obligated by so doing; 
references from many jewelers who 
have used this service recently will 
be sent you along with unquestioned 
bank reference. Write at once to 
McRae & Shaw, Sixth Floor, 168 
N. Michigan Ave., Chicago, III. 








Wanted to Purchase 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





ONE SEITZ friction jeweling tool and 
reamers, new or used, contact J. M. 
Coldwell, Wine St. Circle, Charlottes- 
ville, Va. 





FIRST CLASS jeweler wants to buy for 
cash well established jewelry store; 
southeast preferred. Address “C. M., 
4513,” care Jewelers’ Circular-Keystone. 


HIGHEST prices paid; watchmakers’ 
lathes, benches and materials; jewelry, 
machinery, scales, stores and factories, 
Optical tools, machinery and supplies. 
Pollack, 95 Bowery, New York City. 





ANY TOOLS suitable for shopmaking 
class rings; drill press, ring benders, 
power or hand rolls, polishing moior, 
etc.; cash at once. Address “F., 4476,” 
care Jewelers’ Circular-Keystone. 





WANTED after January ist; established 
shop or equipment, for fine jewelry 


manufacturing; Fifth Avenue, 50th 
St., New York location preferred; con- 
fidential. Address “A., 4469,” care 
Jewelers’ Circular-Keystone. 





DESIRE to purchase new or second 
hand machinery, good condition, 
suitable for making silver chains, 
flatware and pins. Communicate A. 
ty — 80 Wall St., New York 5, 


JEWELRY store wanted, established; 
give all particulars, such as rental, 
fixtures, inventory of all merchan- 
dise and the lowest price for im- 
mediate transaction; all correspon- 
dence confidential. Address “G., 
4517,” care Jewelers’ Circular-Key- 
stone. 











Watch Work, etc., for 
the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





SPECIALIZING in repairing of chrono- 
graphs and fine watches for the trade. 
a Altay, 22 West 48th St., New York 

ity. 





ELECTRIC clock experts—repairing all 
makes including time switches and 
automobile clocks for the trade; sorry, 
no spring wound clocks. W. J. Shatas 
Co., P. O. Box 494, Waterbury, 85, 

onn. 





WATCH REPAIRING to the trade; re- 
liable, dependable for prompt delivery 
to out of town trade. H. Drimer, 3726 
Maple Ave., Brooklyn 24, N. Y. Es- 
Planade 2-2963. 





CAREFUL, honest, watch repairing for 
the trade, moderate prices; out of town 
orders attended to promptly. I. Kun- 
nel, 2 W. 47th St., New York. Phone 
Bryant 9-5065. 





CLOCKS repaired, all makes, foreign 
and domestic, spring weight and elec- 
tric; prompt service; work guaranteed. 
Gem Clock Service, 1344 W. Division 
St., Chicago 22, Ill. 





Special Order Work and 


Repairs for the Trade 


VUinimum charge (25 words) $1.50 
Additional words, 5 cents a word 





TWEEZERS sharpened (hardened and 
tempered); hairspring tweezers: satis- 
faction guaranteed. Valdemar Vir- 
tanen, 43 Park Place, Morristown, N. J. 





JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bldg., St. 
Louis, Mo. 








Patents 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





PATENT your good ideas; send me your 
simple sketch or model: free con- 
fidential advice-literature ; register your 
trademarks. Z. H. Polachek, registered 
Patent-Attorney-Engineer, 1234 Broad- 
way, New York City. : 








Lost 


Minimum charge (25 words) $1.56 
Additional words, 5 cents a word 


WATCH, 16S filled Hunting case, 50 
Elgin movement; case #22236, move- 
ment 1594925; lost in transit; liberal 
reward. George A. Ward, 36-51 Main 
St., Flushing, N. Y. 








DIAMOND RING (lady’s), Old Mine dia- 
monds, marquise shaped, containing two 
diamonds weighing about 1 carat each, 
two weighing about 40 points and eight 
weighing about 12 points and oval 
topaz center; reward. Address “C., 
4539,” care Jewelers’ Circular-Keystone. 





Miscellaneous 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





VIENNA striking clock, good and going 


condition ; write particulars. Address 
., 4549,” care Jewelers’ Circular- 
Keystone. 





WANTED New Century engraving ma- 
chine in good order; give lowest cash 
Price and particulars. Address “E., 
4565,” care Jewelers’ Circular-Keystone. 








WANT TO BUY jewelry store for cash, 

in smail town up to 50,000 population. 

Address “L,, 2513,” care Jewelers’ Cir- 
cular-Keystone. 


WANTED, watchmakers’ lathes, attach- 

ments and tools, engraving blocks, roll- 

ing mills, scales, drills, etc.; give full 

details. Ernest Linick, 29 E. Madison 
St, Chicago, Ill. 


WILL BUY your stock or coin silver 
turquoise Indian jewelry; bracelets, 
rings or pins: state quantity, style and 
69 Cater’s Jewelry Store, Cairo, 











ONLY high grade workmanship, exact- 
ing in detail; service prompt; excel- 
lent reference backed by 28 years ex- 


perience. Schwartz Watch Repair 
Laboratory, 1243 Boynton Ave., Bronx, 
New York. 





FINE watchmaker, 25 years’ experience 
on Patek, Phillippe, etc., desires to 
contact fine, reliable store to take care 
of their watch trade work; only good 
work accepted, no trash; mail orders 
promptly; fine references; first class 
workmanship only. For further 
formation address “E., 4475,” 
Jewelers’ Circular-Keystone. 


in- 
care 





WATCHMAKER, first class, 33 years’ ex- 
perience, desires to make contact with 
fine reliable store, to take care of their 
better trade work; location New York 
City; mail order promptly; A-1 refer- 
ences; 15 years with well known retail 


store: for further information address 
“P,, 4557," care Jewelers’ Circular- 
Keystone. 





LEARN WATCH repairing by doing it; 
thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 1841 
Broadway, New York City. 





WATCHMAKERS; increase your ability 
through the highly recommended books ; 
“Rules and Practice for fete apes 
Watches” and “Practical Balance an 
Hairspring Work” by Walter Kleinlein. 
Your jobber or trade journal. 





RUSTED MOVEMENTS taken apart 
easily; rust removed from parts 
without damage to finish; fall 1% 
pint “Jarene” only $3.50; free de- 
livery; send check or M. O.; money 
back guarantee. U. S. Detergents 
Co., 315 E. 91st St., New York City; 
member Jewelers Board of Trade. 
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OBITUARY 
(From page 186) 


Maximiunan W. Hemer, Atlanta 
watchmaker, died Oct. 20. 

Joun T. Inman, 83, who in 1882 
founded J. T. Inman & Co., Attleboro 
manufacturing jewelers, died Nov. 8. 

Bennetr E. Laser, 55, for 21 years 
a retail jeweler at 3805 S. Kedzie Ave., 
Chicago, died Dec. 7. 

Harry J. Lossav, 41, of Lossau & 
Kramer, Chicago wholesale jewelers, 
died suddenly Dec. 4. 

Wittiam F. McGown, a sales repre- 
sentative on Maiden Lane, New York, 
for more than 50 years, and who since 
1933 represented the General Findings & 
Supply Co. of Attleboro, died Dec. 12. 
He was a member of the Jewelers Fra- 
ternal Association. 

A. Ferprnanp Moetter, 73, vice-presi- 
dent and shop foreman of Bunde & Up- 
meyer Jewelry Mfg. Co., Inc., Milwau- 
kee, died of heart attack Nov. 29. 

Rurert A. Nocx, 71, since 1931 mer- 
chandising manager of The Gorham Co., 
Providence, died Dec. 4 at East Orange, 
N. J. He entered the employ of The 
Gorham Co. in 1896, in charge of the sil- 
versmithing department, later directing 
production of new merchandise. In 1905 
he assumed charge of production in the 
William B. Kerr Co., Newark, a Gorham 
affiliate, and in 1921 became vice-presi- 
dent in charge of production in Dom- 
inick & Haff and the McChesney Co. 

Dea Ossorne, 52, Nashville, Tenn., 
watchmaker, died Dec. 2. He was sec- 
retary-treasurer of Nashville Guild 1, 
Tennessee Watchmakers and Jewelers 
Association, 1937 to 1942. 

Norman G. Rorrer, 64, Manchester, 
N. H., retail jeweler, died Nov. 10. 

Bernuarp E, Srrvss, 56, White Plains, 
N. Y., jeweler, died Nov. 20 

Jacos Terris, of Terris Jewelry Corp., 
1346 Broadway, Brooklyn, died Dec. 2. 

AntuHony S. True, 85, diamond mer- 
chant, who was one of the first jewelry 
tenants to move into. the Columbus Me- 
morial Building, 31 N. State St., Chi- 
cago, in 1892, died Dec. 10. 

Wm. T. Wirson, 54, retail jeweler at 
Morris, IIl., died Dec. 11. 





Jewelers Write Senate .. . 


(From page 167) 


Charles J. Michaels, Hartford, Conn., 
ANRJA president, amplified some of 
these points in a supplementary brief, 
after contending that the great bulk of 
the jewelry tax, even at present, comes 
from lower- and medium-priced goods 
bought by the lower and middle classes 
who earn from $1200 to $5000 a year. 
Shortages and restrictions have with- 
drawn much of this merchandise from 
the market, “and the large inventories 
from which taxes have been realized are 
no longer existent. As a matter of fact,” 
said Mr. Michaels, “several hundred 
jewelers have retired from business be- 
cause goods could not be held for resale.” 

The higher the tax, the fewer the sales 
of important pieces, he said. 


FEARS BIG DROP IN SALES 


“Tt is our opinion that gross sales of 
jewelry will drop about 40 per cent to 
50 per cent in the next year unless some 
encouragement to buy higher priced 
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items is given,” the ANRJA chief went 
on. “This can be done by leaving the tax 
at its present level. 

“Far more serious is the threat to small 
jewelers in rural areas, where a 20 per 
cent tax will put them out of business. 
There are 10,000 in this class,” Mr. 
Michaels stated, “and their plight is real- 
ly serious. If the 20 per cent tax is 
placed on jewelry, it will be collected 
almost entirely from merchants in the 
larger cities, but because purchases of the 
higher-priced goods will be still further 
curtailed, and greatly reduced quantities 
of other merchandise is available, the 
total will, in our opinion, drop to not 
more than 60 per cent of the present 
total.” 


"NECESSITIES"; NOT "LUXURIES" 


Not all goods sold by jewelers—al- 
ready taxed 10 per cent—are by any 
means “luxury” items, the National As- 
sociation of Credit Jewelers pointed out 
in a brief presented by William Wagner, 
New York, executive secretary. Medium- 
priced watches, clocks, wedding rings, 
silverware, alarm clocks and_ various 
other items which are singled out for 
special “luxury” taxes are less luxury 
goods than many untaxed items, NACJ 
said. 

Other NACJ arguments against the 
boost to 20 per cent: 

—Most jewelry store sales average $5 
to $10 and are made to individuals in 
the medium and lower income brackets. 

—To penalize those who buy gifts for 
men and women in military service, by 
imposing an excessive sales tax, would 
be undesirable and unfair. 


LOWER TAX WOULD YIELD MORE 


—A reasonable tax on jewelry store 
sales will yield more than a tax so high 
that it will stop the public from buying 


jewelry store merchandise, or cause those ' 


who will buy jewelry to try to avoid the 
tax. 

—The question as to whether or not 
some may consider the jewelry business 
necessary or unnecessary to the winning 
of the war should not be allowed to in- 
fluence a strictly revenue measure. 

—With the war in Europe perhaps 
heading to an abrupt end, is it wise “to 
levy a tax so high that it can cause an 
entire industry to stagnate” or sound to 
“impair or destroy the livelihood of the 
men and women engaged in making and 
selling jewelry?” 

—“Does it pay to assume that the pub- 
lic’s willingness and ability to buy mer- 
chandise of all kinds regardless of price 
will continue for a long enough period 
after the ending of the war in Europe 
to take a chance of taxing an industry 
to death at a time when all business will 
have to be encouraged to prevent a de- 
pression?” 

—If jewelers’ sales in 1944 drop 50 
per cent because of merchandise short- 
ages, an excessive sales tax will not make 
an encouraging outlook for substantial 


_ revenue from the jewelry industry. 


Also present at the Senate finance 
committee’s hearing Dec. 3 were Wilson 
A. Streeter, of Bailey, Banks & Biddle 
Co., Philadelphia, and Royal C. Gregg, 
president of Ostby & Barton Co., Provi- 
dence, members of the Jewelry Industry 
Tax Committee; Charles T. Evans, New 
York, and Louis Rothschild, Washing- 
ton, secretary and counsel respectively 





for ANRJA, and Samuel Schwartz a 
Charles Schwartz & Son, Washington, 


OTHER EXCISE TAXES 








including: 

Luggage, wallets and ladies’ hand 
—I15 per cent of retail price, instead of 
25 per cent voted by the House. (1 
gage at present has a 10 per cent many 
facturers’ excise tax; handbags are un- 
taxed.) 

Toilet preparations—25 per cent of 
retail price, instead of 10 per cent, as at 
present. 

Furs—20 per cent of retail price, jp. 
stead of the present 10 per cent. (The 
House had voted 25 per cent.) 

The committee exempted vacuum 
cleaners from the existing 10 per cent 
manufacturers’ tax on electrical appli- 
ances. 


Alarm Clocks, Tableware Needed 
(From page 169) 


gently need are for the most part fairly 
simple, calling for neither elaborate proc. 
essing nor for complicated component 
parts. 

“In all such cases, where materials or 
factories are available, we are ta 
vigorous steps to increase the supply, 
Increased production has already been 
approved for a number of these things, 
and while we cannot Me be certain of 
the exact quantities which can be made 
available, we do know that further ea 
must be taken to meet those needs 
quately.” : 

The trade wondered whether by this” 
Mr. Whiteside meant to expand produce 
tion of War Alarm clocks considerably 
higher than the present rate, which has 
meant only a trickle for civilians; also 
whether the clocks’ voice might be im 
proved so it would actually ring instead 
of merely buzz. Likewise there was the 
question whether a more satisfactory 
grade of plated flatware would be ap- 
proved than the ungraded, steel-base, 
flash-plated, easily-rusting knives, forks 
and spoons which WPB in November 
said can now be made for U. S. homes. 













Diamond Dies Are Mass-Produced 


Industrial diamond dies turned out by 
mass production. methods have played @ 
leading part in the quantity production 
in this country of radio equipment for 
our armed forces, according to Charles 
E. Wilson, executive vice-chairman of 
the War Production Board. 

As a result of experiments conducted 
in England and the U. S., diamond dies 
can now be drilled 12 at a time on & 
newly perfected machine, instead 
singly as in pre-war days, Mr. Wilsom 
said. 





Cramer's Devotes Day to War Bonds 


Harry Cramer, proprietor of Cramer’ 
Jewelers, Utica, N. Y., celebrated the 
third anniversary of his store by § 
nothing but War Bonds, and sold more 
than $3200 worth. He pushed the sale 
with color ads in local newspapers. 

Mr. Cramer had two very material 
reasons, besides his natural patriotism, 
for the Bond Sale. He has two brother 
in the Army. a 
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‘Manufacturers’ News| 


SERVICE MEN FETED AT WOOD CHRISTMAS PARTY 


Imperial Pearl Buys Cultured Pearls 
From Government Custodian 


What is believed to be the last sub- 
stantial quantity of cultured pearls that 
will be available for the duration of the 
war has just been purchased by the Im- 

rial Pearl Syndicate from the U. S. 
Alien Property Custodian for $50,000. 

The pearls, which had been owned by 
Japanese interests, were seized by the 
U. S. Government immediately after 
Pearl Harbor to prevent the escape of 
assets to Japan. 

The Imperial Pearl Syndicate which 
had bought up most of the previously 
available supply has been negotiating for 
this lot for many months, and finally 
obtained them as the highest bidder. 
Transfer of title and delivery of the 
goods was made on Dec. 9. 

The pearls were purchased loose, but 
Imperial plans to make them up into 
necklaces and other pieces in which form 
they will be offered to the trade. 


: 
Air Hero Sees Sister's Work 


at Bulova Instrument Plant 








"Nice work, Sis," says Capt. Marks—and 
he should know. 


Capt. Leonard P. Marks, famous 
fighter pilot of the South Pacific cam- 
paign, is now in New York after 22 
months in the New Guinea area. During 
this time he engaged in 110 combat 
flights and was awarded the Silver Star, 
The Distinguished Flying Cross and The 
Air Medal with Two Oak Leaf Clusters. 

On Nov. 11, Capt. Marks visited the 
Bulova plant where his sister, Mrs. Helen 
Chios, has been employed for the past 
two years producing navigation watches 
for the Army Air Forces. Capt. Marks 
wore one of these watches which are 
issued as G. I. equipment during his 
combat flights. 

During the course of his: visit, Capt. 
Marks addressed the employees at a 
rally on the lawn of the company club- 
house and explained the importance of 
such instruments as those manufactured 
by Bulova. 

2 In the photograph above, Capt. Marks 
is shown with his sister at her work 
bench. 
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One hundred members of the armed 
services of the Allied Nations, including 
several who have seen action in Europe, 
Africa and the Pacific, were guests of 
honor at the annual Christmas party of 
J. R. Wood & Sons, Saturday evening, 
Dec. 18th, in the Georgian Room of the 
Hotel Pennsylvania. 

It was the second successive year that 
service men, through cooperation of the 
USO, were so entertained by Wood, and 
approximately 200 employees joined in 
making the occasion a highly successful 
one. Also present were engineers of vari- 
ous war plants in the New York area, 
guests of the J. R. Wood Products Corp. 

The address of welcome was made by 
W. Waters Schwab, president of the 93- 
year-old ring manufacturing concern. 








Rawson L. Wood, as president of the 
products corporation, awarded $25 war 
bonds to employees for outstanding work 
during the year. He also announced that 
both the jewelry and war divisions of the 
organization were underwriting the As- 
sociated Hospital Service contracts for 
all employees and their families. 

Highlighting the entertainment was 
the singing of Christmas carols by the J. 
R. Wood choral group. Bob Russell, pop- 
ular entertainer, presided as master of 
ceremonies for an entertainment starring 
Broadway and radio talent. Dancing, 
which was featured by a Paul Jones 
square dance participated in by service 
men and young women employees of 
Wood, followed until well into the next 
morning. 





Waterbury Clock Co. Changes Name 


Stockholders of Waterbury Clock Co. 
at a special meeting on Dec. 2, voted to 
change the company’s name to the United 
States Time Corp., as of Jan. 1. 

The Waterbury Clock Co., one of 
America’s oldest manufacturers of clocks 
and watches, is perhaps best known as 
the producer of the world-famous Inger- 
soll watch, of which over 150,000,000 have 
been made and sold. 

The company’s production facilities 
were totally converted to war work very 
early in the hostilities, including the new 
assembly plant in Middlebury, _Conn., 
and it is now playing an important part 
in the war effort through the mass pro- 
duction of precision instruments and 
time fuses. 

The management’s postwar plans in- 
clude the extensive development of the 
research department. From being a spe- 
cialized manufacturer of lower-priced 
watches and clocks, it is the intention to 
carry the company’s activities into a 
broader field covering all phases of time 
measurement. It is expected that post- 
war conditions, with a tremendous de- 
velopment of automatic machinery and 
automatic instrumentation will increase 
materially the demand for timing devices 
and time-indicating instruments, and it 
is believed that the new name—The 
United States Time Corp.—expresses 
adequately the future plans of the com- 
pany. 

The Ingersoll name will continue to be 
identified with the company’s line of low- 
priced watches, while the name “Water- 
bury” will be retained for the company’s 
line of clocks. 





Mido Watch Presentation 


ALT 
AR KS JOVN &N ano WES ej 





Warren Hull and Parks Johnson, well-known 
radio stars, present a Mido Multifort, Super- 
automatic wrist watch to Bob Gilchrist, USO 
entertainer recently returned from Guadal- 
canal and the South Pacific, on the “Vox 
Pop" program, New York City, on Dec. 6. 
Left to right: William Ansen, partner Louis 
Aisenstein & Bros., sole distributors of Mido 
for the United States, Porto Rico and 
Hawaii; Warren Hull; Henry Schaeren, Jr., 
secretary Mido Watch Co. of America, Inc.; 
Bob Gilchrist; Parks Johnson; Pierre L. 
Poffet, president, Mido Watch Co. of 
America, Inc. 





McCarthy Elected to Board 


John J. McCarthy was recently elected 
to the board of directors of the advertis- 
ing agency, McCann-Erickson, Inc., New 
York. For the past six years, Mr. Mc- 
Carthy has been vice-president, in charge 
of the Gruen Watch Co. account, which 
is handled by the McCann-Erickson 
agency. 
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Right: The Benrus Army- 
Navy "E" award pennant 
is proudly displayed by the 
three partners of the Ben- 
rus Watch Co. Left to 
tight: S. Ralph Lazrus, Ben- 
jamin Lazrus and Oscar M. 
Lazrus. 








BENRUS WATCH CO. WINS THE ARMY-NAVY “E" 


Left: Three generations of one family 
doing war work at the Benrus plant 
receive their "E" Award pins from 
Lt.-Col. Lee H. Tucker during the 
presentation ceremonies. Mrs. Mar- 
guerite Bouteiller receives her pin as 
her son and his daughter-in-law look 
on. The latter's husband is in the 
armed forces. 
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Warren Telechron Elects 
New President 


I. W. Kokins, vice-president of the 
Warren Telechron Company since 1935, 
has been elected president of the com- 
pany to succeed Henry E. Warren, 
founder of the concern, who recently re- 


I. W. KOKINS 
Newly Elected 
President of 
Warren Telechron 





signed after having passed the retire- 
ment age. 

Mr. Kokins, who is 57 and who has 
spent over 30 years in the electrical 
manufacturing industry, joined the War- 
ren Telechron Company in 1926 as gen- 
eral manager. In 1935 he was elected a 
director and later in that year became 
vice-president of the company. 

Besides his present position as presi- 
dent, Mr. Kokins is active in the Na- 
tional Association of Manufacturers, be- 
ing a member of the Post-War Commit- 
tee. He also is a director of the Clock 
Manufacturers Association of America 
and a member of the industry’s advisory 
committee, as well as director of the 
Framingham Cooperative Bank. 





Gruen Declares Dividend 


The Directors of The Gruen Watch 
Company have declared a quarterly divi- 
dend of 3144c a share on the $25.00 5% 
preferred stock payable January 3, 1944, 
to stockholders of record December 15, 
1943. 

A dividend of 15c a share was also de- 
clared on the common stock, payable 
January 3, 1944, to stockholders of rec- 
ord December 15, 1943. 
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Dee Goes on Air to Aid Jewelers 


A series of radio announcements aimed 
at encouraging the public to sell their 
old gold to their neighborhood jeweler 
is being sponsored by Thomas J. Dee & 
Co., Chicago, refiners of precious metais. 

Messages are broadcast every Monday, 
Tuesday, Thursday and Friday. A typ- 
ical announcement says: 

“The Dee Co. suggests how you can 

buy that extra War Bond!! Take your 

discarded jewelry to your local jeweler. 

He will pay you what it is worth.” 

Postcards telling of the series are be- 
ing mailed by the Thomas J. Dee Co. to 
retail jewelers throughout the Chicago 
district to acquaint them with what is 
being done, so that they will be prepared 
to reap the full benefit from this pub- 
licity. 


Stationers’ Specialty Company 
Offers New Writing Case 






Stationers Specialty Co., 19 W. 2Ist St., 
New York 10, N. Y., are offering this genu- 
ine leather writing case in saddle tan with 
cloth lining, measuring 7!/2x 10 inches. 
These cases come completely equipped with 
writing needs and are made of rich, lasting 
leather. They wholesale at $36.00 per 
dozen net, individually boxed. 





Larger Ad Campaign for 
Harman Watch 


Plans now being perfected by Harman 
Watch Co., New York, call for an ex. 
panded program of national advertisin 
for the Harman line of men’s and ladies’ 
watches in 1944, according to A, A 
Harman, who reports that the company’s 
radio advertising campaign which js cur- 
rently airing over 25 stations from cogs 
to coast, will be augmented by the addi- 
tion of a number of stations strategically 
located to round out the national cover- 
age. Radio advertising will be supple. 
mented, says Mr. Harman, by a pro- 
gram of magazine advertising in selected 
media, which will be launched early in 
1944, 










Pond Gives Sparkle to a Star 





Roland B. Pond, secretary of the A. H. Pond | 
Co., Inc., presents Derothy Kirsten, soprano 
star of the Blue Network's "Keepsakes" pro- 
gram, with a Keepsake diamond ring. Each 
week, a similar ring is given away on the 
program to persons whose letters describing 
their association with certain keepsakes are 
chosen for broadcast. The program is on 
the air each Sunday evening from 8:30 to 
9 P. M., Eastern War Time. 


Wittnauer Aeroplane Clocks 





Longines-Wittnauer Watch Co., Inc, is 
distributing five models of Wittnauer 
Aeroplane Dashboard clocks mounted on 
walnut and lucite for use in office or 
home. ‘The clocks, one model of which 
is shown above, are similar to those used 
on U. S. and allied war planes. This 
quantity is available because of a lot that 
was delayed in shipment. The clocks are 
priced at $29.75 plus tax for the walnut 
models and. $33.75 plus tax for those 
mounted on lucite. Because they are 
authentic airplane equipment they are 
finding a ready sale among those who 
wish a touch of this modern air-age 
around them. 


BACK THE ATTACK—BUY WAR BONDS 
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LET ‘EM HAVE IT 


“Let ’em Have It—Buy Extra Bonds” is the battle 
cry for the Fourth War Loan drive opening January 18. 
Every patriotic American will take this slogan to heart, 
purchase more Bonds for himself and his loved ones— 
but merchants have greater personal opportunity to in- 
sure the success of this drive: Change one word in the 
slogan and make it read, “Let °em Have It—Sell Extra 
Bonds!” 

“Promotion” and “drama” are useful tools for the 
merchandising of Bonds, just as they are for any other 
over-the-counter sale. Jewelers in several cities proved 
how true this is during the Third War Loan Drive, when 
they used big-space newspaper ads, radio commercials 
and direct mail to sell Bonds—and nothing else but— 
during an entire business day. 

One jeweler sold Bonds worth $200,000; another hit 
the $600,000 mark, in a single day’s activity. This is the 
sort of jewelry store selling that helps win the war and 
that also helps overcome any misguided opinion that 
jewelers are superfluous characters these days. 

Suggestion for the retail jewelry industry’s participa- 
tion in the Bond campaign opening this month: Dedicate 
one day to a store-wide Bond sale. Promote it, advertise 
it, publicize it every way you know how. Allot a quota 
to each salesman. Give a Bond as a prize to whichever 
salesman best exceeds his quota. 

No doubt other possibilities will also occur to you— 
use them all. The thing to do is to do everything you 
can to sell Bonds, more Bonds and still more Bonds. 

And impress upon your customers how important it is 
not only to buy Bonds, but to hold them till they mature. 
Last month, nearly one Bond was turned in for cash for 
every four that were sold. 

Let’s make this drive the biggest and best one yet! 


GAMBLING WITH LIVES 


THE METHODS UsED in the selling ‘of. nondescript 
watches by certain retail outlets in the New York area, 
which have recently been uncovered by OPA, make one 
of the most despicable chapters in the whole ugly story 
of black marketeering. 

Charging outrageously inflated prices for inferior 
merchandise is the least of it. That’s bad enough, but 
this goes far deeper. ‘It involves gambling with the lives 
of American boys who are fighting to protect (among 
others) the very men who are victimizing them. 

Many military operations absolutely depend upon 
accurate timing. A few seconds too early or too late in 
following a barrage or in making a landing on a hostile 
shore may mean terrific casualties — all because some 
one’s watch was wrong or had stopped. The soldier’s 
or sailor’s very life may depend upon his watch being 
sturdy and reliable. 

OPA has found instance after instance where certain 
so-called “jewelry stores” have sold non-jeweled or one- 
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jeweled movements in ordinary cases to service mep as 
high-grade shockproof, waterproof jeweled watches, op 
which the purchaser could place complete reliance unde 
any circumstances. 
With that man believing he can trust his watch, the 
possible results if it goes haywire, as such a watch very 
easily may, are not pleasant to think about. 





Our compliments to the New York office of OPA op | 
their vigorous action toward cleaning up this unbe- 
lievably sordid mess. | 

| 


TAX MUDDLING | 


Wuat THE TAx on jewelry will be in 1944 is still m- | 
certain as this issue goes to press. 


The revenue bill that was passed by the House of 
Representatives calls for a doubling of the present 1) 
per cent rate, but exempts silver-plated flatware from 
the increase. The Senate Finance Committee has ae 
cepted the 20 per cent general tax on jewelry but has 
thrown out the exemption on plated flatware and has 
voted to exempt watches selling for $65 or less and 
clocks with a retail price of $5 or less. 


Those minor differences presumably will be ironed. 
out in conference, but now Secretary Morgenthau has 
come out with a blast condemning the whole revenue 
measure as worse than no tax bill at all, and intimating 
that he will use his influence with Mr. Roosevelt to try 
to induce him to veto the legislation. 


Mr. Morgenthau complains that the bill neither raises 
enough money nor strikes at the real heart of the infla- 
tion problem. Yet when the House Ways and Means 
Committee was considering a proposal that would have — 
accomplished both those purposes—a general sales tax 
—the Administration fought it tooth and nail, the Presi- 
dent even notifying the committee that if a general sales 
tax were enacted, he would veto it. . 

The only way that inflationary money can be drained 
off is by putting the taxes where the inflationary influ 
ence is being exerted—in “the bidding by consumers for 
goods and services—goods and services of all kinds— 
not just ® few selected items like furs and luggage and 
jewelry. 

When and if Mr. Morgenthau and Mr. Roosevelt de- 
cide that they’ll really fight inflation instead of merely 
penalizing a selected few, we can have a tax law that 
will be fair and equitable and that will do what a tax 
law is supposed to do—raise revenue. 
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Editor 
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